State of the Nation’s Economy: 
Up 
ComMMERcIAL Paper — Increased in 
January to $620 million, the highest 
devel since August, 1926, and 12 per- 
went above December, according to 
Federal Reserve Bank. 

Auto DeatH Ciamms—Totaled 40,- 
00 in 1953, representing aggregate 
payments of $76 million, compared 
vith 39,000 claims in 1952 for $69 
million. Altogether, life insurance 

companies paid $1,989,861,000 in 
death claims in 1953 against $1,833,- 
,000 in 1952. 

ae 


* * 


Down 


' Business Loans — Declined $82 

million to $22,556,000,000 in week 

ended Feb. 10, according to Federal 
serve Board. 

Business INpex — Physical vol- 
ume of business in week ended 
Feb. 13 declined to 102.6 percent 
of the 1935-39 index from 103.1 in 
the preceding week, according to 

' Barron’s. 

AvuTomMoTiveE Output — Was esti- 
mated last week by AUTOMOTIVE 

News at 134,507, compared with 

6,681 the previous week, a drop 

2174 units. 

Sree, Propuction — Declined last 
week to 72.6 percent of capacity 

sagainst 74.6 percent the preceding 
eek. 

Crupe On Srocks Totaled 
266,103,000 barrels Feb. 13, off 
1,793,000 for the week, according 
to Bureau of Mines. 

Srore Sates — Department store 
®ales in week ended Feb. 13 were 1 
percent below the like 1953 week, 

ays Federal Reserve Board. 


Production 
Automotive News Estimates: 
U. 8. Cars, Trucks 

157,659 


134,507 136,681 


Last Prev. 1953 
Week Week Week 
For complete production totals 
by makes, see table, page 47. 


Nash Suviee Combines Guatiie, Heating, Ventilating— 


Claiming that its All-Weather Eye system will make all existing air-cooling units obsolete, Nash has come out with a unit 
which combines air-conditioning, heating and ventilating. All components of the unit are forward of the instrument panel. The 


price, Sales Vice-President H. C. Doss said, will be a “bombshell” 


4th Quarter Loss 
Cuts 753 Dealer 
Net to 2.2 Pet. 


ASHINGTON.—Substantial 

losses in the fourth quarter of 
1953 dropped the average operating 
profit of new-car and truck dealers 
from 4.3 percent before taxes at 
the end of the third quarter to 2.2 
percent for the complete year, ac- 
cording to a nationwide survey by 
NADA. 

NADA said this confirmed sus- 
Picions that dealers had been hit 
hard by the return of a compet- 
itive market. 


“A primary factor in the radi- 
(See PROFITS Page 8, Col. 5) 


Millionth °54: Car Due 


463,000 Autos, 94,000 Trucks Slated for March; 
Feb. Total Is 528,992 Units 


By Tom Hewitt 
Staff Writer 

UTO makers have scheduled 
463,000 cars and 94,000 trucks 
or production in the next 31 days. 
' And by Friday the millionth car 
1954 will be turned out, only 
wo days behind its 1953 counter- 
art. The millionth vehicle of the 

par was produced last Tuesday. 
The March projection would 

ng 1954 first-quarter produc- 

tion up to 1,363,000 cars, about 10 
sent below the comparable 
period. While lower than 
year, that total still would 


A 


be exceeded only by the first 
quarters of 1953 and 1951. 
Preliminary totals for February 
show that U.S, makers turned out 
442,471 cars and 86,521 trucks. The 
car drop amounts to 3.1 percent 
from January and 8.8 percent from 
February, 1953, while the truck de- 
cline amounts to 11.4 percent from 
January and 14 percent from Feb- 
ruary, 1953. 
* * + 

MARCH should show an upturn 

because of preparations for 
the spring buying season. For ex- 
ample, Plymouth today adds a 

(Continued on Page 47, Col. 3) 


in the industry when announced soon. (See Story, Page 2.) 


Chrysler Reorganizing 


By Bob Sheldon 
Associate Editor 
poctscr and organizational 
changes aimed at regaining 
Chrysler Corp.’s competitive stand- 
ing in the auto sales market took 
on added emphasis last week. 


Following disclosure by top 
executives that a long-range 
“divisionalization” program was 
under way, belief was expressed 
that one of the objectives would 
be to give Plymouth a separate 
standing it had never enjoyed. 

Overall, the program is designed 
to provide the corporation’s di- 
visions with greater autonomy and 
responsibility for sales and manu- 
facturing operations. 

” * a 
yur first step, soon to be taken, 
is to establish a comptroller for 
each division in order to keep a 
closer check on costs and other 
competitive factors. 

In the words of K. T. Keller, 
chairman of the board, and L, L. 
(Tex) Colbert, president, it 


Automatic Transmission 
Extended to Plymouth 


A YAU-ABILITY of Chrysler 
Corp.’s fully automatic Power- 
Flite transmission last week was 
extended to all models of Plym- 
outh. 

John P. Mansfield, Plymouth 


(Continued on Page 43, Col. 2) 


To Regain Position 


marks progress toward “a di- 
visionalized structure of semi- 
autonomous profit centers” that 


will provide management “with a 
(Continued on Page 8, Col. 1) 


Freed Predicts 
Big Upsurge in 
Spring Sales 


By Bob Lienert 
Staff Writer 

NY economic recession is over 
insofar as sales of new and 
used cars are concerned, Charles 
Freed, NADA 
president, said 

last week. 

Freed made his 
statement during 
a visit to De- 
troit’s Auto 
Show. 

‘*‘We look 
forward to a 
tremendous 
upsurge in the 
spring,” Freed 
said, ‘‘and 

every barometer indicates this 
(Continued on Page 47, Col, 3) 


Charies Freed 


This issue Includes the monthly 
TRUCK SECTION 


With Makers 


Curtice Letter Carries 
Cancellation Threat; 
Ford Eyes Offenders 


a with factory warnings, 
the nation’s auto dealers bat- 
tled last week to stem the rising 
tide of new-car bootlegging. 

The warnings to dealers, issued 
by General Motors President 
Harlow H. Curtice and Henry. 
Ford II, came after conferences 
with NADA officials. 

NADA’s Charles Freed, presi- 
dent; Fred Bell, executive vice- 
president, and James Moore, 
general courisel, met with GM, 
Ford and Chrysler executives last 
week. 

It is not iene what other steps 
will be taken should the makers’ 
warnings fail. - 

* * +. 
UT dealers at the recent NADA 
convention discussed decisive 
action—through reinstatement of 
territorial protection clauses in 
factory contracts, or through con- 
gressional action, if necessary. 

Curtice, in a letter to each of 
GM’s 18,500 dealers and distrib- 
utors, said bluntly: 

“We will continue to review 
the performance of General 
Motors dealers in carrying out 
their obligations under the 
General Motors selling agree- 
ments, 

“Whether bootlegging be the 
cause or the effect, it is not un- 
reasonable to suspect that the 
dealer who indulges in such a 
practice may not be fulfilling his 
contractual obligation...” (Text 
of Curtice’s letter is on Page 43, 
Ford’s on Page 45.) 

. * + 
rome. in a letter to the approxi- 
mate 8,000 Ford and Lincoln- 
Mercury dealers, said: 

“We have received a number 
of complaints directly traceable 
to our own dealers, We have the 
names of those dealers. We will 

(Continued on Page 44, Col. 1) 


Top Cars 


New-car registrations in 28 
states for January: 
1954 Pos. Make 

1—33,023 Ford 
2—32,856 Chevrolet 
3—13,674 Plymouth 
4—10,120 Pontiac 
5— 9,809 Buick 
6— 9,408 Mercury 
7— 5,629 Oldsmobile 
8— 4,603 Dodge 
9— 3,787 Chrysler 
10— 3,097 Stude. 
ll— 2,675 DeSoto 
12— 2,445 Nash 
138— 1,865 Packard 
14— 1,406 Cadillac 
15— 1,330 Hudson 
16— 1,073 Lincoln 
17j— 631 Willys 
18— 208 Kaiser 
19— 81 Henry J 
474 Misc, 
Total All Makes 
138,189 162,882 

For further details, see page 

42, today’s issue. 


1953 Pos. 
33,936— 1 
28,341— 2 
20,088— 3 
11,832— 4 
10,816— 5 

8,250— 7 
1576— 8 
8,927— 6 
4,7384—11 
4,960—10 
3,825—12 
5,325— 9 
2,835—14 
3,405—13 
2,515—15 
1,226—17 
1,885—16 
1,0092—18 
587—19 
677 













By Bob Lienert 
Staff Writer 
nae background 
music at four auto shows last 
week was supplied by madly click- 
ing turnstiles. 

Sponsoring groups in Detroit, 
Washington, Indianapolis and 
Johnstown, Pa., were amazed by 
the throngs which turned out to 
view the new models, 

In Indianapolis, attendance was 
more than four times greater than 
it was at the last show held there 
— 16 years earlier. Washington’s 
Silver Anniversary show got off to 
a slow start because of bad weath- 
er, but as the show neared its clos- 
ing date, indications were that the 
nine-day total would come close to, 
if not exceed, the 1953 record. 


Kaiser-Otis Pact 
Won’t End Cases 
Pending with SEC 


WASHINGTON, — Three cases 
still pending before the Securities 
and Exchange Commission as a re- 
sult of the Kaiser-Otis dispute will 
be continued, it was announced 
last week by SEC, despite the 
agreement reached between Kaiser 
and Otis. 

In a_ surprise statement last 
week, Edgar F. Kaiser, president 
of Kaiser Motors Corp., and W. R. 
Daley, president of Otis & Co. 
announced that an “amicable 
agreement has been reached to 
drop all claims and _ counter- 
claims.” 

They said no financial consider- 
ation was involved. 

The dispute started in 1948 when 
Cyrus H. Eaton, chairman of Otis, 
and his underwriting syndicate 
withdrew in the midst of an effort 
to float a stock issue of Kaiser- 
Frazer Motor Co. 

The market did not take the 
issue even though Kaiser sacri- 
ficed $2 million in an effort to 
stabilize the market price of the 
stock, 


















New Models Glitter for Detroiters— 


This view of one of the four buildings housing the Detroit Auto Show at the State 
Fairgrounds shows only a portion of the total exhibit. On display were 98 standard 
cars, 15 special cars and 16 trucks. Charles Freed, NADA president, called it ‘the 
best auto show ever produced."’ Attendance was well ahead of previous Detroit shows 
during the early part of the week. The show closed Feb. 28. 





















Milwaukee Show Attracts 84,158 Visitors— 























































ing and ventilating have been 
combined into one unit, accord- 
ing to H. C. Doss, sales vice-presi- 
dent. 

“The All-Weather Eye is so new 
and revolutionary that every exist- 
ing system on the market is made 
obsolete,” Doss said. “Never before 
has there been a single, compact 
unit which automatically cools, 
heats and ventilates the entire pas- 
senger compartment all year round 
with one simple thermostatic con- 
trol. 





manufacturer about selling at sug- 
gested discounts from list rather 
than suggested net prices. 

The association has also queried 
its members regarding the amount, 
if any, of their United Motors Serv- 
ice and AC business. 

MEWA members were asked 
what impact the GM _ wholesale 
parts program has had on their 
business. 






Heat-and-Cooling 
Costs Up to $813 
On Other Makes 


IR-CONDITIONING and heat- 

ing systems, as separate units, 
have been available on _ several 
makes of cars at prices ranging 
from $673.58 to $813, including 
Federal tax. 

Of these installations, the least 
expensive are Oldsmobile’s, with 
a heater at $79.58 and an air- 
conditioning unit at $594. 

In the same price class are Pon- 
tiac ($674.82) and Buick ($675.70). 
Air conditioning for these makes 
also is priced at $594, but Pontiac’s 
heater is $80.82 and Buick’s is 
$81.70. 

The Pontiac air - conditioning 
system is a newly developed unit, 
































Woman Warns Curtice 
On Age and Driving 

WASHINGTON.—A tiny, young 
mother from Harrisburg, Pa., 
Mrs. Barbara Weatherby, last 
week twitted the nation’s leading 
businessmen on their advancing 
years and suggested most of them 
could do with a re-examination of 
their driving abilities. 

Tip-toeing to reach the micro- 
phone at the closing session of 





* * * 


Tt IS safe to say that the price 
to the new Nash buyer will be 
a bombshell in the industry. The 
factory-delivered price will be an- 
nounced as soon as it is finally de- 
termined.” 

The All-Weather Eye, Doss 
said, cools faster and more evenly 
than anything now on the market. 
It will not fog or frost up win- 
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Public Interest Running High . . 
ea, 4, Auto Sho 


1954 





At Johnstown, attendance figured 
on a daily basis was nearly 50 per- 
cent greater than last year’s. 

* + * 


HE Detroit Auto Show left no 

doubt that Detroiters are still 
the most car-conscious of all Am- 
ericans, 

On the second day of the show, 
a Sunday, they stood in two-block- 
long lines, four abreast, during a 
cold drizzle, to gain admission at 
$1.25 each. 

At one point, so many persons 
had jammed the four buildings 
housing the show at the State 
Fairgrounds that fire officials 
closed all but two ticket offices 
until the crowd could thin out. 

The show was the first held in 
Detroit since 1940, Prior to the 
opening, it had been estimated that 
attendance would reach 250,000. 

The official attendance figure for 
the entire show was unavailable as 
Automotive News went to press, 
but midway in the sixth day the 
count was 158,192. Official estimate 
for the entire show at that time 
was close to 300,000. 

* + *~ 

TTRACTING the Detroit 

throngs were 15 sports or 
dream cars presented by 13 differ- 
ent makers, plus 98 standard autos 
representing every American 
manufacturer. Three truck makers 
showed a total of 16 units. 

But the show was not limited to 
cars alone. Most makers also had 
special exhibits featuring cutaways 
or operating displays. There were 
two cars sliced in half, a cutaway 
chassis, 11 cutaway engines and 
two chromed engines. A score of 
displays featured operating pre- 
sentations of power steering, power 
brakes, air conditioning and other 
optional equipment. The show cov- 
ered 150,000 square feet, of space. 

Charles Freed, NADA pres- 
ident, after touring the Detroit 
display, called it “the best auto 
show ever produced.” 

“T’ve seen every auto show in the 
United States worthy of the name 
during the past 28 years,” he said, 
“but never have I seen a more out- 

















(Continued on Page 48, Col. 1) 


we Pack ’Ekm In 


the show agreed with Freed. They 
were enthused by the swollen pros- 
pect lists which the show yielded. 

Although actual sales on the 
floor were not common, a repre- 
sentative for one exhibit reported 
one sale was included in the first 
40 bonafide prospects his crew had 
listed. 

Another salesman said he had 
talked to a show visitor one eve- 
ning and met him in his own 
dealership and sold him a new car 
the next morning. 

Most salesmen were sure that the 
show would definitely help sales in 
the next few weeks. 

“I’ve got lots of prospects who 
have promised to visit my show- 
room,” one salesman said. “Even 
if a lot of them never get around 
to it, enough will turn up to make 
the show well worth while.” 

A truck salesman reported that 
he got four “hot prospects” in the 
first hour he spent on the exhibit 
floor. He said that was equal to a 
week’s work outside the show. 

A Chrysler factory spokesman 
said he believed that the majority 
of visitors were people making de- 
cisions for future action. 

“The show is giving them ideas 
to buy,” he said. 
x * a. 

H® WAS supported by a Chevro- 

let spokesman, who said: “The 
people seem to be looking, mostly, 
and the big advantage will come in 
the next few weeks when they 
show up in the dealerships.” 

A salesman for an indepedent 
line said: “The average guy will 
hear about a good car, but won't 
take the trouble to go to a show- 
room to look at it. Here he 

(Continued on Page 45, Col. 3) 


Studebaker Cuts 
Prices on 754 


Trucks Up to $80 


OUTH BEND. — Reductions in 
truck prices up to $80 were an- 
nounced today (March 1) by Stude- 


immediately thereafter. 
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Interest in the Milwaukee Auto Show this year was 8 percent higher than last year. Eaton attributed cancellation of | standing exhibition. baker. I 
A total of 84,158 paid admissions was registered this year, against 77,192 in 1953.| his underwriting contract to a| “The crowds which attended the The lowered prices apply to the I 
a | shareholder's suit fied in Detroit, | Detrait Auto Show are indicative company’s 1954 trucks, now being N 
MEW A I ° ° and the SEC began an investi-|of the interest of car buyers all| previewed by dealers and sched- t 
Ss Quizzing Cleveland Dealers Aid gation to learn if any regulations|over the country. A show similar] yjed for public announcement f 
‘ cs had been violated. to this one makes it easy for the] Jater this month. t 
Producers About Polite-Driver Contest There followed a series of pri-| prospective buyers to compare the} ¢ kK Whittaker, sales vice- c 
‘“ i CLEVELAND,.—Cleveland Auto- | V2te suits, inquiries and attempted | products of various companies <a president, stated that factory list 
Hiked Competition mobile Dealers Assn., in coopera- | Prosecutions. At one point Kaiser : prices for %-ton models begin at 
tion with the Police Department | ¥°" 2 $2 million damage verdict, vos majority of salesmen and $1,372, and for %-ton and one-ton 
CHICAGO. — The Motor and! ana the Cleveland News, has | 22d at another point he lost it. factory representatives working | models at $1,517 and $1,626, respec- 
Equipment Wholesalers Assn. is| jJaynched a “Golden Rule Safety tively. < 
conducting a survey of manufac-| program” whereby courteous . & 2 E 
turers to determine what they are! grivers will be awarded free li- Air C diti . ‘hj t’ Factory list prices for 1%-ton r 
—— _ — to do, to wee cense plates. = on 1oning Irs and two-ton heavy-duty trucks \ 
wholesalers to meet stepped-up A di Jim Garfi P ‘ , i ‘ . begi 1,659 1 - V 
parts competition from auto fac-| CADA ‘publicite Goseten, — Nash Combines Heating, Cooling in Single Unit; || ¢ziy. at $1,659 and $1,996, respec ; 
tories. ous drivers of noncommercial ve- Price ‘Bombshell’ Seen The price reductions were an- 
Motivated largely by the new! hicles will be cited each day by nounced to Studebaker dealers E 
General Motors Wholesale Parts! the Cleveland police and drivers SSERTING that it would “obso-| No components are placed in the| attending regional previews today n 
Plan, MEWA is primarily concerned | of News circulation trucks, The lete” all air-cooling units now| trunk compartment. in Kansas City and San Antonio. t 
with we taken by manufacturers] fye outstanding acts of courtesy | available in the industry, Nash last ¥ Other dealer previews are sched- A 
to make the prices of their prod-| will be selected and license num- | week announced an All-Weather TH new system has been com-/ uled throughout this month. c 
ae ee: bers printed in the News. Eye air-conditioning system for its bined with the Weather Eye} Whittaker said full details con- d 
int orrdtvesctasbo’ Ty emnn Dealerships are cooperating by | cars. conditioned-air and heating system| cerning the new trucks would be 0 
7 placing posters in their windows. For the first time, cooling, heat- | introduced by Nash in 1938. Kel-| announced March 15, with public c 
programs and the thinking of the . vinator, a manufacturer in the re-| showings of the vehicles scheduled s 




























































the business advisory group of the 






Dodge Officials in Full Harmony— 


At the Detroit auto show, Dodge officials entertained representatives of the press, 
radio and television with a musical commercial on the new Dodge. The quartet 
consists of (from left), Jack W. Minor, advertising and merchandising director; R. C. 
Somerville, sales vice-president; William C. Newberg, president, and L. F. Desmonc, 
general sales manager. The quartet also will put in an appearance at the Chicago 
auto show, buf other singing engagement offers have not been accepted, according 
to a company spokesman. 


dows, he said, and it eliminates 
stuffy clammy inside air “because 
it continually brings in fresh out- 
side air—cleans it, filters it, de- 
humidifies it and circulates it.” 
The system is a self-contained 
unit, with all components located 
forward of the instrument panel. 


with components placed forward 
cme te erg moe rg a al of the dashboard. Trunk space is 
ties, oT ident, 1 iitinnes utilized in other makes, 
“Just face it. You gentlemen ei 
go ica fl gga ae pens PACKARD’S eight-passenger 
have slowed down a mite, too.” | et-cooler combination retails at 
(See OTHER MAKES Page 43, Col. 3) 
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Eniror’s Note: While John Munn 
is on vacation, this space will be 
occupied by a history prepared by 
Munn of the early days of the 
industry when he was a Willys- 
Overland executive. 

* + * 


A Compromise 

Aenea, like most things 

in life, are a compromise. To 
be ideal, they must first represent 
the idea of the sales department as 
to what the public demands. Then 
the engineering department comes 
into play to design such a car with 
compromises that will make it en- 
gineeringly correct. The result is 
then checked up with the produc- 
tion department to determine whe- 
ther it can be manufactured effici- 
ently and at a minimum cost. 


In the early days at Overland the 
production department was so effi- 
cient that the importance of the 
engineering department was for- 
gotten and the design of a new car, 
Model 75, which was brought out 
in 1914, was engineered with the 
weight of the decision resting with 
the production department, Model 
79 and Model 83, which had pre- 
ceded it, were very successful cars 
and contributed much to Overland 
popularity. 

But the Model 75 was a flop. 
We got a bad press. The carbu- 
retor was mounted directly over 
the magneto, the overflow of 
which would drip over the mag- 
neto and the motor would not 
start. A great many motors were 
replaced at great expense. It was 

immediately changed to Model 
75-B and while some of the bugs 
were corrected, a number re- 
mained. 

As a companion piece of this 
Model 75 the Willys-Knight car had 

been introduced in 1912, This, you 
will remember, was a sleeve-valve 
type. Knight cars had a reputation 
for being silent and the accumula- 
tion of carbon improved their effi- 
ciency. 
* = = 


Closed Cars Costly 


OHN Willys had met Charles Y. 

Knight on his first trip to Egypt. 
He arranged to buy the license for 
making Knight cars in America. 
Willys felt the exclusive design 
would give him advantage over 
competitors. 

Knight had licensed several Euro- 
pean manufacturers to produce the 
motor, but until John Willys bought 
the license, it was not made in 
America. In order to popularize the 
car Willys sold the license for pro- 
ducing the Knight motor to several 
other American manufacturers in- 
cluding Edwards, Stearns, Moline, 
Sterling and Falcon. 

Knight motors were somewhat 
more expensive to build than pop- 
pet valve motors. The sleeves 
were gray iron castings and while 
they were thoroughly aged, it was 
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Dealers tell me 


By John 0. Munn 
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difficult to prevent them warping. 
The line was discontinued about 
15 years later. During the process, 
however, the Willys-Knight four- 
cylinder, 112-inch wheelbase tour- 
ing car sold for $850, the sedan 
at $1,450. 

You will note that there was a 
great difference in price in the 
early closed car models as com- 
pared with the touring car. The 
first closed cars were practically 
hand made. It wasn’t until the 
event of the Essex Coach in 1919 
that closed cars sold for little more 
than open cars. Essex started the 
popularity and growth of closed 


vehicles. 
+ x * 


Morale Drops 


Sean 1916 a six-cylinder 112- 
inch wheelbase Knight touring 
car was offered at $1,285 and the 
sedan for $1,950. The trade has al- 
most forgotten that there was an 
eight-cylinder Willys-Knight in the 
same year on a 125-inch wheelbase 
offered in sedan and limousines at 
$2,200 with five wire wheels at $85 
extra. A delivery wagon with a 
poppet valve motor and an express 
body was offered at $850, the chassis 
alone being $800. 

In order to overcome the low 
morale caused by Model 75-B in the 
dealer and distributor organization, 
a convention was arranged in the 
fall of 1916. All the dealers and 
their bankers were given a free trip 
to the Toledo factory. 


More than 6,800 delegates at- 
tended, Some 250,000 cars were 
sold. The dealers in four different 
groups lived in Pullman cars that 
were backed into factory sidings. 
The line of Pullmans was more 
than seven miles long. The 1917 
cars were shown. Trips through 
the factory were a feature. The 
delegates were fed and entertained 
in the administration building. 


They were entertained by a fac- 
tory glee club, a group of male em- 
ployes dressed as chorus girls. John 
Willys and other officials made the 
principal addresses. This was the 
largest dealer convention in history. 
Many still living will remember it. 


The very successful Model 90, a 
104-inch wheelbase job listing at 
$665, was announced, The first pro- 
ductive sport car in the industry 
was the Overland Country Club 
listing at $750. Willys Knights, both 
four and six cylinders, were con- 
tinued. At that time cars were 
equipped with demountable rims 
and an extra rim but no extra tire 


was included. 
- 7 * 


Top Advertiser 
URING all this time Overland 
was the outstanding advertiser 

in the trade. More than a million 
dollars was spent in local advertis- 
ing for the first six months of 1916 
in an attempt to popularize the 
Model 75. Cost of the direct-by-mail 
utilized was running to $50,000 a 
day. 

Catalogues were produced in 
many languages, including Swedish, 
Norwegian, German, French in two 
editions—one for France and one 
for French Canada—one in Spanish, 
Portuguese in two editions—one for 
Portugal and one for Brazil—Polish 
and Italian. ; 


Overland was doing more ad- 
vertising at that time than all the 
other makes in the industry. The 
lineage by makes followed in this 
order: Hudson, Studebaker, Max- 
well, Reo, Hupp, Dodge, Paige, 
Cadillac, Saxon, Chandler, Jeffrey 
and Buick. 

House organs were produced for 
both dealer and factory employes. 
The Overland Scout, a consumer 
publication, was sent to all in- 
quiries. The cost was borne entirely 
by the factory. 

The circulation soon ran up to 
more than a million copies and it 
was discontinued. We were con- 
vinced, with the high standards set 
by magazines and weeklies, there 
was no use or room for a factory 
consumer publication. 









Mich. Sunday Sales Ban 


Upheld by High Court 


LANSING. — A Michigan law 
forbidding Sunday sales of autos 
in counties of more than 130,000 
population has been affirmed by 
the State Supreme Court. 

A Macomb County dealer had 
contended that the law was dis- 
criminatory, but the court ruled 
it was not, even though it did not 
cover the whole state. 





Booklet Is Offered .. . 





BBB Calls On Dealers 
To Fight Gyp Tactics 


NEW YORK.—The nation’s Bet- 
ter Business Bureaus last week be- 
gan a wide distribution of a leaflet 
warning the public to guard against 





Planning Starts on 1955 NADA Convention— 





Preparations for an NADA convention are a full year's job. Taking the experiences 
in Miami last January as its guide, the convention committee now discusses arrange- 


ments for next year's conclave to be held 
left) are Frank Collord, NADA secretary; 


in Chicago Jan. 29 to Feb. 2. Seated (from 
Ray Chamberlain, NADA director of con- 


ventions; Frank H. Yarnall, first vice-president; A. C. Hall, NADA director for Wis- 
consin, and H. B. Craycroft, NADA director from Illinois. Standing: Edward A. Cleary, 
manager of the Chicago Automotive Trade Assn.; Leroy J. Smith, assistant director of 
NADA conventions; Walter M. Kiplinger, NADA director of public relations, and Jay 


Green, NADA assistant secretary-treasurer. 


Repossessions 


Normal, 


Finance Leader Says 


NEW YORK.—“Repossessions are 
about normal now” for the first 
time since the war, according to E. 
C. Wareheim, president of Com- 
mercial Credit Corp. 

Wareheim also said that because 
of more scrupulous underwriting of 


Defense Official, 
Bell to Speak at 


Louisiana Parley 


NEW ORLEANS.—Philip J. Mul- 
lin, assistant secretary of defense 
for legislation and public affairs, 
and Frederick J. Bell, executive 
vice-president of NADA, will speak 
at the 18th annual convention of 
the Louisiana Automobile Dealers 
Assn., to be held March 8 at the 
Roosevelt Hotel here. 

The topic of Mullin’s address will 
be “Defending You with Might or 
Money.” 

S. J. Rogers, Monroe Chevrolet 
dealer and highway-safety commit- 
tee chairman of the association, 
who attended the White House 
safety conference, is also numbered 
among the speakers. 

Mike Persia (Chevrolet), New Or- 
leans, is the general convention 
chairman. Wiley L. Mossy, New 
Orleans, publicity chairman, an- 
nounced that the Times-Picayune, 
the Item and the States will publish 
convention sections. 

Other committee heads are Larry 
Louvierre, Lafayette, food and re- 
freshments; Robert N. Jameson, 
Alexandria, registrations, and Jo- 
seph A. Paretti, New Orleans, 
speakers. 


Dealers Rename 


New Orleans Body 


NEW ORLEANS.—The name of 
the New Orleans Automobile Deal- 
ers Assn. has been changed to the 
Authorized New Car and Truck 
Dealers Assn. of the New Orleans 
Area, according to Pierre Chive jr., 
president. 

“The reason for changing the 
name,” said Chive, “is that a mem- 
bership drive will be inaugurated to 
solicite memberships from all in- 
dependent franchised truck dealers 
and at the same time endeavor to 
get nonmember dealerships to join 
the association.” 

Chive also explained that the new 
name would definitely signify that 
only factory - authorized dealers 
were members of the association. 


automobile risks through insurance 
companies, losses in 1953 were 10 
percent less than in 1952. 

Pointing out that the firm’s auto 
financing was down some $17 billion 
from 1952, Wareheim said “this was 
a deliberate step on the part of the 
company.” 

In the corporation’s annual re- 
port, Wareheim said that during 
1953 various restrictions were used, 
especially on used-car financing, to 
prevent abnormal increases in de- 
linquencies, repossessions and losses 
in a possible period of adjustment. 

The annual report said that the 
corporation’s net income for 1953 
amounted to $23.8 million, compared 
with $19.8 million in 1952 and $19.7 
million in 1951. 

A. E. Duncan, board chairman of 
Commercial Credit, said nothing 
better could happen to the nation’s 
economy than to experience a dip 
of 5 to 15 percent. 

With this, Duncan maintained, 
the U.S. would get back to normal 
and get greater efficiency through- 
out every organization. 


Illinois Parley 
Set for May 3-4 


SPRINGFIELD, Ill.—The Illinois 
Automotive Trade Assn. will hold 
its 34th annual convention May 3-4 
in Springfield. The association said, 
an outstanding program is being 
arranged and speakers of national 
reputation would appear. 





situation 


petition . . 





Wemhoff 
Motor City is about ready to make a serious bid for the National Auto 


first auto show 


on their show for many years. 


On the House . . 


Is the new-car dealership of today the supermarket of tomorrow? 
This question has been discussed many times in the past but never 
so seriously as at present, as a result of the current bootlegging 
Many leaders fear that new-car 
dealers will be forced into selling various brands of 
autos at the same time to meet used-car lot com- 
. What is the solution? 

Can territorial security pacts be reinstated? 
Does the FTC hold the answer? Or Congress? 
Frankly, neither dealer association officials nor 
factory heads know the answer, at least up to 
now. Some factories have trimmed quotas of 
offending dealers when the facts were unearthed, 
but the process is too slow and cumbersome, ob- 
servers say ... Maybe YOU have the solution ... 
From the throngs which have attended Detroit's 





Show, held prewar in New York. 
facilities, such as the still-unstarted Convention Hall ... And don’t 
count out Chicago yet either; the dealers there have done a grand job 


ee poem 





sharp practices of those auto deal- 
ers who are causing a rising volume 
of customer complaints and increas- 
ing concern among the large ma- 
jority of reputable dealers. 


The leaflet, called “Beware the 
Busher,” will be made available to 
individual dealers and dealer groups 
who are being asked to join a con- 
certed effort to stamp out the prac- 
tice of “bushing,” which is chief 
among the complaints. 


The “busher,” as he is called in 
the trade, uses “would-you-take” 
cards as one of his tricks to at- 
tract a prospective customer with 
an offer of a much higher allow- 
ance on his old car in trade than 
the car’s actual market value. 


The leaflet describes the busher 
as “a parasite among automobile 
dealers. He’s out to get your dollar, 
and he doesn’t care how. You rarely 
see him. He operates behind your 
back and, when you're not looking, 
he either mails you a card or places 
it on your windshield.” 


The BBB leaflet gives the public 
five pointers to help curb the prac- 
tice: 

1. Don’t fall for dealer’s bait. Dis- 
regard his insincere offer of a lur- 
ing tradein price which you'll never 
get if you do respond. 

2. Contact tHe car dealer and let 
him know you're wise to his tricks. 

3. Register your complaint with 
municipal authorities or with the 
BBB. 


4. Trade only with responsible 
car dealers who justify your 
patronage. 

5. Don’t sign a blank contract 
under any circumstances. 

Sharp advertising and sales prac- 
tices within the automotive indus- 
try, nationally and locally, have 
caused increasing concern on the 
part of Better Business Bureaus 
and reputable dealers -and dealer 
groups, according to Victor H. Ny- 
borg, ABBB president. 

He said the board of governors of 
ABBB was so concerned that it 
passed a resolution at its November 
meeting condemning the “unscru- 
pulous minority” which, it feels, is 
threatening the integrity of the auto 
industry. 

Nyborg said that the 97 local 
BBBs handled 91,668 inquiries 
and complaints in 1953 about auto 
advertising and sales practices. 
He pointed out that new-car in- 
quiries and complaints were up 
31 percent; used cars, 27 percent, 
and auto equipment and service, 
18 percent. 

Forty-three percent of the con- 
tacts made with the bureaus were 
complaints, which was 16 percent 
higher than the average for all 
business classifications. 

Bushing tactics were the major 
cause of complaint. Other com- 
plaints included ambiguous guaran- 
tees, turned-back speedometers, 
padded finance charges, and public 
confusion and irritation resulting 
from so-called “blitz” sales promo- 
tions. 
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in 13 years, it appears that the 
But Detroit still needs adequate 


—Pete WeMHorr, Editor, 
Automotive News 
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OUR PLATFORM 
a 1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar She and oil taxes, collected by state and federal 
governments, appl to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and ore its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 






‘Our Job to Boost Demand,’ 
NADA Tells Members 


Eprror’s Note: We believe the following statement, 
issued by NADA recently, is particularly timely: 


“Various manufacturing officials have made these public 
statements, among others, during the past few months: 





“ ‘Factories must limit their production to that volume of 
cars which, with hard, intelligent selling can be sold at a 
profit by retail dealers . . ..—(Paul G. Hoffman.) 


“*Automobile factories are certainly not interested in 
putting their dealers out of business and they know as a 
continuing thing dealers must make a profit to stay in 
business . . . No dealer needs to go on for long accepting 
cars to turn them over at no profit so a factory can main- 
tain production .. ..—(James J. Nance.) 


“*We are very much concerned with the financial health 
of our dealers . . . In determining our production schedules 
we are guided by dealers’ ten-day reports as to their sales 
and stocks of both new and used cars and by their profits 
as indicated by their monthly financial statements . . . That 
is the only production restriction we or any other industry 
should have . ... It is the consumer—with, of course, the help 
of convincing salesmanship — who decides what and how 
much should be produced. There is no more effective arbiter 
in the world . . (Ernest R. Breech.) 


“All of this makes sense to us. Not that we would like to 
see lowered production—fact is, we’d like to see production 
doubled, PROVIDED consumers will buy more cars and 
trucks and dealers can sell them at a legitimate profit. 


“NADA again says, as it said so forcibly in Miami Beach 
on January 12... production must be geared realistically 
to demand and market potential. 


“However, it’s the job of all of us to help increase demand, 
to help strengthen the will to buy on the part of the 
American people who, as statistics show, have the personal 
savings and income that will allow them to buy. 


“THAT’S OUR JOB!” 





Events 


Dealers Auto Shows 


Feb. 27 - March 6—Motor Car ——— oo 
Municipal Auditorium, Kansas City, 

March 2-4—Wyom opine Valley Automobile 
Show, West rmory, Kingston, Pa. 


March densburg pers Show, State 
arch 44-Oaden sburg, N 

March 7-10—Evansville ack Show, 
Evansvil , Evansville, Indiana. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester, New York. 

March 13-2i—Chicago Auto Show, Inter- 
national Amphitheater 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho, 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-11 —Quad-City Autorama, Rock 
Island Armory, Rock Island, Iifinois. 
April 19-25— Denver Auto Show, Denver 

uae Bidg., Denver. 
Mer 22-31 — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 


State Fairgrounds. 
s s . 


Dealers Conventions 


Feb. 27-March 6—Kansas City Auto Show, 
sociation of Greater Kansas City Con- 
vention, Municipal Auditorium, Kansas 
City, Missouri. 


March 4-6—Northern California Motor Car 
Dealers Association Convention, Fair- 
mont Hotel, San Francisco, Calif. 


March 8 — Louisiana Automobile Dealers 
Association Convention, Roosevelt Ho- 
tel, New Orleans. 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30—lowa Automobile Dealers 
Association Convention, Hotel Fert Des 
Moines, Des Moines. 

March 30—Brooklyn & Long Island Auto 
Dealers Association Convention, Hotel 
Granda, Brooklyn. 

April 15-16—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 10-11 — Missouri Spemetis Dealers’ 
Associa Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

Mey 11-12 — Massachusetts State Automo- 

bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 18-23— South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
mude. 

May 27-28—Michigan Automobile Dealers 
Association Conventioa, Pantlind Hotel, 
Grand Rapids. 

June ae State Auto Deal- 
ers Association veation, Bellingham, 
Washington. 

June — Automobile Trade Association of 
weoryiand Conveation, Ocean City, 
Maryland. 

June 7-8—Automobile Dealer Associations 
of Ontario Cenvention, Sheraton Brock 
Hotel, Niagara Falls. 

ust — Automobile Dealers Asseciation 
West Virginia, Greenbriar Hote|l, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automebile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Soge. 12-l4—New Yerk State Automebile 

alers' Convention, Saranac ian, Sar- 
ane, New York. 

0-12 — Maine Automobile Dealers 

Notion Convention, Sameset Hotel, 
Rockland, Maine. 

Sept. 19-20—Automobile Dealers Assosia- 
tion of North Dakota, Convention, Far- 
go, North Dakota. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet Ho- 
tel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. '23-24—New Jersey Automotive Trade 

seoeeenee Convention, Atlantic City. 

3-5—Automobile Dealers Association 
of Cc nacoe convention, Biloxi, Missis- 


Oct. P¢-9—Pennsyivenia Automotive Asse- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas ‘Automotive Dealers As- 
coaletien Convention, Gunter Hotel, San 

‘onio. 

Oct. 17-18—Georgia Autemobile Dealers 
Association Convention, General Agie- 
thor; Hotel, paren 

Oct. 17-19—Tennessee Autemetive Assecia- 
— Convention, Peabody Hotel, Mem- 


phis. 
Oct. 23-25—Arkansas Automebile Dealers 
(Continued on Page 41, Col. 3) 


10 Years Ago... 


Tinted View - 
Pains Experts 


onncenas. GREAT DAY for | 


ERICAN MOTORISTS 


£69 YEH? WELL 
L THE ARTICLE 
WAS ABOUT 
COLORED 
WINDSHIELDS 


‘Excellent Article ..... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Re-Read It 

Bob Lienert is to be commended 
for the excellent article, “Are Your 
Salesmen Really Selling?” 

The piece strikes home as one 
fundamental reason for the backing 
up of new cars. We feel all of us 
are at fault in regard to our sell- 
ing techniques at one time or 
another. 

The re-reading of Mr. Lienert’s 
article will keep us on the most 
efficient selling road possible. — 
Ricuarp S. Prentis, sales manager, 
Prentis Cadillac Co, Wyandotte, 
Mich. 


. * = 
A ‘Tire Kicker’? 

Regarding “Are Your Salesmen 
Really Selling?”: 

This is the opinion of one in the 
field, on the firing line since 1916— 
for the past 20 years general man- 
ager of a very successful dealership 
in the Detroit area. 

No doubt the advertising men 


The Big Story 


Government controls over materials, prices, labor, etc., 


are ex- 


pected to continue until Japan surrenders unconditionally, and these 
controls make the outlook for the automobile business obscure, Paul 
G. Hoffman, president of Studebaker, told the Syracuse (N. Y.) Auto- 


mobile Dealers Assn. He expressed the opinion that controls over 
civilian production will be effective for two or three years after 
Germany is defeated and that until the war in Europe ends, manu- 


facture of automobiles for civilians will not be resumed... 


A dealer- 


manufacturer licensing bill, sponsored by the Automotive Trade 
Assn. of Virginia, was introduced in the House of Delegates. The 
bill is designed to eliminate undesirable dealers and factory policies 

. Total commercial truck production in January was slightly more 
than 3,000 units, acceding to the War Production Board, 


—From the Files of Automotive News. 





have done a top job of selling fac- 
tories on the idea that choice 
words sell cars. Factories are now 
finding out that they must have 
the product. Advertising is good 
but—first, the product; second, the 
dealer; third, the salesmen; fourth, 
the advertising. 

Advertising, if true, opens the 
door for the salesman, increases 
the prestige of the dealer in his 
community, aids the salesman to 
make appraisals. But it’s up to the 
salesman to close the deal profit- 
ably for the dealer. 

A good salesman can spot a 
chiseler or a “tire kicker” a block 
away. And it looks to me as though 
they picked your man before he 
walked in the showroom. 

What we need is more good sales- 
men and less tire kickers. 

Hope I have not been too rough 
on your man—maybe he can be a 
car salesman some day.—MIcHIGAN 
SaLEs AND ADVERTISING MAN 


= * . 
On Approach 
Enjoyed your article “Are Your 
Salesmen Selling?” very 


much. However, with all good crit- 
icism should go a plan for better- 
ment. 

What is your feeling as to the 
proper approach? Can this approach 
be generalized? Won’t it vary from 
prospect to prospect? Have you ap- 
proached this problem from the 
other side; that is, how the cus- 
tomers are approaching the sales- 
men? 

We all enjoyed the article, and 
these were some of the points that 
came up in our discussion.—ArTHUR 
I. Capitan, vice-president, Henry 
Caplan, Inc. (Chrysler - Plymouth), 
Brooklyn, N. Y. 
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Buick TAIL PIPES are tailor-made for the 
they fit right without time-wasting pending of “adapting. 
BUICK MUFFLERS of double-wrapped zinc-coated steel minimize 
g back pressures and assure satisfactory service through resistance 
jon and warping: 
p FROM YOUR BUICK DEALER — 2¢ your full discount—and 
ck owners will be pleased with your service. 
ENGINEER APPROVED ACCESSORIES 








pid You Know that the Buick V8 engine can have 
a 12 to 1 compression ratio when the necessary 
higher octane fuels become available? 
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Labor Secretary Tours Auto Plants. . . 





Mitchell Shuns Any WPA Now 


By Joe Callahan 
Staff Writer 

es OW ING a precedent-setting 

tour of three Flint auto plants, 
Secretary of Labor James P, Mit- 
chell declared last week that 
“schemes to postpone” the present 
adjustment from a war to a peace- 
time economy only make unem- 
ployment problems “sharper, more 
painful and more protracted.” 

His fact-finding tour was de- 
signed to learn for himself what 

the workingman thinks of the 
current economic situation. 

Mitchell said the Administration 
is reluctant at this time to resort 
to public works and other 
programs urged by labor groups 
to combat unemployment. 

Mitchell said that unemployment 
totaled 17.2 percent of the labor 
force in 1939, 7.3 percent in Janu- 
ary, 1950, and only 3.8 percent in 
January, 1954. The latter figure 
was advanced to 4.9 percent by an 
improved sampling system put in 














operation by the Commerce De- 
partment. 

+ + * 
IMULTANEOUS with Mitchell’s 
visit, there was an AFL juris- 

dictional dispute at two Buick 
plants in Flint, although auto pro- 
duction was not affected. 

The conflict centered about the 
question of whether AFL Teams- 
ters Local 299 of Detroit or AFL 
Carpenters Local 1373 of Flint 
should be permitted to move ma- 
chinery from Buick plants in Flint 
to a Kalamazoo plant. 

Protesting short work weeks 
and payless pay days in many 
General Motors plants, UAW 
Vice-President John Livingston 
last week called on GM to re- 
adjust its work forces to provide 
40-hour weeks for regular em- 
ployes and to cease hiring addi- 
tional workers on the assumption 
of a “spring auto race between 
Chevrolet and Ford.” 

Less than 40-hour weeks, he said, 





Billings Dealers Choose Officers— 
Heading up the Billings (Mont.) Auto Dealers Assn. are (from left) Harold Ruth, 


secretary; Willard Mulvaney, president, 


and Archie M. Cochrane, vice-president. 


Mulvaney and Cochrane succeed F. w. Werle and Jack Peckham, respectively. 





Chrysler Driver Captures 
Speed-Week Classic 


By Sam Sampson 
Staff Writer 

DAYTONA BEACH, Fla.—After 
the disqualification of Tim Flock, 
Atlanta, for using an “altered car- 
buretor” in his 1954 Oldsmobile 
Super 88, Lee Petty, a Randleman 
(N. C.), pilot, last week was de- 
clared winner of the 160-mile late- 
model stock car race here with 
a 1954 Chrysler New Yorker. 

The race, which was the final 
event of Speed Week, sponsored 
by the National Assn. for Stock 
Car Auto Racing, was run over 
the 4.1-mile beach and road 
track. Petty, who qualified his 
car at a speed of 123.41 miles an 
hour, started on the pole. 
Originally, Flock’s time was said 
to be a new, and perhaps final 
record for the track. It was an- 
nounced that next year’s Speed 
Week races would be held on the 
new 2% ~mile banked asphalt track 


Plymouth Elects 


Vice-President 


DETROIT.—Election of Carl J. 
Demrick as manufacturing vice- 
president of Plymouth has been an- 

alia nounced by John 
P. Mansfield, 
president of 
Plymouth. 

Demrick previ- 
ously was general 
manufacturing 
manager. 

He joined 
Chrysler Corp. in 
1934 in the ma- 
terials handling 
department of the 
Plymouth main 
plant. He was appointed staff mas- 
ter mechanic of the corporation in 
January, 1953, and was promoted 
to general manufacturing manager 
at Plymouth in April, 1953. 


fee ’ ’ 





which will be under construction 
soon. Bill France, president of 
NASCAR, said the new track is 
being engineered to accommodate 
speeds up to 18€ miles an hour, 

Seven of the first 10 cars, after 
Flock’s disqualification, were Olds- 
mobiles. Petty’s Chrysler and two 
Hudson Hornets were the only 
other makes running in the money. 

Dick Rathman, Daytona Beach, 
placed fourth in the final tally, 
and Stan Kross, Salem, Ind., 
took over 10th spot when the 
smoke cleared. Both drove Hud- 
sons, 

In the first 10 positions, accord- 
ing to the revised order, were 
Petty; Buck Baker (54 Olds); 
Curtis Turner (’54 Olds); Rath- 
man; Bill Blair (54 Olds); Jack 
Smith (54 Olds); Emory Lewis 
(53 Olds); Fireball Roberts (’53 
Olds); Gober Sosebee (54 Olds) 
and Kross. 

The race was spectacular from 
the start. Petty took over the lead 
for one lap, Herb Thomas drove 
his Hudson into the lead for the 
second lap, and then Tim Flock 
raced out front and held it there 
for the rest of the race. 

Flock was constantly tailed by 
Petty, but Thomas retired from 
the race early with fuel pump 
trouble. 

Tommy Thompson, Louisville, 
Ky., flipped his ’54 Chrysler New 
Yorker over three times when his 
brakes locked near the south turn 
about the 15th lap. He was not 
hurt. He started in third position 
and was running fourth when the 
accident occurred. 

Sixty cars started the race. A 
breakdown shows that 23 drivers 
chose Oldsmobiles; 10 selected 
Hudsons; six chose Dodges; three 


each took Chryslers, Buicks, 
Nashes and Fords; two each 
picked Lincoln, Packard and 


Plymouth, and one each drove 
Studebaker, Mercury and Willys. 


were common at Chevrolet and 
Fisher plants in Flint; Janesville, 
Wis.; St. Louis; Kansas City; Van 
Nuys, Calif.; Tarrytown, N. Y.; 
Norwood, O.; Oakland, Cailif.; 
Baltimore, and Atlanta. 

* * + 


ENERAL MOTORS employes 
Fare well aware of overstocked 
dealers’ showrooms,” he said. “Your 
employes read accounts in the 
daily press of new-car inventories 
at an alltime high. They should 
not be required to bail out the cor- 
poration on the basis of vague 
hopes for increased sales this 
spring,” Livingston wrote GM 
President Harlow Curtice. 

H. W. Anderson, GM personnel 
vice-president, quickly replied that 
170,000 ,GM workers in Michigan 
were currently working in excess 
of 40 hours, contrary to the union 
claims, 

He said: “There are 20,000 
more workers currently em- 
ployed in Michigan than a year 
ago and 30,000 more working in 
the U. S. at this time than we 
had during the same period last 
year. 

“Some assembly operations are 
currently scheduled to work be- 
tween 32 and 40 hours per week 
which we expect to be temporary.” 

. 7 * 


neues the snowballing 
movement for increased un- 
employment compensation as a 
“defense against a depression” re- 
ceived another push last week by 
Secretary of Labor Mitchell. 

In a letter to the 48 governors, 
Mitchell wrote that he and Presi- 
dent Eisenhower both felt that job- 
less pay should be increased so 


that the beneficiaries would re- 
(Continued on Page 46, Col. 1) 


Finance Executive 
Levels Barrage at 
‘Calamity Howlers’ 


SOUTH BEND. — One of the 
nation’s top automobile finance 
executives last week lashed out at 
“calamity howlers” and took issue 
with forecasts of broad economic 
recession in the U. S. 

Robert L. Oare, board chairman 
of Associates Investment Co. of 
South Bend, cited improvement in 
the rate at which automobile 
buyers are keeping up their fi- 
nance payments as an indication 
that the economy is doing all right. 

“A good 95 percent of America’s 
families meet—and will continue 
to meet —their financial commit- 
ments,” Oare said. 

The repossession rate of auto- 
mobiles financed through Associ- 
ates was 13 percent lower in Janu- 
ary than in the same month a year 
before, Oare said. “We dislike talk- 
ing about repossessions and we 
do everything possible to avoid 
them,” he said. “But there has 
been so much irresponsible misin- 
formation from persons trying to 
talk this nation into economic re- 
cession that I believe this is the 
time to deal in fact instead of 
rumor.” 


* 


Evett 








Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


February 24 
(Very good sale, Sold 111 cars out 
of 129 entries.) 


BUICK—’53 Super Riviera coupe, §2,- 
080°, $1,710. '51 Special coupe, $1,- 
130*; 4-dr., $1,050. ‘50 Special 4-dr., 
$600, $575. ‘49 Super conv., $450; 
2-dr., $515. 


CHEVROLET — ’53 (210) club coupe, 
$1,225; Bel Air 2-dr., $1,500*. '52 
SL Deluxe station wagon, $1,000*; 
2-dr., $905*, $900°, $795; sport 
coupe, $905*. °51 SL Deluxe 2-dr., 

, .$745*, $720*, $710*, $700; 4- 
dr., $700; sport coupe, $630°*; Bel 
Air, $885*. ‘50 SL Deluxe 4-dr., 
$550, $525; club coupe, $540. '49 FL 
Deluxe 4-dr., $500; 2-dr., $430; SL 
Deluxe sport coupe, $450,'’48 station 
wagon, $275. '46 Sb. ar., $210. 


CHRYSLER — '52 Windsor 4-dr., $1,- 
240°. '51 Windsor 4-dr., $880. 


DeSOTO—’51 Deluxe 4-dr., $800*. 
Deluxe 4-dr., $430. 


DODGE — '53 Coronet (6) club coupe, 
$1,050. '52 Meadowbrook 4-dr., $910. 
’49 Coronet club coupe, $400.’ 

FORD—’53 Victoria, $1,555; Main (6) 
2-dr., $1,290, $1,225; 4-dr., $1,260; 
(8) "4-dr., $1,300*, | 52 Main (8) 
2-dr., $2 at $930. °51 (8) 2-dr., 
$745, $675, $690, $680; (6) 2-dr., 
$515. '50 (6) 2-dr., $440, $380, $340. 
49 (6) 2-dr., $330, $300. 

HUDSON—’53 Wasp club coupe, $1,185. 

KAISER—'49 4-dr., $115, 2 at $100. 

MERCURY — '53 4-dr., $1,485; sport 
coupe, $1,650°. ‘52 4-dr., $1,650°*, 
$1,140. '51 4-dr., $750; coupe, $790. 
"BO 4-dr., $600; coupe, $550. °'49 
4-dr., $520. ‘48 4-dr., $310. 

NASH—’51 2-dr., $535: conv., $550; 
station wagon, "$605. "49 4-dr., $240. 

OLDSMOBILE — ’'51 (98) 4-dr., $1,- 
015*, $955*; (88) 2-dr., $845*. ‘50 
(98) 4-dr., $655*; b-dr., $650*. 
"49 (88) 2-dr., $650°*. 

PACKARD—’51 4-dr., $640*. 

PLYMOUTH — ’53 Cranbrook club 
coupe, $1.175, $1,150; 4-dr., $1,190. 
‘52 Concord 2-dr., $630; business 
coupe, $500; Cranbrook 2-dr., $715; 
club coupe, $740. ’°51 Cambridge club 
coupe, $585; 4-dr., $710; 2-dr., $610. 
"50 Deluxe 4-dr., $510; 2-dr., $400. 
'49 2-dr., $430. 

PONTIAC—’53 (8) 4-dr., $1,650*. °52 
(8) 4-dr.. $1,190*. ‘51 (8) 2-dr., 
$965*; 4-dr., $1,010*; Catalina, $1,- 
150*. '50 (6) 2-dr., 
$735*; (8) 4-dr., 


$430. 

STUDEBAKER—’'53 Commander 4-dr., 
$1,180. ‘51 Champion 4-dr., $520; 
Commander coupe, $635*. "50 Cham- 
pion 4-dr., $325*, $230. 


49 


$500; Catalina, 
$670. ‘49 4-dr., 


Feb. 17 


(Prices up $25 to $50. 
cars out of 145 entries.) 
BUICK—’53 Special Deluxe 4-dr., $1,- 

900°. '52 Super Riviera coupe, $1,- 
360°; Special 4-dr., $1,130°. ~~ 
Special 2-dr., 

$440, $390; ” 4-dr., ” $670; 

$805°. "49 RM 2-dr., $465°. 

CADILLAC — ’52 (62) 4-dr., $2,350°. 
"51 (62) 4-dr., $1,775°. 49 (62) 4- 
dr., $1,040*. 

CHEVROLET—’54 (210) 2-dr., $1,615. 
"53 (210) 2-dr., $1,320°; 4-dr., $1,- 
190; sport coupe, $1,425. 52 SL 
Special 4-dr. $860; Bel Air coupe, 
$1,105*. °51 SL Deluxe 4-dr., $790°, 
$760°, $745°*, $665; 2-dr., $715, $675; 
sL Special business coupe, $710; sL 
Deluxe Bel Air, $905. ’50 SL Special 
2-dr., 2 at $500; Bel Air, $725; SL 
Deluxe 4-dr., $560. °49 FL Special 
2-dr., $235. 

CHRYSLER—’51 Windsor 4-dr., $805°. 

DeSOTO—’54 Powermaster 4-dr., $2,- 
300°. Fire Dome 4-dr., $1,185°, 
$1,165*, '51 Custom 4-dr., $750; club 
coupe, $770. '49 Deluxe club coupe, 


DODGE — ’'53 Coronet (8) conv., $1,- 
260°. ’51 Wayfarer 2-dr., $420; Cor- 
onet 4-dr., $780, $420; Diplomat, 
$890*. °50 Meadowbrook 4-dr., 

FORD — '53 Custom (6) 2-dr., 
$1,250, $1,220; Crest Victoria, $1,- 
600°. ’'52 Main (6) 2-dr., $840; Crest 
Victoria, $1,300. 51 Deluxe (8) 4- 
dr. $760; 2-dr., $750*, $610. ’50 
Deluxe (6) 2-dr., . 49 (6) 2-dr., 
$275, $245; 4-dr., $235. 

HUDSON—’51 Pacemaker 4-dr., $500. 
"50 club coupe, $320. 

KAISER—’51 4-dr., $565, $400, $290; 


Sold 97 


2-dr., $310. 
MERCURY—'53 2-dr., $1,725. '51 club 
$610, $565; 
club coupe, $520. °49 club coupe, 
$335 
’51 4-dr., $530: 
2-dr., $505. 
OLDSMOBILE—’53 (98) 4- dr., 
PACKARD—’51' (200) 4-dr., $825°. 
PLYMOUTH—’54 Plaza 4-dr., $1,700°. 
$1,120. °52 Cambridge club coupe. 
$825; 4-dr., $785; Concord 2-dr., 
$625, $600; club coupe, $630; Belve- 
* dere, $805; station wagon, $825. 
PONTIAC—’52 (8) 2-dr., $1, 140. 
(6) 2-dr., $565, $510; 4-dr., $710. 
$460*; 4-dr., $485; club coupe, $465. 
"50 Champion club coupe, $375. °49 


coupe, $770. ’50 4-dr., 
NASH—’52 2-dr., $645. 
$1,925°. 
"51 (98) 4-dr., $1,075*. 
’53 Cambridge club coupe, $1,125. 
$825. ’51 Cambridge 4-dr., 2 at $650, 
Deluxe club coupe, $600; 4-dr. 
STUDEBAKER — '51 Champion 2-dr., 
Champion 4-dr., $300. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 
Other Auction reports are on Pages 38, 39, 40 


Jack Weed 
Truck Editor 


CLEVELAND.—Fruehauf Trailer 
Co. has set its sights on an annual 
sales volume of $250 million in the 
“immediate future.” The company’s 
1953 sales amounted to $193 million. 

The ambitious plan was revealed 
here by President Roy Fruehauf at 
the company’s first sales convention 
in 15 years. Approximately 500 
salesmen, branch managers and 
distributors from the United States, 
Canada and Hawaii attended the 
two-day session. 

Fruehauf said that the last 
time the company held a sales 
convention was in 1939 and as a 


result “sales went up 2% times, 





Rules Over Winter Carnival— 


Roy L. Evett (right), Chevrolet dealer in Winona, Minn., was selected as Jack Frost 
IV to rule over the winter carnival in his city. Congratulating him (from left) are 
Carlus E. Walter, last year's ruler; Ted F. Maier, assistant to the ruler, and Jeanne 
Reince, Miss Snow Flake. The festival features an ice-fishing derby, queen's coronation, 


parade and ice follies. 


Fruehauf Aiming High 


Company Seeks Annual Sales of $250 Million; 
1953 Total Amounted to $193 Million 


or from $6.6 million in 1938 to a 
new high of $14.8 million.” 


The convention was called, Frue- 
hauf said, to emphasize that “1954 
will require hard selling to main- 
tain volume and earnings.” 

He urged branch representatives 
and distributors to get out and be- 
come acquainted with the truck 
dealers in their communities. 


Fruehauf announced that in- 
coming new orders for January 
for Fruehauf civilian commercial 
trailers were greater than those 
received by the company in any 
month since February, 1951. 

“These new orders ought to in- 
spire the sales force to even greater 
efforts,” he said. “Anyway, it’s a 
great start. They represent close to 
$13 million in billings.” 

In addition, Fruehauf’s defense 
work has had but few interruptions. 
The only cancellation — that con- 
cerning the building of 1%-ton 
trailers for defense purposes—will 
mean that Fruehauf will end the 
contract in July, instead of August 
as originally planned. Most of the 
other Fruehauf defense work is in 
high priority super-secret weapons 
—including the launching platform 
for the guided missle known as 
“Matador.” 

Fruehauf opened, on Dec, 16, a 
new plant at Westfield, Mass., as a 
production center for Fruehauf 
aluminum trailers for eastern sea- 
board commercial business. On that 
occasion, C. L. Schneider, Fruehauf 
sales vice-president, predicted that 
motor transport could expect a 
gain by 20 percent by 1936. 

At year-end Fruehauf said the 
company is looking to 1954 with 
“complete optimism and con- 
fidence.” 

Late last month, Fred Burn- 
ham, new financial vice-president, 
told a meeting of the New York 
Security Analysts that “the out- 
look for the truck-trailer indus- 

(Continued on Page 46, Col. 3) 
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We jjtst aighar "0 ey. We walked into 
hen ! : "ig ~~ ! 
the shigwiooths de BRD: what we saw? MEN! 


: aS 
Men peering ‘uhder*the* hood. Men sitting behind 
the wheel. Men opening the trunk. Men question- 
ing the sales staff. Men studying the brochures. 
Men inspecting the cut-away engines. 
Yes, men. And why not? They’re the ones who 





sweat for the paycheck that goes to buy the buggy. 
And because it’s the man who pays—it’s the man 
who says ... when, where, what make, and how 


much! 


This indisputable evidence—thumbprints and all— 
says...to sell more cars, more automotive products 
...sell more men. Sell them in... 


TRUE, America’s Largest Selling Man’s Magazine 
BE =. 
— THE FIRST MAN'S MAGAZINE TO BE BOUGHT BY OVER 1,000,000 MEN... 


and is now 






—THE MAGAZINE THAT RANKED FIFTH IN 1953 IN AUTOMOTIVE PAGES 


GAINED AMONG ALL MAGAZINES. 


Yes, you too, can do your most intensive selling to 
America’s most important male market—TRUE... 
the market more and more advertisers are realiz- 


ing is big time. Advertisers in 1953 and 1954 like: 


*Publisher's estimate, February issue 






. 
“Oy” Me 
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AC Spark Plugs ... Champion Spark Plugs... 
Chevrolet ... Chrysler Institutional... 

Ford ...Dodge... 

Miracle Power Division, AP Parts Corp.... 
Nash... Pontiac... Prestone... 

Span-O-Life Battery... 

Union Oil Co. and other well-known names. 





THE MAN’S MAGAZINE 


ve SS 
oS aS * * . “pee ° one 
‘one df the Fawcett family . .. serving.millions of America’s families 


67 WEST 44th STREET, NEW YORK 36, N. Y. 
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in Competitive Position : . . 





Chrysler Slates Reorganization 


(Continued from Page 1) 


better framework for de- 
velopment of the corporation’s 
growth in the years ahead.” 

Above all, it is felt, this growth 
must first reflect a restoration of 
Chrysler’s relative position in the 
car market. 

* ” 7 

=e year, the corporation’s sales 

slipped to 20.30 percent of the 
industry total, compared with 21.28 
percent in 1952. The loss is magni- 
fied when measured against the 
gains scored by both General 
Motors and Ford Motor Co. 

Concern is voiced particularly 
about Plymouth, despite the fact 
that this division showed a slight- 
ly greater 1953 market penetra- 
tion while the Chrysler division, 

DeSoto and Dodge all dropped 

off. 

In the 1953 sales race, Plymouth 
fell farther behind Chevrolet and 
Ford in volume, and today is faced 
with increasing pressure from 


Buick in the battle for third place. 
* * + 

EMEDIAL action instituted so 

far this year includes Plym- 

outh’s used-car reconditioning 
program and the first cooperative 
advertising venture undertaken by 
Plymouth dealers. 

However, there is speculation 
that a_ revision of distribution 
practices is in prospect. 

Under the present setup, Plym- 
outh in effect has only three 
customers—its three companion 
car divisions, which wholesale 
the Plymouth line to dealers 
along with their own. 

Plymouth’s field staff has been 

expanded, and it is believed the 
time may come when it will re- 
ceive a more independent status. 

+ * + 


CHANGE of this nature was 

made within the last year in 
regard to Dodge cars and trucks, 
which now are handled by separ- 
ate field organizations. 

Chrysler Corp. also is planning 


This is interest 





studies which may lead to de- 
centralization of other activities, 
including styling, engineering, 
purchasing and manufacturing. 

The burden of much of this work 
now is shouldered by the central 
staff. 

Though substantial economies are 
effected through purchases of ma- 
terials and parts on a corporation- 
wide basis, rather than by the di- 
visions acting singly, it is felt that 
even greater savings could be 
realized if interdivisional com- 
petition were stimulated. 

* + * 


N ARRANGEMENT is en- 

visioned whereby some make- 
or-buy decisions would be left up 
to the divisions, 

Thus, a division receiving axles 
from one of Chrysler Corp.’s own 
plants might find that it could buy 
them cheaper elsewhere. Then it 
would be up to the axle plant to 
shave its costs and prices to the 
mutual benefit of all. 

Divisional autonomy also could 
be extended to other fields— 


from advertising to car design— 
with similar results, observers 
say. 

This type of operation could be 
compared to the pattern followed 
by General Motors, much of whose 
success is attributed to the fact 
that GM divisions often are one 
another’s staunchest rivals in their 
quest for sales. 

* * + 
HRYSLER CORP. spokesmen 
say that their company is 
analyzing the operations of many 





Early ’55 Introductions 


Denied by Colbert 


DETROIT.—L, L. Colbert, 
president of Chrysler Corp., de- 
nied last week rumors that 1955 
models in the Chrysler lines 
would be out “as early as Au- 
gust.” 

“These rumors,” said Colbert, 
“are absolutely untrue. We are 
not moving up the introduction 
dates of our 1955 models. In 
fact, the 1955 introductions will 
probably be later than those of 
the last two years.” 

The 1954 models were intro- 
duced from Oct, 8 to Nov. 5, 
1953, 





This is ENTHUSIASM ! 


The American Weekly creates ENTHUSIASM © 


You'll hear nothing but sweet sales music from the day you start using 


The AMERICAN WEEKLY. This highly-read Sunday magazine sharpens the buying enthusiasms 


THE 


AMERICAN WEEKLY, 


of more than 9 million 600 thousand families each week. 


Dhe 
AmErIcANWEEKLY 
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* ENTHUSIASM is interest raised to the buying pitch! 
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YORK 7, 
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competitors but has no intention 
of accepting any as a model. 

As a basic difference between 
Chrysler and GM, they point out 
that GM was started as an 
amalgamation of separate con- 
cerns, 

A notable example of self-rule 
within Chrysler Corp., and one 
which has drawn considerable at- 
tention, is the export division. With 
a large degree of personnel auto- 
nomy, this unit profitably produces 
and markets Chrysler Corp. vehi- 
cles for consumption abroad, 

Fitting more or less into the 
same mold are MoPar, Airtemp 
and Amplex. 
& * e 

ORPORATION sources stress 

that there are no plans for a 
realignment of management per- 
sonnel. Any changes, they say, 
would be in procedure. 


They caution also that no rad- 
ical departures from current 
methods are to be expected. Or- 
ganizational studies have been 
going on for a year and a half, 
they say, and will continue for a 
long time. 

Plans for the appointment of di- 
visional comptrollers are the first 
to jell under the new program, it 
is said, and this is mainly a “book- 
keeping” innovation. 

* aa * 


PRsLOwrING is a statement by 
Keller and Colbert which ap- 
appears in the corporation’s annual 
report: 

“The management of Chrysler 
Corp. after exhaustive study is in 
the process of emphasizing and 
strengthening its operating divi- 
sions, 

“Chrysler Corp.’s growth and 
cumulative success during the 
last 28 years have been achieved 
under substantially its present 
organization structure. 

“It is believed, however, that with 
its present size and diversity, a di- 
visionalized structure of semi- 
autonomous profit centers will pro- 
vide the management with a better 


‘| framework for development of the 


corporation’s growth in the years 
ahead. 

“This divisionalization program 
will require time for completion. It 
will emphasize the spirit of compe- 
tition and the profit motive for each 
of our operations.” 


Sales Trend Points 
To Low-Priced 


Cars in Detroit 


DETROIT.—What may be a foot- 
note to an economic trend in new- 
car sales is revealed in January 
sales figures for Wayne County 
(Detroit). 

Although overall sales were down 
from January, 1953, sales in the 
low-priced field were up. 

A year ago, 53.17 percent of the 
11,497 new cars sold in January 
were in the low-price class, This 
year, sales in that class were 63.01 
percent of 10,039 new cars. In 
other words, 18.5 percent more 
people bought in that class in 1954. 

In the medium range, sales a 
year ago totaled 40.01 percent. This 
year the percentage was 34.0, a re- 
lative decline of 14.97 percent. 

In the high-price class, sales 
this year were 2.97 percent of the 
total, compared with 6.81 percent 
last year. Buyers in this class are 
56.38 percent fewer than they 
were a year ago. 


Profits 


(Continued from Page 1) 
cally changed situation came from 
the increasing inventories of used 
cars and trading losses on them 
as prices declined thre ighout the 
year,” the association said. 
+ * ” 
wax percent of used cars re- 
maining in stock 30 days or 

longer increased from 44.8 percent 
to 57.5 percent between Sept. 30 
and Dec, 31,” NADA said. 

Frederick J. Bell, NADA exec- 
utive vice-president, reported 
that dealers were generally opti- 
mistic about 1954 business, al- 
though the changing picture in 
the industry throughout the 
country presented a serious preb- 
lem. 

He said NADA was stepping up 
its membership services in the field 
of management. 
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Auto-Lite is world famous for 
long life, performance and economy 


Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry . . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 
precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


BATTERIES © BUMPERS e FUEL PUMPS @« HORNS © GENERATORS ¢ LIGHTING UNITS 
SPEEDOMETERS ¢ SPEEDOMETER CABLE © SWITCHES ¢ STARTING MOTORS ¢ INSTRUMENTS 
& GAUGES © IGNITION UNITS ¢ MOULDED PLASTICS ® WINDSHIELD WIPERS «© WINDOW 
LIFTS ¢ SEAT MOVING MECHANISMS e HUB CAPS « WIRE & CABLE ¢ SPARK PLUGS ¢ METAL 


FABRICATED ASSEMBLIES ¢ GRAY IRON CASTINGS ¢ ZINC & ALUMINUM BASE DIE CASTINGS 


THE ELECTRIC AUTO-LITE COMPANY oe TOLEDO 1, OHIO 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Atlanta 

New-car and truck sales in the 
Atlanta area during January 
showed a large increase over those 
of the previous month. 

Total new-car registrations were 
2,280 in January, compared with 1,- 
283 in December. January truck 
sales numbered 277, as against 124 
for December. 


In car sales, Ford led with 616. 
Chevrolet chalked up 569, and 
Plymouth, 213. 

Sales by other makes were: 
Mercury, 190; Buick, 168; Pontiac, 
137; Oldsmobile, 87; Dodge, 175; 

er, 50; Chrysler, 49; De- 

Soto, 27; Packard, 25; Lincoln, 23; 
Cadillac, 18; Nash, 16; Hudson, 5; 
Kaiser, 3; Willys, 2; Austin, 2, 
and others, 5. 

New-truck registrations were as 
follows: Chevrolet, 96; Ford, 77; 
White, 38; GMC, 25; International, 
19; Dodge, 17; Studebaker, 2; Mack, 
1, and others, 2.—(E. C. Bash.) 


* * * 


Pittsburgh 

Business in the Pittsburgh dis- 
trict improved slightly in the week 
ended Feb. 13, according to the bu- 
reau of business research of the 
University of Pittsburgh. New-car 
registrations were re ported well 
above the preceding week, but still 
considerably below the final week 
in January. 

The bureau’s business index stood 
at 171.5, compared with 168.6 the 
previous week. Steel mills operated 
at 86.5 percent of capacity.— (Leon 
M. Leffingwell.) 

+ 


Richmond, Va. 

The Richmond (Va.) Chamber of 
Commerce reports that January 
car sales fell to 2,890 from the pre- 
vious January’s 3,178, but were 
above December’s total of 2,716. 

Of cars sold in January, 815 were 
new and 2,075 were used, both de- 
clines from the January, 1953, totals 
of 851 and 2,327, respectively.—(T. 
D. Eaton.) 


* * * 


St. Louis 

There is a noticeable improve- 
ment in the auto trade in the St. 
Louis area, with increasing interest 
on the part of prospective spring 
buyers. Showroom traffic is up, and 
even the used-car situation is show- 
ing signs of getting better. 

There is more shopping on the 
lots and greater activity at the 
auctions, with some firming of 
prices. Dealers are feeling more 
optimistic than has been the case 
for several months, 

There still remain quite a few 
1953-model new cars to be disposed 
of and additional dealers have gone 
out of business, but there is no de- 
nying that the general outlook is 
better. 

New-car stocks are relatively 
high, but by prewar standards are 
near normal for this season. There 
is little change in used-car stocks, 
which have been relatively high 
through the fall and winter. 

Bootlegging of new cars is a sore 
spot with franchised dealers, who 
complained that little is being done 
about it by the manufacturers. 

Service sales are described as 
good.—(Sam X. Hurst.) 

= > + 


Amarillo, Tex. 

New-car sales in Amarillo for 
the week ended Feb. 6 totaled 95. 

Sales by make were: Ford, 31; 
Chevrolet, 21; Buick, 10; Pontiac, 
10; Plymouth, 6; Oldsmobile, 5; 
Chrysler, 4; Lincoln, 2; Mercury, 
2; Cadillac, 1; Dodge, 1; Packard, 
1, and Studebaker, 1, 

New-truck sales were: Chevro- 
let, 3; Ford, 2; Dodge, 1; GMC, 1, 


and International, 1. 
ee ¢ 6 


Denver 
Sales of new cars and trucks in 
Denver show an increase over last 
year. 
In January, 951 new cars were 
sold, compared with 753 during the 
same month last year—an increase 
of 198. Dealers sold 155 new trucks 
during January, against 96 in Jan- 
uary, 1953. 
Ford led new-car sales with 268. 
Chevrolet was second with 255, 
and Mercury was in third place 


with 74. 
were: 
Buick, 62; Pontiac, 60; Plymouth, 
52; Oldsmobile, 37; Dodge, 22; Nash, 
20; Chrysler, 19; Hudson, 16; Stude- 
baker, 16; DeSoto, 13; Lincoln, 11; 
Packard, 11; Cadillac, 6; Willys, 5; 
Kaiser, 3; Jaguar, 2; Volkswagen, 
2; Singer, 1, and Sunbeam Talbot 1. 
Ford also led in the new-truck 


Other sales by make 





Always among the Great! 


field with 54 sales. Others were: 
Chevrolet, 47; International, 29; 
GMC, 8; Dodge, 4; Divco, 3; Stude- 
baker, 3; Timpte, 2; Dorsey, 1; 
Fruehauf, 1; Reo, 1; Trailmobile, 1, 
and White, 1. 

Sales of used cars are slow in 
comparison with a year ago. Stocks 
are larger and competition is keen. 
Merchandising is playing an in- 
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creasingly important role.—(Ira R. 


Alexander.) 
. + * 


Cleveland 


A continued slow market is re- 
ported in the Cleveland area. For 
the week ended Feb, 13, all types 
of sales were reported off from 
the previous week, as well as from 
the same period a year ago. 

New-car turnover was 1,078, and 
used-car sales totaled 1,159. Com- 
mercial vehicles sold numbered 80 
new and 48 used.—(Sanford Mar- 


key.) 
. * * 


Washington, D. C. 


New-car sales in the District of 





hase ales 


to be the 






IRST 


evening 


Columbia in January totaled 1,007, 
compared with 1,456 in December 
and 1,817 in January a year ago. 

Sales by makes were: Chevrolet, 
202; Ford, 185; Plymouth, 162; 
Pontiac, 90; Buick, 77; Mercury, 
68; Oldsmobile, 44; Chrysler, 35; 
Dodge, 35; Studebaker, 19; Pack- 
ard, 18; DeSoto, 17; Cadillac, 11; 
Lincoln, 11; Nash, 11; Hudson, 10; 
Willys, 4; Henry J, 1, and miscel- 
laneous, 7. 





Indianapolis 
January new-car sales in Marion 
County (Indianapolis) totaled 1,- 


(Continued on Page 35, Col. 1) 
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By J. B, Van Tassel 
Dealer Business Counsel 


OME auto dealers think it is 
\” good business to build up vol- 
ume by heavily discounting their 
new cars and taking business away 
from dealers handling the same 
make. This is an expensive way to 
obtain additional volume. 


However, reasonable discounts 


1953 
1952 


1951 


1950 


Dealer Business Counsel 


| Ins and Outs of Auto Discounting Are Discussed; 
Justification Seen in Some Cases 
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dise is poor business and one sure | where it is based on local competi- 


to the prospects of dealers han- 
dling competitive makes of cars 
and products is good business, be- 
cause when you get their busi- 
ness, you are replacing your com- 
petitors’ products with your prod- 
ucts. 

In the case of discounts on parts, 
it is not uncommon for dealers to 
allow discounts in excess of the dis- 


counts they receive from their fac- 
tories. 

Some dealers allow abnormal dis- 
counts in excess of the special dis- 
counts they obtain from the fac- 


tories on wholesale items. 
* + * 


Some Price Cuts OK 


oo is no question but that | ® 
it is good business to allow] 


higher discounts on distress or 
hard-to-move merchandise. 

But to promiscuously allow ab- 
normal discounts on fast-moving 
merchandise, es) to the 
customers of dealers handling the 
same make of cars and merchan- 





way to go broke in a competitive 
market. 


Of course, in the easy-to-make- 
money market of 
the past few 
years, dealers 
could permit some 
unprofitable mer- 
chandising meth- 


the bulk of the 
real profit was in 
selling new and 
used cars. 

The trading dis- 
count is an im- 
portant factor in 


J. B. Van Tassel 
any scheme of merchandising, 
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LOYALTY 


great family of readers. 


Media Records First 50 Reports 


BUT 





why 


READERSHIP 


Rocketing to No. 1 place among all U. S. afternoon 
dailies, The Cleveland Press published 3,649,450 
lines of general advertising in 1953. 


To us, the reasons why are uniquely identified 
with the prestige of the Press as a trusted friend of 
the family . . . in the 1,500,000-plus population 
area of Greater Cleveland :— 


For more than 75 years the Press has won 
and firmly held the devoted esteem of its 


The Press reaches 7 out of every 10 families in the 


Cleveland Metropolitan Area . . 


- more 


than any other daily in any multi-daily market. 





RESULTS 


Such Press dominance inevitably multiplies 
dollars-and-cents results for advertisers. 


iS MORE IMPORTANT! 











RESEARCH 


The Press’ long established market research 
program helps advertisers pinpoint their selling 
strategy for more effective results. 


“Always among the Great” 


and now the greatest of 
afternoon dailies in general advertising lineage... 


The Cleveland Press! 
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tive price conditions. 
* * * 


Not Always Important 
ownv=es, it is not of prime 
importance in every case. 

Personally, I think that the avail- 


ability of a good product and good 
selling are equally, if not more im- 


ods, satisfied that | portant, than the discount. 


Before any discount is estab- 
lished, a thorough study’ should 
be made of a dealership’s prices, 
the competition’s prices, and the 
dealership’s costs, both as to 
prime costs versus list prices and 
the expense of operations in the 
department concerned. 

For example, it can be assumed 
that the prime cost of the merchan- 
dise is 70 percent; expenses, 20 per- 
cent; and the discount to’ the trade, 
which is another cost, is 30 percent. 
Total cost is therefore 120 percent 
of list price. 

A good way to go broke in a 
hurry! 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


Wisconsin School 


For Dealers Set 
For Apr. 12-16 


MADISON, Wis.—The sixth an- 
nual Management School of the 
Wisconsin Automotive Trades Assn. 
will be held Apr. 12-16 at the Uni- 
versity of Wisconsin here. 


WATA says it has the only dealer- 
sponsored management school in 
the country. 


The registration fee of $50 in- 
cludes housing and textbooks. 
Registration is limited to 40 per- 
sons. 


As a special feature of the school, 
Dealer Consultant Ed Payton will 
analyze the financial and operating 
statements of dealers in private 
sessions. 


Subjects which will be studied 
include responsibility of manage- 
ment, time sales fundamentals, mo- 
tor vehicle forms and requirements, 
general management, profit and 
loss facts, dealer and automobile 
law, dealership insurance needs, 
advertising, incentive pay practices, 
and others. 


Tours will be made of the State 
Legislature and Motor Vehicle De- 
partment. 

Instructors will be J. B. Van Tas- 
sel, business analyst and AUTOMOTIVE 
News columnist; L. L. Rieselbach, 
WATA’s legal counsel; Mel Larson, 
State motor vehicle commissioner; 
John Doyle, supervisor of the Divi- 
sion of Consumer Credit; Harry 
Warinner, Universal Underwriter; 
Dick Trowbridge, Milwaukee Jour- 
nal, and Louis Milan. 


Gair Buys Angelus 
NEW YORK.—George E. Dyke, 
president of Robert Gair Co., Inc., 
has announced the acquisition of 
Angelus Paper Box Co., Los An- 


geles. Dyke stated that’ the pur- 
chase price was $3,618,000, of which 
$2,227,500 was paid in cash. 





New K-W Franchiseo— 


Cc. Lt. Adams (center), president of 
Dixie Kaiser-Willys, Inc., Shreveport, La., 
signs a distributor franchise for the K-W 
line in Lovisiana. With him are Henry 
Dowell (left), wholesale manager, and 
Tom Van Hoose, general manager. 
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but-the SEATS-of-the-Future 
are HERE! 


} nice to look forward to future selling 
features—but it’s much more profitable to 
have them right NOW. 


That’s why seats with the ‘‘custom’’ look and 
advanced design of that above are NOW ap- 


pearing in somany cars of so many price ranges. 


They’re appearing all over because people— 
all over—want AIRFOAM, and plenty of it, in 


seats and backs and armrests, front AND rear. 


They’re appearing all over because people 

—all over—want the advanced styling made 

possible, at popular prices, by AIRFOAM design- 

engineering. Are you, too, offering people 

what they want TODAY? 

Goodyear, Automotive Products Department, 
Akron 16, Ohio. 


We think you'll like “THE GREATEST STORY EVER TOLD'’—every Sunday—ABC Radio Network— 
THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network - = 
i 





Once strictly a Custom Deal 
—now a sales-aid for Popu- 
lar Lines! ArRFOAM advanced 
techniques and design-engi- 
neering have taken this deeply 
sculptured custom look out of 
the luxury class—made it eco- 
nomically practical for almost 
any model on any floor. 


GOOD, 


S FINEST CUSHIONING 


AIRFOAM helps you sell in other ways, too— 


e The only type cushioning with over half a mil- 
lion air cushions to each cubic inch, AIRFOAM 
makes any car feel indescribably luxurious—stays 
cool, fresh, inviting. 

e AIRFOAM’s buoyant comfort and gentle “uplift” 
make any car seem livelier, smoother-rolling, 
better ballasted. 


e A one-piece cushioning material, AIRFOAM 
holds its smart lines for the life of the car—pro- 
tects upholstery fabrics—increases trade-in value. 


Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Influence at Factory Level... 
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beginning of each model year|dealer or group of dealers,” Kim- 
dealers are questioned on all as-|ball said, “whether they are in a 
pects of advertising, a spokesman geographical area or simply have 


How Dealers Help Shape Ads 


By Martin Whitmyer 
Staff Writer 


ITE the fact that some 

dealers feel they have little or 

no voice in factory affairs, an 

Automotive News survey reveals 

they do have considerable influence 
on advertising policies. 

For the most part, this influ- 
ence is projected through dealer 
council meetings and contact 
with factory field men. Other 
dealers suggest changes in ad- 
vertising policies through factory 
questionnaires and during visits 
to the plants. 

Questions asked the 18 manu- 
facturers of passenger cars were: 
How do dealers influence national 
advertising policies at the factory 
level? Through what channels do 
the dealers express themselves to 
the factories on national advertis- 


ing? 
* . 7 


OLLOWING are the facts com- 
piled in the survey: 


naires and personal interviews 
with factory field representatives. 

“Recommendations and _  sug- 
gestions received through this 
means are given prompt consider- 
ation,” said W. G. Power, Chevro- 





d, B. Wagstafl W. G. Power 


let advertising manager. Power 
said advertising also is a frequent 
discussion topic at zone, regional 
and national dealer planning com- 
mittee conferences. 

* + + 


spects and seeks dealers’ opinions 
on advertising matters.” 

Here again, most suggestions 
are made through discussions at 
factory-dealer conference, and 
through “constant contact with 
our national field sales force,” 
said Wagstaff. 

Even Kaiser-Willys dealers, 
whose parent organization is still 
being formulated after its recent 
consolidation, cast considerable 
influence on factory policy through 
dealer association meetings and 
contact with district and regional 
sales officials. 

“Due to the recent merger of our 
two companies,” a K-W spokesman 
said, “we have not had time to 
completely set up our advertising 
organization, but we are working 
in close contact with our dealers 
in all fields .. . advertising as well 
as sales, merchandising, etc.” 

* * + 

LDSMOBILE, like its sister di- 

vision, Chevrolet, uses the 


said, 

In addition to these question- 
naires and dealer council meet- 
ings held three to four times a 
year, G. R. Jones, Oldsmobile 
general sales manager, is in con- 
stant contact with dealers—talk- 





B. B. Kimball 


G. RB. Jones 
ing over advertising as well as 
other merchandising and sales 
problems. 

B. B. Kimball, advertising man- 
ager at Pontiac, says that only in 
the broadest sense do Pontiac 
dealers have a primary influence on 
advertising. 

“It is obviously impossible to 
tailor national advertising to meet 





Chevrolet, for instance, solicits 
suggestions through question- 






Barry Transfer and Storage Company’s experience 
is another fine example of proven performance and 
road-tested reliability gained by fleet operators who 


install and specify Wagner Rotary Air Compressors. 


They find, that in addition to added safety and long 
troublefree service, Wagner Rotary Air Com- 
pressors give many economies that save “profit 
dollars” in lower preventive maintenance costs. 


Simple in design, all parts of the Wagner Rotary 
Air Compressor are easy to install and service. 
The compressor can be completely disassembled, 
serviced, and put back in operation in a few 
hours. The cool operation of the Wagner Rotary 
Air Compressor prevents carbon formation, 

and this alone saves hours of cleaning time. 


Facts from the field prove that Wagner Rotary 
Air Compressors will assure your drivers of an 
adequate supply of air at all times because they 
have a faster air recovery. This means greater 
road safety for your vehicles, drivers, 

and payloads. 


You'll be money ahead by changing over to 
Wagner Rotary Air Compressors and specifying 
them as standard equipment on all the 

vehicles you order for your fleet. Get all the 
details, now. Send for your free copy of 
Wagner Bulletin KU-201. 





D=#s°re. according to J, B. 
Wagstaff, sales vice-president, 
is another manufacturer that “re- 


questionnaire system to _ solicit 
opinions from its dealers. At the 


Kotaty Air Compressors 


increase diaphragm service life and 


WAGNER AIR BRAKE USERS ARE OUR BIGGEST BOOSTERS 


6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U. S. A. 
(Branches in Principal Cities in U.S. and in Canada) 


3 Barr” ral 


relieve carbon formation’”’ 


says: James W. T. Barry, President 


Milwaukee, Wisconsin 
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the particular problems of one 


BARRY TRANSFER & STORAGE COMPANY 
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a@ common problem, 

“We do, of course, pay close and 
constant attention to dealer 
problems and to the reports of our 
field staff,” Kimball said. “If a 
trend is developing which might be 
accelerated or otherwise met 
through advertising, we move 
promptly in that direction.” 


* * * 


ADILLAC is another manu- 

facturer that uses question- | 
naires, according to Earl Fields, 
merchandising manager. Each year 
dealers, through this type of solici- | 
tation, voice opinions on advertis- 
ing policies on both local and 
national level. "a 

In addition, Fields and his staff 
are constantly calling on dealers 
and discussing advertising and 
sales problems that arise at the 
point of sale. 

Hudson -also values dealers’ 
opinions and expressions on ad- 
vertising policies, according to 
George R. Browder, director of 
advertising and merchandising. 

“At dealer council meetings and 
at local dealer meetings,” Browder 
said, “we present our advertising 
plans to dealers from large and 
small markets. Layouts are dis- 
played and pro- 
grams discussed 
in detail. 

“In addition, we 
are in constant 
touch with deal- 
ers through our 
zone organiza- 
tion,” Browder 
said. “All factory 
officials are alert 
for dealer o pin- 
ions and com- 
ments concerning 
our advertising strategy and their 
reports greatly influence overall 
planning.” 





G. R. Browder 


* * * 


ye receives most of its sug- 
gestions on advertising from 
field contact with dealers. “The 
Nash advertising department,” 
said Jack B. Huntress, advertising 
manager, “is constantly seeking 
dealer reaetion and opinion to our 
various advertising promotions. 

“The viewpoints and opinions 
of our dealers are carefully 
analyzed and weighed against re- 
search data on each reaction and I 
media,” he said. 

In addition, Nash conducts a 
yearly advertising contest for its 
dealers —in which dealers submit 





4. B. Huntress 


H. B. Heberting 
ideas for billboard advertising. 
Prizes are awarded and the ideas 
placed in use. 

Plymouth dealers make known 
their views on factory advertising 
through letters direct to the 
factory, through contact with 
Plymouth field representatives and 
through persona] visits to the 
factory, according to H, B. Heber- 
ling, assistant general sales man- 
ager in charge of advertising. 

. * . 


“y AST year,” MHeberling said, 
“2,366 dealers visited us at the 
factory, and I venture to say that 
the subject of advertising came up 
in 75 percent of those visits. We 
place importance in these personal 
contacts because what the dealers 
tell us is always helpful in plan- 
ning our advertising,” he said. 

Chrysler’s 3,400 dealers toda) 

have a greater opportunity to 
play a part in factory advertising 
policy than ever before in the di- 
vision’s history, according t° 
John H. Caron, division advertis- | 
ing manager. 

Caron said that with the inaugu- i 
|}ration of the Chrysler deaijer 
;}council and formation of loa! 
|dealer advertising committees in 

major markets, the factory is p 

vided with constructive informat 

which reflects the majority of *! 
(Continued on Page 34, Col. 1) 





“My mind's my own... 


but you can help me make it up!" 


URE, her mind’s her own. And when it is made up, it’s 
usually made up for her whole family. No wonder 
automobile manufacturers and dealers spend so much 
thought and money on ways of reaching her mind better. 


There’s no better way than Radio. Every study of “‘writ- 
ten-space”’ automobile ads shows that maybe one woman 
in ten reads any part of a newspaper ad (one woman in 
ten of those that even look at the newspaper!). Radio, on 
the other hand, is milady’s constant companion—in her 
bedroom, in her “office” (mere men call it kitchen), in the 
automobile in which she speeds her busy way to market 
and to her varied day-long interests. 


Radio is the only medium that leaves a woman free to 
pursue her crowded schedule. And being a woman, she 
can really listen while she’s doing something else—or a 
whole series of other things. 


She listens, and Radio’s friendly, eloquent voice sends 
that mind of hers churning—stimulates vivid mental pic- 
tures of her family, driving along roads she’s familiar with, 
in the car she hears described. With your other advertis- 
ing, you present her with a particular model, even 4 


particular color, in a setting that is strange to her. Then 
you hepe your picture strikes fire. With Radio, you not 
only engage her interest, you put her mind to work for you. 


A nice thing about Radio: while you’re reaching the 
ladies, you’re also getting to a raft of men (listening to 
those same kitchen and bedroom radios in the morning 
and evening, to those car-radios, to the set in the den, 
the playroom, the garage). 


Finally, Radio makes your ad dollar work overtime . . . 


for one dollar on Radio, you get to 1,012 people, while 
the same dollar buys you 391 people on TV, 327 in 
magazines, 213 in newspapers. 


What mortal can tell the whole story about the female 
mind? One thing, though, is sure: since she’s now so im- 
portant to automobile advertisers, you’re missing a bet if 
you don’t use the medium uniquely equipped to accom- 
pany her throughout her busy day, and uniquely able to 
help her make her mind up . . . Radio! 


Today’s Radio is an exciting story for advertisers. Ask us 
for the current facts. There’s no obligation. 


Broadcast 
Advertising 
Bureau, Inc. 


the service organi- 
zation of the 

radio industry 
devoted exclusively 
to the promotion 
and sale of Radio 
as an advertising 
medium 


270 PARK AVENUE, NEW YORK 17,N. Y. 





AUTOMOTIVE NEWS, MARCH 1, 1954 
AUTOMOTIVE WASHINGTON 


Economic Props Seen 


Staving Off Depression 


By William Ullman 

Washington Correspondent 
R. EMERSON P. SCHMIDT, noted economist of the U. S. 
Chamber of Commerce, declares there are good reasons 
for believing that “whatever kind of economic ailment we 
are having—recession or dip—will not be transformed into 


WOULD Y IE 
TO GET A NEW CUSTOMER 
FOR YOUR STORE? 


Phone — Wire — Write for Free Brochure 
and Exciting Details About Proven Sales Builders 


Fresh-flown Orchids and Live Ivy 


GRAHAM W. DIBLE 


"The Orchid King" 


Dible Bidg., 8th &.Wall, Los Angeles 14, Calif. 


PORTABLE BAKING PANELS 


Increase profits 
aR 

less cost Whether your plans 

for a new paint shop 

are in the blue print stage or just a “pipe dream”, 

it will pay you to consider this: You can turn out 

twice as much work right in your present shop, with 
no increase in space, personnel or overhead. 


How? With a single Dry Quick Infra-red Paint 
Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 
good will and increase your business. 


It’s low in cost to operate just 
as it’s low in cost to buy. Be- 
cause each row of baking units 

operates from a separate 
switch, you do spot jobs just 
as economically as all-over 
paint baking. Wire or 
phone collect today for a 
demonstration in your 
shop. 


$645 


Ask about our 
exclusive 
lease - rental 
and time pay- 
ment plans. 


GREENSBURG , 
No 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 


any serious depression.” The 
ints out, has af 


Schmidt 
number of built-in stabilizers 
which it did not have in the 
depression of the early 1930s. 


These stabilizers, he says, already 
have indicated what they can do— 
they helped to prevent the dip in 
1949 from becoming serious. 

Here, says Dr. Schmidt, are some 
of the stabilizers: 


1. The farm price-support pro- 

gram. 

2. The unemployment compensa- 

tion system. 

3. The numerous private and pub- 
lic pension pro- 
grams, including 
the federal gov- 
ernment’s Social 
Security system. 

4. The Federal 
Deposit Insurance 
System, which 
makes a bank 
run inconceivable. 

5. The tax re- 
ductions which 

William Ullman = went into effect 

Jan. 1, and others in prospect. 

6. The amortized nature of most 

of our private debt. 

7. The volume of liquid assets 

held by individuals and businesses. 

8. The quick reactions which oc- 

cur in our tax structure, with its 
heavy reliance on the income tax. 

Most of these stabilizers were in 

operation during the 1949 dip. 
= * 


Result of War 


AYS Dr. Schmidt: “One thing 

that perhaps distinguishes the 
present economic downturn from 
its predecessors is that its causes 
have been apparent since early 
1953. 

“What happened was that when 
the Korean War broke out the 
Government adopted a policy of 
encouraging the expansion of our 
economic base so that if a third 
world war came we would have 
surplus capacities for turning out 
steel, aluminum and other vital 
products. 

“It does not seem reasonable to 
expect, therefore, that all this ex- 
panded industrial base should now, 
in peacetime, be operated at full 
capacity. That was not the inten- 
tion. In fact, the contrary was in- 
tended .. .” 

Meanwhile, two of the nation’s 
top economists told the congres- 
sional economic committee that 
an upswing from the current re- 
cessions will not come as soon 
as the Administration 

But they did not forsee anything 
resembling a major depression and 
called the long-run outlook for the 
economy bright. 

Dr. Edwin G. Nourse, who was 
chairman of the Council of Eco- 
nomic Advisors under President 
Truman, told the committee as it 
concluded its public hearings on 
the business outlook: 

1. That the economic readjust- 
ment begun in the latter part of 
1953 is much more fundamental 
than mere inventory trimming. 

2. That we do not have adequate 
grounds for counting on a recovery 
in the second, or third quarter. 

He added, however, that 
economy is basically sound, freed 
of many weaknesses that existed in 
1929.” 


* * x 


Beyond Inventories 


MARTIN R. Gainsbrugh, econ- 
omist for the National In- 
dustrial Conference Board who was 
one of the originators of the phrase 
“rolling readjustments,” advised 
that the downward change has 
been so pervasive in recent months 
that it should not be referred to 
as “an inventory recession.” 

A third eminent economist, Dr. 


U. S. economy today, Dr. 





Alvin H. Hansen, professor of po- 
litical economy at Harvard Uni- 
versity, took a far more optimistic 
view of the 1954 outlook, and an 
enthusiastic view of the long-range 
future. 

Dr. Hansen said he is willing 
to “accept as plausible” a widely 
held opinion that 1954 may wit- 
ness a moderate drop in gross 
national product of around 5 
percent, 

But he added that it is also 
“plausible to hope that a cumula- 
tive spiralling collapse of serious 
proportions is unlikely.” 


A State Department official told 
the congressional committee that 
the international political stakes 
in an American recession would 
be far more vital to this nation 
than the economic stakes. 

He said all the free people of 
the world are watching America 
with one critical thought in mind— 
“whether the economic and political 
freedom which we enjoy can go 
hand in hand with economic se- 
curity and economic growth.” 

* * * 


U. S. vs. Russia 


of the great issues between 
this country and the Soviet 
Union, Raymond Vernon, deputy 
director of the Office of Economic 
Defense and Trade Policy in the 
State Department, told the com- 
mittee, is whether we can demon- 
strate to free people that we have 
more to offer them for the future 
than has the omnipotent state. 
Both in the underdeveloped coun- 
tries of the world and in the in- 
dustrialized areas, such as West- 
ern Europe, new aspirations for a 
better life have been set in motion 
by the war which must not be dis- 
appointed by America, he said. 


A mild recession here, such as 
in 1948-49, probably would not 
hurt, too much, another witness— 
William Adams Brown of the 
Brookings Institution— told the 
committee, but anything like a 
deep or prolonged depression 
“would be catastrophic.” 

Both Vernon and Brown urged 
that Congress take quick action in 
the foreign economic field as well 
as the domestic to make certain 
that no recession develops on any 
threatening scale. 


Another witness, Howard S. 
Piquet, senior specialist in inter- 
naional economics of the Library 
of Congress, also was emphatic in 
connecting the fate of the free 


world with decisions soon to be 


made by Congress. 
= * 


Trade Urged 
pues added that the question 

now facing this country is to 
decide at once whether the U. S. 
is to open its markets to foreign 
merchandise “in order to make 
possible a functioning international 
economy.” 

The hearings didn’t end on a 
gloomy note. But there was the 
warning that the situation could 
become very serious unless the 
Congress kept a firm hand on 
the economic throttle. Some of 
the economists were not so much 
concerned with what might occur 
in 1954 as they were with what 
might happen in subsequent years 
if economic sights are not set on 
the need for an ever-expanding 
economy. 

Secretary of Labor James P. 
Mitchell told a news conference 
he was “personally very optimistic” 
over the employment outlook “be- 
yond the spring of this year.” 

Mitchell described February and 
March as “crucial months” so far 
as unemployment is concerned. He 
said he expected unemployment to 
level off soon and hoped for an 
upturn in April. 
* * 


= 
Economic Barometer 


HE Joint Committee on the 
Economic Report, of which Rep. 
Jesse Wolcott, Michigan Republi- 
can, is chairman, initiates no legis- 
lation, but its reports and conclu- 
sions are available to all members 
of Congress. 
The committee prepares for the 
Council of Economic Advisers a 
monthly publication, “Economic 
Indicators,” which covers a wide 
range of subjects such as trends 
in prices, employment and wages, 
production and business activity, 
credit and money and the like. 
War-born and studious, the com- 
mittee is not well known to John 
Q. Public. It is made up of seven 
senators and representatives. Its 
work is profound and it operates 
on an appropriation of $125,000, with 
a staff of 11 economists and clerks. 
oa * * 


Better Days Are Due 


FOr peacetime, the newest setup 
is the Office of Distribution in 
the Department of Commerce. Since 
that division deals with ironing out 
past wrinkles in the retail distribu- 
tive system and with considering 
new proposals for smoothing the 
way of commerce from the factory 
to the salesroom to the consumer, 
the nation’s new-car dealers may 
look forward to better ways and 
days in their field. 

And at this point it is of inter- 
est that Frederick Bell, executive 
vice-president of NADA, is a 
member of the National Distri- 
bution Council and that he has 
been holding frequent conferences 
with Government officials on re- 
tail distribution problems. 

Just as the planning for standby 
production and price controls can- 
not be disclosed in detail at this 
time, neither can the distribution 
program be unfolded in full, but 
those things are in the making and 
whatever may come, peace or war, 
business is going to be better pre- 
pared than ever for the road ahead. 

That’s the way it looks from here. 


Rund Breaks Ground for New Home— 


S. Rund Motor Sales, Inc. (Cadillac-Oldsmobile), Detroit, plans to build a $400,000 
home on W. Fort St. as a second outlet. Wielding the shovel at the groundbreaking 
is S. (Doc) Rund, owner. Witnessing the ceremonies are (from left), George Stromon, 
general manager of the Fort St. branch; E. W. Sanford, Oldsmobile architectural 


engineer; H. F. Banks, Oldsmobile central regional manager; E. D. Ruth, Oldsmobile — 


Detroit zone manager; E. A. Edwards, general manager of Rund's Grand River branch, | 
and R. E. Bass, Oldsmobile Detroit zone service manager. oH 
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“Here’s why we swear by Clark 
fork trucks—we handle 50% more 
volume with half as much effort’ 


EDWIN L. BURT, GENERAL MANAGER, RESERVE SUPPLY CORP., FRANKLIN PARK, ILL. 


Insofar as possible, by prearrange- 
ment with suppliers, all ship- 
ments to Reserve Supply, build- 
ing material concern dealing with 
about 300 customers, come in 
unit loads on pallets. Upon 
arrival, two Clark Carloaders 
(4000 lb. gas-powered fork trucks) 
unload the cars; warehouse the 
material—tiering as high as 16 
feet; and withdraw customer’s 
orders—usually handling the pal- 
letized unit loads directly into 
customers’ trucks. Materials con- 
sist of building board, insulation, 
masonite, rock lath, tile and many 
other items—no lumber. 


“A carload of insulation-board 
sheeting (60,000 square feet)”’ 
says Mr. Burt, “is unloaded by 
one man on a Clark fork truck in 
just one hour— in contrast to 33 
man-hours required to do the job 
by hand. In our old warehouse, 
some two years ago, 13 of our 
men were involved in materials 
handling—no trucks; in our new 
warehouse, six men and the two 
Clarks handle a 50% greater 
volume. We are exceedingly 
pleased with our Clark machines.”’ 

Nothing here, you may say, 
that can’t be done in your bus- 
iness—and you’re probably right. 


PRODUCTS OF CLARK —TRANSMISSIONS © AXLE HOUSINGS © TRACTOR UNITS 


FORK TRUCKS and TOWING TRACTORS 





HAND TRUCKS © POWER SHOVELS 
and FORGINGS ° 








ROSS CARRIERS © POWRWORKER 







ELECTRIC STEEL CASTINGS © GEARS 
FRONT «and REAR AXLES for TRUCKS and BUSES 


Good way to investigate is to ask 
the nearby Clark dealer, a fully 
qualified consultant on planning 
a materials handling system to 
meet your own specific needs. 
Call him—he’s listed in the Yel- 
low Pages of your phone book. 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY. 


BATTLE CREEK, MICHIGAN 
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mea Higher Stocks, More Trades Indicated . .. 





Used-Truck Year? 


ARLY indications seem to point 

to a growing increase in used- 
ruck stocks this year—in numbers 
at least, if not in dollar volume. 

Several things seem to point to- 
ward the fact that the average 
ruck dealer will have to trade more 
> move his quota of trucks and 
that the trades will be later models, 
with much more usable life in them, 
han has been normal for several 
_ ears. 

Some of the factors that indi- 
cate this trend to industry men 
are the softening of the light- 
truck market for the first month 
of the year, the high truck scrap- 
page last year and the tightening 
of the money market. 

With but less than half of the 
state reports in, early registrations 
indicate that the market is off in 
some states as much as 20 percent. 


~™Most of these states are in the 


great farming areas of the midwest, 
which indicates to many that the 
farmer who is a large user of light 


trucks may be holding back from 
buying. 
* * ~ 

7. At year was a high truck sales 

year. It also was a year when 
scrappage in the truck industry hit 
615,932 units—for the highest per- 
centage of new trucks sold of any 
postwar year. Last year’s truck 
scrappage was 66.21 percent of new 
trucks sold and 6.73 percent of 
trucks in use. Average scrappage 
over a 29-year span was 303,425. 

This high scrappage is viewed 
by some as an indication that be- 
cause of high discounts offered 
by many dealers just to move 
trucks with the least selling ef- 
fort, users took advantage of the 
bargains to replace many units 
that normally would have been 
retired this year. 

While the money market has 
tightened some, this should not af- 
fect the dealer in his sales of one 
and two trucks, since the finance 
houses haven’t changed their re- 


strictions or acceptance of truck 
paper. 

While they are more concerned 
with the credit standing of a used- 
truck buyer than any other pur- 
chaser in the automotive vehicle 
field, this is due mainly, they claim, 
to the fact that the finance houses 
have inadequate facilities for re- 
selling repossessed trucks. 

* * *~ 


LTHOUGH the first month’s 

sales figures for 20 states indi- 
cate that light-truck sales will be 
down about 20 percent from last 
year—medium were down 11 per- 
cent and heavies 1.5 percent—it is 
felt that the “lost” trucks could 
have been sold if the dealers had 
been out ringing doorbells. 

Just because the farmer holds 
off buying for one month is no 
indication that he will hold off 
any longer if he is given an ener- 
getic and compelling sales pitch. 
Here especially it is pointed out 

«Continued on Page 23, Col, 1) 








Trucks in Use New Trucks Sold Total Trucks Surviving Trucks Failing cn Scrappage 
End of Barring End of To Reregister toTrucks % to New 
Year Number Year Number Scrappage Year Number or Scrappage in Use Trucks Sold 
| 1924 2,126,216 1925 333,150 2,459,366 1925 2,332,585 126,781 5.44 38.05 
1925 2,332,585 1926 387,341 2,719,926 1926 2,671,061 48,865 1.83 12.62 
1926 2,671,061 1927 327,965 2,999,026 1927 2,804,196 194,830 6.95 59.41 
1927 2,804,196 1928 341,123 3,145,319 1928 2,990,927 154,392 5.16 45.26 
1928 2,990,927 1929 527,057 3,517,984 1929 3,302,761 215,223 6.52 40.84 
1929 3,302,761 1930 410,699 3,713,460 1930 3,416,962 296,498 8.68 72.19 
1930 3,416,962 1931 313,884 3,730,846 1931 3,318,782 412,064 12.41 131.28 
1931 3,318,782 1932 180,332 3,499,114 1932 3,070,076 429,038 13.98 237.91 
1932 3,070,076 1933 245,869 3,315,945 1933 2,962,614 353,331 11.89 143.71 
1933 2,962,614 1934 403,886 3,366,500 1934 3,274,994 91,506 2.79 22.66 
1934 3,274,994 1935 510,683 3,785,677 1935 3,535,661 250,016 7.07 48.96 
1935 5,535,661 1936 611,644 4,147,305 1936 3,887,393 259,912 6.68 42.49 
1936 3,887,393 1937 618,249 4,505,642 1937 4,150,072 355,570 8.57 57.51 
1937 4,150,072 1938 365,349 4,515,211 1938 4,038,207 477,214 11.82 130.62 
1938 4,038,207 1939 486,748 4,524,955 1939 4,318,706 206,249 4.77 42.37 
1939 4,318,706 1940 576,327 4,895,033 1940 4,539,969 355,064 7.82 61.61 
1940 4,539,969 1941 640,697 5,180,666 1941 4,838,378 342,288 7.07 53.42 
1941 4,838,378 1942-3-4 350,797 5,189,175 1944 4,506,189 682,986 15.16 a 
1942 4,506,189 1945-6 1,348,789 5,854,978 1946 5,462,973 392,005 7.18 29.06 
1946 5,462,973 1947 954,217 6,417,190 1947 6,378 433 38,757 61 4.06 
1947 6,378 A433 1948 1,035,174 7,413,607 1948 7,105,740 307,867 4.33 29.74 
1948 7,105,740 1949 961,961 8,067,701 1949 7,583,663 484,038 6.38 50.32 
1949 7,583,663 1950 1,142,307 8,725,970 1950 8,198,529 527,441 6.43 60.42 
1950 8,198,529 1951 1,003,850 9,202,379 1951 8,552,758 649,621 7.60 64.72 
1951 8,552,758 1952 812,099 9,364,857 1952 8,833,022 531,835 6.02 64.26 
1952 8,833,022 1953 930,312 9,763,334 1953 9,147,402 615,932 6.73 66.21 
29-YEAR SUMMARY 
Trucks in use, December 31, 1924 ........... 2,126,216 Surviving as of December 31, 1953 .......... 9,147,402 
New Trucks sold, 1925 through 1953 ........ 15,820,509 Scrappage, 1925 through 1953 .............. 8,799,323 
; TOTAL in use, Barring Scrappage ........... 17,946,725 Average Scrappage per year ............... 303,425 


Automobile Scrappage Table —Trucks 
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..+ by Jack Weed 


HECKING among my good truck- 

dealer friends leads me to believe 
that a new era is dawning in truck 
sales for far too many. Every re- 
port I get from the field indicates 
that again we are entering an era 
when used-to-new sales will run 
over the 1-to-1 figure. It may even 
hit 2 to 1. 

Dealers haven’t had much of a 
problem thus far in disposing of 
their used trucks. Even in the 
“long-trade” days of last year, the 
great majority of trucks taken in 
on new-truck sales had seen their 
best days and had little good 
usable mileage left in them. Many 
had even reached the stage where 
the junk yard was the logical spot 
to dump them. 

But now the picture is changing 
fast. Truck production has boomed 
to an alltime high, Competition for 
sales is also at a new high. Dealers 
find it necessary to woo buyers 
much more persuasively than they 
had for many years. 

And when dealers face the prob- 
lem of moving increasing stocks of 
used trucks—and moving them on 
the same market they took them in 
on—the buyer stands to get a bet- 
ter truck for his money. The buyer 
can be choosy, and right now he is. 


Late-Model Problem 


S COMPETITION for the sale 
of new trucks increases, gen- 
erally speaking there is an accom- 
panying decline in the age of the 
used trucks taken in on the initial 
trade. This sets up a trend toward 
more and more late-model trucks 
on dealer lots. 
The more the dealer and his 





COLUMBUS, O.—The .Ohio 
Trucking Assn. has published a 16- 
page booklet, entitled “Put Public 
Opinion to Work for You,” which 
suggests how trucking firms can 
improve their public relations with 
their employes, customers, com- 
munity and news sources, 

admitting that the 
attitude of the public is generally 
unfavorable to the trucking in- 
dustry, the book says, “Render- 
ing to the public a reliable, swift 
and economic service is not 
| enough, The trucking industry 





Light T. rucks Account for Half of 03 Sales 


By Sam Sampson 
Staff Writer 
RUCK dealers moved out a total 
of 930,312 units last year, an in- 
crease of 118,213 units over 1952 
sales. 

As compared with production 
figures for the two years, the 
gain is especially noteworthy 
since only. 12,457 more trucks 
were produced last year than the 
year before. 

Most of the sales increase, how- 
ever, occurred in the lightest truck 
classification. There were 110,274 
more light trucks sold in 1953 than 
in 1952, bringing sales of such units 
to just a shade under half of the 
total. 

* * * 
FORD improved its status in the 
truck fleld by capturing an ad- 


ditional 6.49 percent of the total 
market in 1953. This was the larg- 
est gain registered for the year. 
Chevrolet captured an addi- 
tional 1.73 percent of the market, 
While Brockway, maker of heavy 
units, gained .01 percent during 
the year, All other makers lost a 
share of the market in 1953. 


Ford’s gain left the company with 
28.60 percent of the ’53 market, but 
still second to Chevrolet, with 35.26 
percent. 


International Harvester moved 
into third spot, with 10.26 percent 
of the total market. Dodge and 
GMC were tied for fourth place, 
each taking 8.85 percent. 

A year earlier, Dodge held third 
spot with 12.58 percent of the sales 
pie, followed by International with 


11.43 percent. GMC was fifth with 
9.80 percent of the total. 
+ * cs 

ODGE losses amounted to 3.73 

percent of the market last year, 
followed by International with a 
1.17 percent decline and GMC with 
a .95 percent loss. 

Studebaker, in sixth place ‘both 
years, lost 1.15 percent of the ’53 
market, ending with 2.42 percent 
of the total. In ’52, Studebaker 
had cornered 3.57 percent. 

Losses for the rest of the makers 
were less than 1 percent for the 
year. In most of these cases, sales 
are direct from the factory, with- 
out being handled by dealers. 

+. cs - 


S was indicated in earlier anal- 
lyses of the '53 truck market, 


the sale of small trucks, 5,000 


pounds GVW or less, continued to 
take over a larger portion of total 
sales. For the year, 49.53 percent of 
sales were in the light class, show- 
ing a gain of 6.35 percentage points. 


The only other weight class to 
show a gain over last year was 
the 26,001 - pound - or - over class, 
which gained .11 percentage 
points. 

The largest loss, percentagewise, 
was a drop of 3.53 percentage points 
for 14,001 to 16,000 GVW trucks. 
For 1952, this weight class held 
19.73 percent of the total market, 

(Continued on Page 20, Col. 3) 


New Products 
Page 32 


How to Win Friends 


Ohio Group Publishes Booklet on Improving 
Truckers’ Public Relations 





salesmen get out and sell the new 
truck, the more they are able to 
convince owners of late-model 
trucks that savings in time, operat- 
ing costs and convenience, can be 
gained through buying a new ve- 
hicle. 

Many good trucks will come in 
to dealer lots because the buyer 
is willing ta trade in good trans- 
portation to get power steering, 
an automatic transmission or a 
new type of body that more 
nearly meets his load require- 
ments. 

To move these trucks out to the 
used-truck buying public, the dealer 
must give them a thorough going- 
over to make certain they are in 
safe and efficient operating candi- 
tion. Dealers must protect their 
reputation in their community by 
making certain that the buyer of a 
used truck gets just as good a buy 
as does the buyer of a new vehicle, 

Dealers who are sincere in their 
endeavor to protect their truck 
sales reputation thus quickly be- 
come known for selling top-value 
transportation, whether it is new 
or used. And the buyer knows the 
truck dealer will stand behind the 
used trucks he sells. 

* * * 


Reconditioning Is Key 

A DEALER who expects to stay 
in the truck business can’t af- 

ford to sell users anything less than 

good transportation unless he labels 

it an “as is” or a junker. 

This makes the extra attention 
trucks are getting in the Chrysler 
Corp. used-vehicle reconditioning 

(Continued on Page 22, Col. 3) 


must now capture and retain 
public respect and support.” 


Well-informed employes, accord- 


ing to the writer, are the foun- 
dation for any sound public re- 
lations program. 

He continues, “Employes can — 
and will—protect the future of your 
business and the jobs your industry 
provides when they realize why it 
makes their jobs easier, better and 
more secure to promote trucking.” 

This message, it is said, can be 
imparted to. the workers by 
posters, meetings, literature, 
letters to the families, motion 
pictures, speakers, departmental 
conferences and open houses, 

The booklet recommends the use 


of bulletin boards to publicize ° 


letters praising drivers and news- 
paper items concerning employes’ 
hobbies, sports and club activities. 
The employe suggestion box, ac- 
cording to the booklet, is a valua- 
ble aid because it develops person- 
al incentive and promotes greater 
efficiency, Also suggested is the 
use of contests as a way of getting 
employes to work together, 
Discussing customer relations, the 
writer says, “Your customers and 
your suppliers are among your best 
prospects for building goodwill. 
You are obligated to tell, and they 
are entitled to know, your story. 
They belong on your team — but 
ey ‘ve got to make them realize 
The booklet explains that it is 
in the customer’s interest to Pow 
(Continued on Page 24, Col, ot 
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s cent of the market. In 1952, when 
Ford Gains Most . . . sales were down to 811,807, light 


trucks fell off to 43.18 percent. 


Light Trucks Accounel | pyr i si, ner sates sas 


approached the million mark, 


For Half of °53 Sales |e ro resco 


Truck Sales by Weight Class 
("51 -'52-'53) 


Pet. Share Pct. Share Pct. Share Mkt. Change 


Weight of of of in Pet. Pts. 
Gavw Sales, 1951 Sales, 1952 Sales, 1953 "62-'63 












5,000 Ibs. or Less .................... 46.78 43.18 49.53 +6.35 

BID oon iinsiscessisssccsssesvess, 19.15 19.33 18.57 — 16 sOsanmiced dents Seco tp The trend for the heavy-heavy 
10,001-14,000 ooo . Te 6.41 4.89 —1.52 trucks appears to be the most 
14,001-16,000 ooo. oeceeeeceees 16.93 19.738 16.20 —8.53 ||and dropped to 16.20 percent in , total sales, compared to 19.33 per-| Consistent, since the share of the 
aes 3.67 4.07 3.96 — 11 |} 1953. »| cent a year earlier. market for them has steadily in- 
RO GOU2G 000 onan. secseeccseecsseessees 4.34 4.44 3.90 — 54 Second largest loss was for the In the largest mediums and | creased over the period. In 1953, 


26,001 and over ....................... 2.12 2.84 2.95 + 11 
RE Fakta bies desl jbocdsdecvchecanskSvstacteke 100 100 100 0 


next lightest model8—10,001 to 14,-| heavies, losses were smaller— | the biggest jobs reached a three- 

000 GVW class. In 1952, the class | 16,001 to 19,500 GVW lost .11 per- | Year peak at 2.95 percent of the 

totaled 6.41 percent of the market, | centage point, and 19,501 to 26,000 | market. 

and dropped to 4.89 percent in 1953 | lost .54 percentage point, Throughout the medium classes, 
Burns-Money Formed —a loss of 1.52 percentage points. In looking at the percentage fig-| popularity has shuffled about with 

W. C. Money, formerly general , Burns-Money Buick Co. Burns will * one ures for the last three years, it is | 1952, for the most part, showing a 
manager of Arizona Automobile Co. | oontinue as president. Money will N the 5,001 to 10,000 GVW class, | apparent that the lightest trucks | better market for mediums than in 
(Buick), Phoenix, and C. W. Burns, ; a loss of .76 percentage points | are becoming more popular. In 1951, | either ’51 or ’53. 7 
its president, have formed a new | be vice-president, and Walter L.| was registered for the year. Such | when total sales reached 1,003,599 . ies 
organization to be known as the | Voeks, secretary-treasurer. trucks cornered 18.57 percent of | units, light trucks took 46.78 per- N the 14,001 to 16,000 GVW class, 

ees ae es +i FT ee een - ie for instance, a peak was reached 
for the three-year period in 1952— 
19.73 percent of the market. In the 
next largest class, a peak was also 
reached in ’52 with 4.07 percent of 
the market. 

Even in to the heavy class 
(19,501 - 26,000 GVW) the same 
trend appeared, with 1952 the best 
of the three years at 4.44 per- 
cent. 

However, a continuously falling 
trend is taking place for the 10,001 
to 14,000-GVW class. In 1951, its 
share was 7.01 percent; in 1952, 6.41 
percent, and in 1953, 4.89 percent. 

* cd * 

——s men say that dealers 

should realize that the potential 
54 market for trucks has nothing 
to do with the market for cars. 
They expect that this year’s truck 
market should be as good as ’53 if 
dealers sell aggressively. 


Industry figures show that 1950 
was a peak year for truck sales, 
when 1,142,307 units were put on 
the road. Many of these units, 
especially in the light class, should 
be ready to be replaced. 

Secondly, the gross business of 
motor transportation has been 
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ms L It is no longer —— Rl : a : limit ae earnings growing by leaps and bounds. And, 

LM rsa 25 to those customers who D -IN when something goes industry observers say, there are 

HO ES Unive MODE 5 wrong. Today, with adequate road service units, any good - indications that this trend will 
The new 525 Model was designed for all-round road operator can go out and bring-in a new — to ——— 

service, and is capable of performing a wide variety of maintain a profitable service volume. The use of modern 
work. It has the ont and flexibility for light work, yet, Holmes Wrecker Equipment such as shown, does enable a Quebec Truckers 
ample power and capacity for handling the average truck. shop to reach out miles in every direction and pick-up Big Ele ct Quinn 
Each Boom has a lifting capacity of 6 tons, a pulling Profit Jobs they would otherwise be unable to obtain. If 
capacity of 15 tons. It is fast, efficient, and of moderate your earnings need such a “shot in the arm” then you should MONTREAL, — Edward Quinn 


was named president of the Truck- 

ing Assn, of Quebec, succeeding P. 

E. Dumas, now vice-president. 
Other officers elected at the con- 


HOLMES HEAVY-DUTY MODEL 850 ci oe en 
= port Assn. (now the Trucking Assn. 
The new Holmes 850 Model shown below makes it easy to sell shop service, for with this Heavy Duty Wrecker, of Quebec), include Albert Des- 


“ ; 4 ‘ rosiers, second vice-president; Wil- 
the user can handle any pick-up or recovery job. The 850 Model is the most powerful wrecker in the liam C. Norris, treasurer, and Ray- 


size for use on a 114:to 2 ton truck. Write for details. look at the profit possibilities of these two new Holmes models. 


HOLMES line and, as such, has the brute strength and working efficiency to easily handle any of the mond Vachon, secretary. a 
largest trucks, busses, trailers, etc. This giant of a wrecker was built for any road emergency and ae san, ; yutaly 
can quickly bring-in Big Heavy Jobs which can not be economically handled with a smaller unit. Steer fomdking ner nd saaenedk 
Each Boom has a rated lifting capacity of 15 tons, with a pulling capacity of 35 tons. Write the industry on the Inland Trans- 


today for model specifications and price. port Committee of the International 
Labor Organization. 
TT Pierre Mongeon, speaking on be- 
ERNEST HOLMES COo., CHA ANOOGA, TENN. half of 200 insurance companies, 
said the human element still was 
the greatest cause of accidents. 

“Automobile insurance rates are 
climbing,” said Mongeon, “because 
Canadians are having more acci- 
dents and more expensive accidents 
than ever before.” 

Lt.-Col. W. A. Croteau, coordina- 
tor of civil defense in the Montreal 
area, told the truckers that “mass 
planning” of transportation facil- 
ities would be the first step in any 
national emergency. 


New Truck Tire 
Called All-Purpose 


AKRON, — A new tire designed 
for over-the-road trucks which 
need extra traction for short dis- 
tances off the highway has been 
announced by B. F. Goodrich Co. 

The company said the new tire, 
called All-Purpose, wears longer on 
the highway and pulls better off 
the road. It is available with either 
nylon or rayon cord construction. 

The company said the new tire’s 
tread is 30 percent deeper and is 
composed of massive cleats with a 
center bar that reduces the rate 
of wear at the center of the tread. 
The tire has sharp edges to resist 
side slippage and buttons on alter- 
nate cleats designed to resist high- 
way skidding and off-road slipping, 
iat the company said. “ 
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It will be my constant aim to 
make the slogan “Studebaker, 
America’s Friendliest Factory” | | 
a living, inspiring reality. 
I shall not be satisfied with 
anything short of having : 
the Studebaker franchise | 
recognized as the most 
respected in the industry. | 





Cc. K. WHITTAKER 
VICE PRESIDENT IN CHARGE OF SALES 


Studebaker © 


THE GREAT INDEPENDENT * PIONEER AND PACEMAKER 
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Eaton Offers New Tandem Axle— 


Eaton Mfg. Co., Cleveland, has put into production a new Model 32M tandem axle 
with a load capacity of 32,000 pounds on the rear tires. The new size bridges the 
gap between present models of 28,000 and 36,000 pounds capacity and meets the 
legal maximum in 37 states. The unit, Eaton says, is an inter-axle differential which 
assures equalized power transmission even though wheel speeds may be variable 
due to road irregularities or differences in tire diame 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TLVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Truckin’. . 


by Jack Weed 


(Continued from Page 19) 


clinic all the more valuable to the 
dealers who gend their men for 
training or have the Chrysler field 
trucks come to their places of busi- 
ness to show them how to recondi- 
tion effectively and economically. 
As seen from this conning 
tower, far too few truck dealers 
have been paying too much atten- 
tion merely to retailing their 
used stuff. The main idea seems 
to have been to move it, and if 
in the process of getting the used 
trucks off the lot the dealer 
makes a nickel, he is pleased. 


But if used stocks continue to 
increase to the point that the dealer 
has to start taking trades on trades 
on his better used trucks, then he 
had better make up his mind right 
now that any job he takes in that 
still has good, usable life in it is 
worth reconditioning and putting 
into shape to sell readily. 

Today’s used-truck reconditioning 
materials include an “easy-gloss,” 
wipe-on clear paint that enables the 
dealer to refinish the entire outside 


Land More Spring 
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of the cab or panel without even 
masking the glass or instruments. 
This finish is lasting and econom- 
ical, There are many good finishes 
that can be used to shine up the 
exterior finish if the finish is still 
fairly good. 


* * * 


Seats Important 


— also is a repair kit for 
seats and backs that enables a 


Mack Trucks Expands 


Salt Lake City Branch 


SALT LAKE CITY. Mack 
Trucks’ sales and service office 
here has been moved into a new 
and larger building at 704 Third 
West St. 

According to John C. Rowold, 
western division manager, the 
structure covers 20,700 square feet. 
Included in the shop area is a spe- 
cial section with frame-straighten- 
ing racks capable of cold-straight- 
ening instead of the usual heat- 
treatment. 
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LUBRICATION 
and you 
get the SERVICE 


Products of an INDEPENDENT R paenens 


INDEPENDENT Dis 


as your iure! 


tributors 


by 


Kendall Lubricants assure you of more business 
by assuring complete customer satisfaction. 
Kendall Quality backs up the quality of your 


service and brings your customers back regularly. 


Your independent Kendali Distributor can offer 


you many proven promotional ideas and helps 


that will produce plus-profits for you. 


INDEPENDENT Dealers 


dealer to repair and recover a worn 
and broken-down seat or back 
cushion so that it is just as good, if 
not better, than it was when it came 
from the factory. This rebuilding of 
seats and cushions can be done at 
a considerable saving over replac- 
ing with new units, even taking 
into consideration the dealer dis- 
count on these products. 

Nothing is more important in 
the selling of a used truck than 
to make sure that the seat and 
back look and feel good to the 
prospect. Nine out of 10 used 
trucks, I am told, are bought by 
users who intend to drive the ve- 
hicle themselves. Certain it is 
that no buyer will look favorably 
on a used truck in which he faces 
the prospect of sitting in a hole, 
leaning back against a lump or 
having to fuss with torn uphol- 
stery. 

There is rubber dye on the mar- 
ket that will make older tires look 
practically new, especially if the 
dealer regrooves them before he 
gives them the new finish. This 
rubber dye does not, as some cheap 
rubber finishes do, give the tire a 
glossy “Shinola” polish that makes 
them look like the wood stove that 
our grandmothers used tq clean up 
every spring. 

What I am trying to say is that 
the smart used-truck salesman 
won’t go into rhapsodies over the 
truck to his customer unless the 
truck has been so well gone over, 
both mechanically and from an ap- 
pearance standpoint, that he is not 
afraid to take it out and demon- 
strate the piece and sell it with 
some sound warranty. This kind of 
merchandise builds not only a rep- 
utation for the dealer but builds a 
customer following. 

x * * 


Foot in Mouth 


7* AFRAID that Dave Beck, top 
exec of the Teamsters Union, put 
his foot in his mouth and gargled 
before the press, during that union’s 
midwinter executive board meeting, 
when he came out with a blast 
against the automotive industry 


‘that not only was far from factual 


but can act as a terrific boomerang 
for some of Dave's pet political 
ambitions. 

When he said that the auto in- 
dustry was the hardest hit, being 
in “the worst position in 30 
years,” Beck showed that he -evi- 
dently hadn’t heard about 1938 or 
1941, In 1988 sales were so hard 
to get that dealers even took on 
farm and chicken feed, house- 
trailers, outboard engines and 
other products to sell in order to 
bolster their overall earnings, 

And, of course, in 1941 the push 
to get as many cars and trucks in 
the hands of owners before we went 
under Government control, brought 
on by our entry into the war, actu- 
ally broke hundreds of dealers. 

In 1937 we had a car sales year 
of 3,483,752 units, and in 1938 we 
dropped to 1,891,021 units. However, 
in 1939 we jumped back to 2,653,277, 
and with the exception of 1946, 
when we first went into postwar 
output, we have never dropped be- 
low 3,167,231 cars, even under Gov- 
ernment restrictions. 

We are far from that today. in 
fact, to many who have lived in the 
industry during the past 20 years, 
we are but getting back to what 
can be termed a normal operation. 

Of course, after the industry 
settles down to selling under com- 
petitive conditions, we don’t look 
forward to any more “blitz” sell- 
ing on the part of those who don’t 
look far enough ahead or don’t 
know how to get their “percent- 
age of price class” without re- 
sorting to ruinous selling tactics. 

The retail end of the industry 
has always had to contend with a 
certain number of dealers who will 
upset a market for a while with 
their long trading or some other 
spur-of-the-moment sales gimmick 
to move cars and trucks, but if the 
rest of the dealers in a city or area 
remain sane, the offending dealer 
invariably trades himsels out of 
business before too long. 


It was even thus back 
teens. 


McNeal Gets Dodge Deal 


Jess McNeal has been appointed 
a Dodge-Plymouth dealer in Birm- 
ingham, Mich., it has been an- 
nounced by L. F. Desmond, Dodge 
general sales manager. McNeal has 
been an auto dealer for 17 years, 


in the 








| 
| 
| 
| 


i 











ie 





More Trades Indicated . . 


Signs Point 


to Increase 


In Used-Truck Stocks 


(Continued from Page 19) 


that the average farmer is natur- 
ally a canny buyer and will snap 
at a bargain if he is in need of a 
product offered at a saving. 

Farmers then, like many car 
prospects, may be laying back wait- 
ing for another rash of price-cut- 
ting before they again enter the 
market in normal strength. 

These factors may make it im- 
perative that the dealer get on top 
of his truck sales much more ag- 
gressively than he has at any time 
since the end of the war, Such 
action may bring him in trades of 
much later models, especially in the 
under-one-ton classification. 

* * * 


ASS to experienced truck 
merchandisers, there is a big 
untapped field for sales of these 
used light jobs, especially if the 
dealer puts them in first-class me- 
chanical condition and reconditions 
them so that they look attractive. 


This sales field is among the 
service men and small contractors 
who have grown accustomed to 
using their personal cars to carry 
tools and equipment because the 
price of small trucks was so high 
they didn’t feel they could afford 
to own both a truck and a car. 


Such small businessmen as refrig- 
eration, radio and television repair 
men, plumbers, paper hangers, 
painters, sign men, electrical con- 
tractors, lawnmower salesmen, 
landscape men and others like them 
who have to carry bulky tools or 
parts and assemblies with them on 
the job could be sold, it is pointed 
out, if the price of the truck was 
within their reach. 

a * * 
INANCE men and banks con- 
tacted recently state that in the 
great majority of cases these men 
are considered good credit risks for 


New Autocar Plant 
At Exton, Pa., Is 


Near Completion 


EXTON, Pa.—Autocar’s new $2 
million Exton plant is nearing 
completion. The firm hopes to be 
in the building by late spring. 

The one-story plant, built on a 
54-acre tract, is of reinforced 
structural concrete with a steel- 
beam; metaldeck roof. It is con- 
sidered fireproof, but will be 
equipped with automatic sprinklers 
for added protection. 

Tilt-wall construction was used. 
Concrete slabs, reinforced by steel 
rods, were cast flat on the scene 
in 30-foot lengths, 14 feet high and 
eight-inches trick. After the slabs 
were tilted into place by a mobile 
crane, the reinforcing rods were 
welded together and the joints 
sealed with poured concrete. 

The iron-hardened, reinforced, 
concrete floor is capable of support- 
ing 5,000 pounds per square foot. 
It is also chemically treated against 
dust, acids and oils. The interior 
of the plant averages 20 feet in 
height. 

Loading docks run almost the 
complete length of either side of 
the building. 


New Bulletins Describe 
P & H Diesel Engines 


CRYSTAL LAKE, Ill. — A new 
series of two-color bulletins cover- 
ing the full line of P&H diesel 
engines has been announced by 
Harnischfeger Corp. 

The new literature gives con- 
densed information and_ specifi- 
cations on this line of two-cycle 
diesel engines, There is a separate 
bulletin for each diesel with 
pictures of each model or engine 
and power unit. Bulletins may be 
obtained from Harnischfeger Corp., 
Diesel Division, Crystal Lake, III. 


Mathews Building Burns 

The building of Mathews Motor 
Co., Yazoo City, Miss. has been 
destroyed by fire. 


truck paper if the truck itself has 
been properly conditioned before it 
is offered for sale. 

The finance men say that as 
long as the potential buyer has a 
business that is successful, re- 
gardiess of how small, and the 
buyer does not have to depend 
upon the earnings of the truck 
to pay out the paper, time finance 
of such sales should give the 
dealer no trouble. 

They say, however, that the deal- 
er has an obligation to both the 
buyer and the finance house in 
making such sales. They insist that 
the truck be put in good running 
condition so that the buyer won’t 
have a reasonable claim for repairs 
within a short time after he buys 
it. 

It also has been proven many 
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Nearly 11 million readers stopped when they saw this picture 
This illustrated a special report from Las Vegas, N. M. on what the experts 





Boyertown Body Officials Meet— 


Branch managers of Boyertown Auto Body Works gather at the factory in Boyer- 
town, Pa., to hear about plans for sales meetings with truck dealer salesmen from 
Paul Hafer (standing left), president. Seated around the table (from left) are B. F. 
Hafer, W. S. Keller, H. G. Taenzler, E. K. Kellogg, C. W. McGriff, R. F. Hafer, R. Berg, 
B. Yeager, N. Trimbur, E. J. Hall, R. Dalton, E. Lawrence, G. Moore, R. Fleming, R. 
Stoutenburgh, W. Y. Fleck, S. W. Kneen, L. B. Fritz, G. P. Rose and J. R. Goranflo, 


general sales manager. 


times that even a salesman who 
doesn’t know ‘anything about the 
truck business can take a small 
used truck out that is in good con- 
dition and dig up plenty of sales 
making “cold turkey” calls on re- 






are doing to protect us against atomic attack. 


It appeared in ParaDE, the Sunday Picture Magazine. Of the millions 
who saw PARADE, 9 in every 10 stopped to read this story. 


“Hot” stories like this, week after week, make ParabeE the best read publication 
in print. And they give advertisers an audience of 13 million alert readers 

in 43 key markets at less than half the cost per reader of any of the big 
weekday magazines. PARADE’s impact on these people every Sunday 


puts traffic on retail selling floors all week long. 


pair stations, small businesses, cor- 
ner filling stations and small re- 
tailers. 
* * * 
ECENTLY such a test was made 
here in Detroit. A car salesman 


who had been working in the used- 
car lot for only a few weeks was 
put in a half-ton pickup and told 
to start making calls trying to sell 
the unit to every such place of 
business on one of Detroit’s main 
streets. 

Both the salesman and the 
dealer were amazed by the num- 
ber of hot prospects turned up— 
not only on trucks, but on cars. 
It was proof of the maxim that if 
one has a meritorius product to 
sell, he will make sales if he ex- 
poses the product to enough po- 
tential buyers. 

In a spot check of dealers, it was 
found that in many sections used- 
truck stocks were on the increase, 
but had not as yet reached propor- 
tions that were bothersome. In 
many cases dealers admitted that 
they did not have enough vehicles 
to give a potential used-truck buyer 
any selection. 

Dealers, especially those that also 
sold heavy-duty units, also reported 
that the dollar value of used-truck 
inventories were down somewhat. 
They thought that this was due to 
more lights and less mediums and 
heavies in their inventories. 





To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 


Chevrolet 
Oldsmobile 
Pontiac 


Hudson Motor Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Goodyear Co. 
Goodyear Tires 


Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 





PARADE , .. The Sunday Magazine section of 43 fine newspapers in 43 major markets ... with mere than 13 million constant readers, 
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How to Win Friends 


Ohio Group Publishes Booklet on Improving 
Truckers’ Public Relations 
(Continued from Page 19) 


and service uninterrupted. Most | safety talks at playgrounds and 
customers are complimented schools, furnishing trucks for 
when asked for suggestions, it civic and charity drives, provid- 
says. ing transportation to Boy Scouts, 
Customer relations can be built| tying in with Red Cross and 
up by putting stuffers in freight| blood bank drives, promoting 
bills, writing letters to customers| highway improvements, sponsor- 
and using trucking stickers on| ing athletic events and teams and 
letters, the writer explains. working to solve parking 








“Few businessmen have as many | Problems. 
opportunities for building com- In discussing relations with local 
munity goodwill as truckers,” the | —— ee — 
book continues, “The facilities and 
‘know-how’ of truckers are helpful 
in numerous ways — from solving 


highway problems to assisting in ST. LOUIS.—The Missouri High- 
driver’s schools.” way Patrol last year recovered 837 
It is explained that by supporting | stolen autos representing a total 
— local organizations and working for | value of more than $850,000, accord- 
civic improvements, the trucker | ing to Col. High H. Waggoner, su- 

Timken Sales Firm Formed in Mexico— becomes a partner-in community | perintendent. 
A new company, Timken Roller Bearing de Mexico, has been set up in Mexico City tangy gel a they like ” a ep | cumaea' eat Gauesna ah amine a 
to handle the sale of products manufactured by Timken Roller Bearing Co., Canton, O.| the folks they know. | car theft. Of the 837 cars, Wag- 
A. E. Porter, who has represented Timken in Mexico for several years, has been Methods proposed for improv- | goner said, 299 were stolen in other 
appointed manager. ing community relations include ‘states and brought to Missoufi. 


Missouri Police Recover 


837 Stolen Cars in Year 
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New Hercules Front Mounted 
Telescopic Hoist Gives You | 
1000 Ibs. Extra Legal Payload 


You can haul an extra half-ton of payload Li 
FREE on every trip by choosing the 
sensational new HERCULES Single 
Telescopic Hoist (Model 1210) for your 
heavy-duty dump truck bodies 
eleven to fifteen feet long. 

This 20-ton capacity hoist pays 
for itself quickly because it — 
so much less . . . shifts more loa 
to front axle . . . reduces driver 
cost per ton... and minimizes 
maintenance. Available for 
single or tandem axle straight 
trucks, Model 1210 mounts 
easily, no part extending 
below the truck frame. 

For larger capacities, 
HERCULES builds Twin 
Telescopic Hoists with 
even greater payload- 
boosting advantages. 

Act now to increase 
your profits. Write, wire 
or phone for complete 
information. 
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press, radio and television channels, 
the book urges truckers to get on 
good terms with newsmen and to 
stay on good terms with them. 

The author continues, “Newsmen 
like to get facts, news stories, 
human interest items and other in- 
formation. Let them know they can 
call on you for information and 
facts about highway transportation, 

| trucking, safety rules, highway 
| laws, ete.” 
“You will find it always pays to 
contact a newspaper after a story 
is printed that is harmful to your 
business or misinterprets your 
position. A friendly discussion 
with a reporter often results in a 
story giving your side of the case 
and helps publish the true facts.” 

Suggested ways of maintaining 
good press relations include plac- 
ing newsmen on your mailing lists 
for trucking material, suggesting 
human interest stories and furnish- 
ing news releases on the firm’s 
activities. 

The booklet is available for 25 
cents from the Ohio Trucking 
Assn., 3310 LeVeque-Lincoln Tower, 
50 W. Broad St., Columbus 15, O. 


LP Trucks Gain 
In Popularity; 
Savings Cited 


CHICAGO. — The use of trucks 
powered by liquefied petroleum gas 
|is increasing steadily throughout 
the nation because experience shows 


and owner’s cost the fuel is superior 
in many fields of truck operation, 
according to R. M. Buzard, truck 
sales manager of International 
Harvester. 

International Harvester  intro- 
duced, in February, 1952, for the 
first time in motor truck history, 
| factory-built, LP-gas-powered en- 
gines as Underwriters’ - Labora- 
tories-listed equipment on trucks. 


These engines are available in 
heavy and medium-duty models. 


International stepped up its LP- 
truck production for many reasons: 


Investigation determined that LP 
gas was in abundant supply with 
| increasing production and reserves. 
|It was also learned that the fuel 
| was typically lower in cost than 
| gasoline and comparable to other 
| types of fuel used to power truck 
| engines. 
| There are now more than 4,000 
LP gas dealers, and more are be- 
ing added daily. 

Maintenance costs of LP-pow- 
ered trucks are materially reduced, 
engine crankcase oil dilution is 
eliminated, thereby increasing en- 
gine life and oil changes are fewer. 
Carbon, sludge and gummy de- 
posits are materially reduced. All 
of this results in longer-wearing 
parts, and mileage intervals be- 
| tween engine overhauls can be in- 
creased. Simplified carburetors and 
absence of fuel pumps are other 
trouble-eliminating factors. 


Many records from customers 
show 100,000 to 300,000 miles on LP- 
gas trucks, before major engine 
overhauls, Buzard said. 


Even with the addition of pres- 
sure tanks to carry the fuel and 
all the additional safety features, 
initial cost of International LP-gas- 
equipped trucks remains on a fa- 
vorable basis. The total cost of an 
LP-gas truck is far less than a 
diesel-powered truck of the same 
capacity. 

Hundreds of LP-gas-equipped In- 
ternational trucks are-now in users’ 
hands in practically every section 
of the country. To indicate their in- 
creasing popularity, sales of Inter- 
national LP-powered trucks this 
year are 15 percent ahead of the 
same period last year. 





$17,000 Lien Filed 
Against Ex-Dealer 


MILWAUKEE. — Philip V. Gor- 
don, former operator of Gordon 
Motor Co. (Ford) here, has had a 
Federal tax lien filed against him 
for more than $17,000 in back 
taxes owed for the years 1947 and 
1948. Gordon now lives in Chicago. 


Bank Elects Dobbs 
James K. Dobbs jr., vice-president 
of Hull-Dobbs Co. (Ford), Memphis, 
and a partner in Hull-Dobbs-Oakley 
Supervision Service, has been 
elected a director of the Union 
Planters National Bank, Memphis. 


that both in terms of performance ~ 
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Everybody Likes a V-6; 
Nobody Builds One 


“yen times a bridesmaid, 


but never a bride’”’ describes 


the position of the V-6 engine in the U. S. auto indus- 
try. The number of V-6 experimental engines built can only 


be guessed, but the fact that 


virtually every car producer, 


large and small, has given serious consideration to a V-6 


engine at one time or anothe 
gives some indication of the 


interest in such a power plant. 
There are many attractive fea- 
tures about a V-6. Eliminating two 
cylinders would save considerable 
weight and also some machining. 

Service people, always looking 
for more space under the hood, 
would welcome a V-6. Stylists say 
they could do things with a V-6 
engine that are now impractical. 
There would be a reduction in the 
number of piston and valve as- 
semblies. The crankshaft would 
be shorter and stiffer. 


Up to this point, a V-6 looks en- 





tirely practical—which probably | 


accounts for the continuing interest | 
of engineers. Moreover, at least one | 
foreign car, the Lancia in Italy, is| 
powered by a V-6. This engine is | 
smooth and the car handles unusu- | 
ally well. 


* * * 


Expensive to Build 
Bo it is expensive to build, 
which is one serious stumbling 
block. The other objection is that 
the auto industry wonders whether | 
a V-6 can compete in the American 
market with a V-8. Add these two} 
objections—and some other minor 
considerations — and you probably | 
have the reasons for the aneemee | 
of a V-6 in the U. S. 

It is known, for example, that 
at least one General Motors di- 
vision was considering a V-6 a 
few years ago. In recent years, 
Kaiser-Frazer was looking seri- 
ously at a V-6. Whether the proj- | 
ect has been dropped by Kaiser | 
is not known, 
The fact that no one has tooled | 

a V-6 in recent years for volume 
production, however, is indicative | 
of the fact that, up to now, a very | 
short V-type engine has always) 
failed to win the backing some en- 
gineers believe it deserves. 

* * * 


Not in Balance | 


prac a performance standpoint | 


the primary objection to a V-6| 
is that such an engine is not in-| 
herently in balance. A countershaft | 
and weights must be used to elim- 
inate roughness. A countershaft | 
setup is expensive; it also means | 
additional parts. The countershaft | 
occupies valuable space in the en-| 
gine block. | 
According to Detroit engineers, 
the Knight sleeve-valve engine of 
many years ago used a counter- 
shaft that was driven off the 
crankshaft to eliminate rough- 
ness. The engine design was suc- | 
cessful, but wide public accept- | 
ance was never attained. 
An engine expert put it this way: | 
Almost any capable Detroit engi- 
neer, if left entirely to himself, can | 


Proud Pounds 


Champion Trailers to Boast 


Weight on Tags 


ELBA, Ala.—Hereafter there'll be | 
no doubt about the light weight of 
a Dorsey Champion trailer. The 
company has adopted a policy of 
putting every new Champion on the 
scales at the factory and affixing 
the actual weight to the trailer. 

The new policy of putting the 
weight where everyone can see it, 
follows the company’s introduction 
of the-Champion, which the firm 
calls the “lightest trailer, for its 
strength, on the road.” 

Key model in the Champion line, 
a 32-foot tandem dry freight van 
completely equipped, weighs only 
8,750 pounds. 

The weight is stamped on a tri- 
angular metal plate which is affixed 
to the trailer near the serial num- 
ber plate—just ahead of the landing 
gear on the longitudinal member 
on the right side of the trailer. 


work himself into a frame of mind 
where a V-6 engine would be the 
answer to the power problem in a 


car. 
* * * 


No Practical Answer 


UEL distribution would be sim- 

ple. Stiffness in the crankshaft 
and the block would be nearly 
ideal. A shorter and lighter engine 
could be built. Somehow, the en- 
gineer believes, a practical answer 
to the balancing problem could be 
found. 

So far, a practical answer 





hasn’t been found, As far as Au- 
tomotive News has been able to 
determine, no tooling for a V-6 
engine has been placed. While it 
is possible that an engineer some- 
day will solve the balancing prob- 
lem economically, he still will 
have to convince top manage- 
ment that a V-6 can compete in 
the market with a V-8. The fact 
that eight-cylinder engine pro- 
duction passed six-cylinder out- 
put last year emphasizes this last 
objection. 

The V-6 engine probably will con- 
tinue to be a lively topic of conver- 
sation in Detroit. Up to now, how- 
ever, management apparently hasn’t 
seen a proposal it would be willing 
to back up with the millions of 
dollars it takes to tool up for vol- 
ume production. 

+ * * 


Light Building Materials 


Described in Booklet 


LANSDALE, Pa. — A 16-page 
booklet on the use of lightweight 
structural materials — aluminum, 
magnesium and fiberglas—in con- 
temporary’ product design has been 
published by Rolle Mfg. Co., 301 
Cannon Ave., Lansdale. 


Entitled “New Horizons For 
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Charity Drawing— 


Two case workers hope they may be 
selected to designate up to $50,000 for 
a charity organization as they register for 
the Auto-Lite Family Charity Drawing with 
George W. Dixon, retail Kaiser-Willys sales 
manager for Laurel C. Worman, Inc., To- 
ledo. Some 22,000 dealer members of the 
Auto-Lite ‘family’ are accepting regis- 
trations. 





Product Improvement,” the booklet 
traces the history of light metals 
technology, surveys the use of alu- 
minum and magnesium and pre- 
sents an objective appraisal of 
their possible range of application 
for the future. One section is de- 
voted to fiberglas laminations; how 


25 


they are molded, and important 
factors in their design. 


* * * 


Noise Absorption 


EAST ORANGE, N. J. — Volume 
absorbers which break up sound 
waves and absorb the sound due to 
diffraction are being marketed by 
Sonosorber Corp., 21 S. Sixteenth 
St., East Orange, N.J. The units 
have inner cores encased in perfor- 
ated stucco-embossed aluminum 
and weigh about 2% pounds. They 
are designed for noisy industrial 
locations and may be used in clus- 
ters or in layers of groups over and 


near the source of sound. 
* * * 


Moisture Control 


ERIE, Pa.—‘“Moisture Control in 
Compressed Air” is the title of a 
brochure discussing types and quan- 
tities of impurities and methods for 
their removal. It is published by 
Van Products Co., 3736 W. Twelfth 
St., Erie, Pa. 


* + 


Bore Stirrers and Tubing 


LANDISVILLE, N. J.— Bulletin 
53-1, a new catalog on precision 
bore stirrers and tubing, is avail- 
able from Wilmad Glass Co., Frank- 
lin and Flower Sts., Landisville, 
N. J. 
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WHEN YOU ORDER 
NEW HIGHWAY 
TRANSPORT 


EQUI 


EVERY Midland Air or Vacuum Power Brake Kit 
is especially engineered for the truck, tractor, 
trailer or bus for which it was designed. Each unit 
and fitting is engineered for efficient operation 
and dependable stops. Each working part is tested 


wl 


to make sure that it is up to Midland’s high stand- 


ards of quality. 


Leading manufacturers of highway transport 
equipment offer Midland Power Brakes as regular 
or optional equipment. Specify Midland and you 


MIDLAND | 


POWER BRAKES 








SPECIFY MIDLAND ALSO WHEN 
REPLACING OR MODERNIZING 
POWER BRAKES ON YOUR 
PRESENT EQUIPMENT 


EXPERIENCED workmen at your Midland dis- 
tributor’s shop will install Midland Power 


your own shop. 


can be confident that the power braking systems 


of your motor transport equipment will give long 


and trouble-free service. 


THE MIDLAND STEEL PRODUCTS COMPANY 


E. MILWAUKEE AVE. 


ound Department: 38 Pearl St., New York, N.Y. 


DETROIT 11, MICH, 


MIDLAND 





Brakes on your vehicles. Or you can pro- 
cure complete Midland Power Brake Kits 
from your distributor and install them in 


A Few Good Territories 


Still Open for 






DISTRIBUTORS 


WRITE OR WIRE FOR DETAILS 





AND STOP 


SAFELY! 
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Dealer 


An old blacksmith shop which 
was one of the most active places 
in Kansas City in the 1890s has be- 
come a modern new-car showroom 
for Clasen-Morse Chevrolet Co., 
Kansas City, Kans. 

Last Labor Day, a fire demolished 
Clasen’s showroom at 520 South- 
west Blvd. Seeking temporary 
quarters, the company acquired the 
old smithy and remodeled it. 

Clasen plans to build a new show- 
room and office building at the 


burned-out site. 
+ + * 


25th Anniversary Observed 


By Cochrane Chevrolet 


The observance of the silver an- 
niversary of Cochrane Chevrolet 
Co., 601 State St., Bridgeport, Conn., 
was observed recently. James R. 
Cochrane sr., is its founder. 

During its 25 years of business 
the company has increased its staff 
from 14 to 75 persons, Fifteen of 
them have been with the company 
for 15 or more years. 

Also associated in the business 
are Russell H. Cochrane, a brother 
of the owner, and James R. Coch- 
rane jr., a son. 

* 





Braley & Graham Admits 


6 Employes to 10-Year Club 

Six employes of Braley & Graham 
(Buick), Portland, Ore., were ad- 
mitted to the firm’s 10-year: club 
recently and were presented with 
gold watches by A. B. Graham. 

The new club members are Wil- 
liam Nelson, Virgil Labash, Orin 
Chase, Clem Lucas, William Kuust 
and Herb Stuck. 

Warren Brailey announced that | 
the firm had sold 881 new cars and | 
1,023 used cars during 1953. Chal- 
mers Blair distributed the bonus | 
checks. 

* > * 
Armstrong & Goetz Given 


Packard Franchise 
Enfranchisement of Armstrong & 
Goetz Motor Co., Portland, Ore., by 
Packard has been announced by 
Joseph H. McCord, Portland zone | 
manager. | 
Associated in the dealership are | 
William Armstrong and Cecil Goetz. 
The firm will continue to handle a/| 
half-dozen British cars, and will | 
continue its garage operations in | 
Oak Grove, a suburb of Portland, | 
where the concern started in 1945. | 

* * * 


Cadillac Service Club Picks 


New Officers in Chicago 

The Chicago Cadillac Dealers 
Service Managers’ Club has elected | 
the following officers: 

Al Pesavento, president; Ed Galde, 
vice-president; Harry Hedin, secre- | 
tary, and Otto Schroeder, treasurer. 

The club was founded in 1950 by | 
Carl Frick, general service man- 
ager, Chicago branch, to better ac- 
quaint all service managers. 

* * * 


Work Elected President 


Of Sandusky Group 
Paul E. Work (Studebaker) has 
been elected president of the San- | 
dusky Automobile Dealers Assn. 
Other new officers are B. L. Kim- 
ball (Pontiac), vice-president; Rob- | 
ert A, Bushman (DeSoto - Plym- 
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Doings 


vice-president and Leo Earls 
sales manager. 
* * * 
Gables Lincoln-Mercury 
Plans New Building 
The newly-organized dealership 
of Gables Lincoln-Mercury, Inc., 
Coral Gables, Fia., will erect a 
sales and service building at Bird 
Rd. and Ponce de Leon Blvd. 
Temporarily, the concern is occu- 
pying quarters at S.W. Twenty- 
second Ave, and the Trail. 
Officers are Tom Skinner, pres- 
ident; Pete Schaefer, general 
manager; R. D. Maxwell jr., sec- 
retary, and Joseph Gratton, treas- 
urer. ae 
* 


N. H. Military Reservation 


Named for Late Dealer 

In memory of the late Harold H. 
Hart, proprietor of Hart Motor Co. 
(Chevrolet), Wolfeboro, N.H., a 
state military reservation has been 








shire Legislature and as a Town 
official, Col. Hart was chiefly re- 
sponsible for establishment of the 
National Guard’s 28-acre tract in 
South Wolfeboro. 


* * * 
U. C. Manager’s Quick Action 


Saves Okla. Firm in Blaze 

Bowie Ballard, used-car man- 
ager of Service Chevrolet Co., 
Ada, Okla., was credited with 
saving the firm’s building from 
burning when he drove a blazing 
car out of the structure. 

The car, which caught fire 
while its gasoline tank was being 
drained, was destroyed, 

+ + + 


N. M. Burglars Swap 

Ralph Jones, a Ford dealer in 

Albuquerque, N.M., was victimized 

by burglars who took a revolver 

and other items and left in ex- 

change a coffee percolator and 
some embroidery work. 
+. * * 


Fisher Chevrolet Acquired 


By Bauer Concern 


Raymond F. Fisher Chevrolet Co., 
Portland, Ore., has been purchased 


designated the “Hart Military Re-| by the recently formed Fred Bauer 


servation.” 


We jounce, twist and grind them. We abuse, torture and ruin 
them. We duplicate any on-the-job hauling situation . . . 

then add several special brutal tests of our own. 

And for good reasons! We can assure 


Chevrolet concern. Fisher first ac- 


We grind truck axles to 





Using cigaret-lighter fluid, Charles 
Proper, sales manager of Ellenboro Mills, 
Inc., Ellenboro, N. C., helps Marge 
Schroder start a fire on Nycar, a rayon- 
fiber seat-cover material, and on a sample 
of woven plastic. Nycar (left), resists the 
flames while the other material has burned 
to ashes. 
Arthur L. Fields, who retired in 
1953 as a Chevrolet dealer, 


Bauer will continue the dealer- 
ship in the same location and with 


As a member of the New Hamp-' quired the dealership in 1921 from/| virtually the same personnel, ex- 


Ly 


a ESO acti te 


cept for addition of V. K. Watso: 
as used-car manager. 
* am 2 


2 Lindburgs Replace Dad 


As Head of Cadillac Deals 


A. R. Lindburg, of St. Louis, ha: 
relinquished his presidential duties 
in two Cadillac dealerships in order 
to allow the younger generation of 
Lindburgs to carry on. 

Earl C. Lindburg, 30, has been 
named president of Lindburg Cadil- 
lac, and Arthur Clinton Lindburg, 
28, has been named president of the 
Forest Cadillac dealership. Lind- 
burg Cadillac serves as distributor 
to 48 Cadillac dealers in the St. 
Louis area and in Iowa, Illinois and 
Arkansas. 

* +* + 


New Lot for Murdoch 


Murdoch Chevrolet Co., Pitts- 
burgh, has added a used-car lot 
with 7,500 square feet of space. 


* * * 


Emrick Names Wren 


Leon Peter Wren has been named 
truck manager of Emrick Chevro- 
let Sales Corp., Richmond, Va., ac- 
cording to C. W. Appich sr., pres- 
ident. Wren formerly was with Reo 
Motors, Inc., Lansing, and two 
automotive firms in Richmond. 





in the new Timken-Detroit indoor 


and gearing are subjected—indoors— 


proving ground...and only 





outh), secretary-treasurer; Clarence | 

Fresch (Packard), director, and | 

George Smith (Cadillac-Oldsmo- 

bile), director. 
* 


Larson Selected to Guide 


Glendale Dealers in °54 
The following officers have been 
elected for 1954 by the Glendale | 
(Calif.) Motor Car Dealers Assn.: 
President, Fred Larson (Buick); 
vice-president, Tommie Vaughn 
(Lincoln-Mercury), secretary, John | 
Lail (Hudson), and directors, Rob- 
ert Smith (Dodge-Plymouth) and | 
Glenn Brown (Chrysler-Plymouth). | 
* * | 


Mays Buys Packard Deal 


In Huntington, W. Va. 

Byron B. Mays, Huntington, W. | 
Va., has purchased a controlling in- | 
terest in Campbell Packard, Inc., | 
Huntington. 

The dealership has changed its 
name to Mays Packard, Inc. Mays | 
is president, Charles G. Villers is | 


you in advance that a Timken-Detroit 
axle can take a harder beating on the 
job it was built for than any other axle 
made! 

We capsuled a multi-thousand acre 
proving ground into one room. Here 
our engineers put 50 years of experi- 
ence in building axles for trucks, buses 
and trailers to work. Here the axles 


to any outdoor hauling condition . . . 
and scientifically analyzed. 

It’s research to the “umpteenth” de- 
gree. But you enjoy: longer truck life; 
less maintenance, repairs and down- 
time; lower operating costs. That’s 
why the smart money of truck builders 
and owners rides on Timken-Detroit 
axles and gearing. 





Whatever he hauls... simulated 
service conditions show up elec- 
tronically on a screen like this. 
What happens to a heavily loaded 
axle on a bumpy, twisting road — 
then on a level express highway 
or long grade is measured, charted 
with scientific accuracy. No won- 
der Timken- Detroit “Torture- 
Tested” axles with Hypoid gear- 
ing rate “first” with wise truck 
owners! 


TDA quality control starts 
in this ‘‘Torture Chamber“ 
Here we simulate actual high- 
way conditions . . . test quality 
and performance of axles un- 


} 
; 
iF 
fi 
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der any hauling situation, such 
as duplicating the kinetic en- 
ergy of 80,000 lbs. G.C.W.., at 60 
m.p.h, These identical tests are 
repeated hour after hour with 
an automatic cycling control. 
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Army Vehicle Leads Double Life— 


This Twin Coach convertible, Model F-32-F, can be used as a 36-passenger bus. 
With seats removed and overhead luggage racks lowered to provide screened pro- 
tection for windows, it serves as an enclosed cargo carrier. Luggage racks may be 
removed and six litters installed overhead without disaccommodating passengers. 
Flanged wheels permit the vehicle to operate either on highways or standard gauge 
railroad tracks. Since 1935, Evans Products Co., Plymouth, Mich., has built more 
than 500 of these auto-railers for the armed forces, railroads and private industry. 


Mahoney Promotes Clouse 
Michael J. Clouse jr. has been| Mercury), Worcester, Mass., James 
promoted to general sales manager} E. Mahoney jr., president, an- 
of James E, Mahoney Co. (Lincoln- | nounced. 








SAE Speaker Discusses Truck Power Plants... 
Faster Engines Pose Problems 


and a road-speed maximum of 60| presently be found to handle the 


By Sam Sampson 
Staff Writer 

DETROIT, — The trend toward 
higher-revving truck engines poses 
a problem for makers of clutches, 
transmissions, propeller shafts and 
rear axles, according to W. P. 
Michell, chief development engineer 
of the Spicer Mfg. division of Dana 
Corp. 

Speaking at a truck session of 
the annual meeting of the Society 
of Automotive Engineers, Michell 
outlined some modifications to 
drive-line units that he thought 
would be required in the future, 
as higher-speed engines become 
more common, 

For purposes of his discussion, 
Michell drew up a future highway 
combination, with specifications. 
The unit would be called on to 
carry a gross combination weight 
of 55,000 pounds with a tandem- 
axle trailer, would be equipped with 
11-by-20 tires, and would have a 
road speed of 50 miles per hour 


m. p. h. 

Using the SAE “truck-ability. pre- 
diction procedure,” Michell found 
that such requirements called for 
at least 190 horsepower and a maxi- 
mum torque of 300 foot pounds. 
The engine would have a 345 cubic 
inch displacement. According to 
modern standards, 192 horsepower 
could be expected from this engine 
at about 4,000 revolutions per 
minute. 


In discussing the clutch re- 
quirements in this combination, 
Michell found that using a 14- 
inch clutch, peripheral speed at 
4,000 engine revolutions would be 
too fast for safety. 

A possible answer to this problem 
could be the use of smaller, multi- 
Plate clutches or some new ma- 
terials. He added that most auto- 
motive clutches are at present sizes 
because some smaller clutches 
“would not live.” This, he said, 
would bear reexamination soon. 


Propeller shafts, he said, could 





He’s hauling steel . . . he wants axles 
that can “tote” the load —on high- 
way, side roads and open fields. . . 
can do it fast, powerfully, depend- 
ably. He wants axles that absorb 
punishment... are easy and cheap 
to maintain . . . stingy on repairs. He 
wants Timken-Detroit “Torture- 
Tested” axles with Hypoid gearing. 





Timken has it! 





i 
TRADE MARK ry REGISTERED 


“TORTURE-TESTED” 


to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 


AXLES FOR TRUCKS, BUSES AND TRAILERS 


He’s an intercity hauler... he wants 
axles with pulling power plus speed 
—under any condition . . . without 
beating the engine to pieces. He 
wants dependable performance and 
low upkeep .. . little downtime for 
repairs . . . long truck life. He wants 
Timken- Detroit “Torture -Tested” 
axles with Hypoid gearing. 


He delivers goods... he wants axles 
that will take him anywhere . . . stop 
and go. He wants power and speed 
where it counts .. . plus easy opera- 
tion. He wants low maintenance and 
repair costs . . . little shoptime. He 
wants Timken- Detroit “Torture- 
Tested” axles with Hypoid gearing! 


FINAL DRIVE 


SINGLE-SPEED 
DOUBLE-REDUCTION 
FINAL DRIVE 


iF SINGLE-SPEED 





DOUBLE-REOUCTION 
FINAL DRIVE 











Sell eee Sell eee Timken-Detroit 
Hypoid gearing ... a Timken “first” 


Hypoid gearing for truck axles 
was pioneered by Timken- Detroit. 

Proved in billions of ton-miles 
of actual operation. Designed to 
give the slower gear ratios neces- 
sary for modern engines without 
loss of strength. Pinion is bigger, 
stronger .. . bearings are larger. . . 
more teeth in contact reducing 
loading per unit of contact area. 
Torque transmitting capacity in- 
creased to step up performance 
and rugged power. 


Get 3-for-1 power, too! ... 
tailor-make the truck to the job 
with a choice of three final drives— 
single-speed; single-speed double- 
reduction; and two-speed double- 
reduction. They fit into any one of 
a complete “family” of 7 basic axle 
capacities—in the entire range of 
medium and heavy-duty require- 
ments. This advanced-related de- 
sign incorporates identical fea- 
tures of construction and inter- 
changeability. 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin « Utica, New York 
Ashtabula, Kenton and Newark, Ohio ¢ New Castle, Pennsylvania 








truck at hand, Several companies, 
he said, offer shafts that meet the 
requirements of 4,000 r.p.m., but 
only if overdrive transmissions are 
avoided. 

But for the trucks of 1957, he 
continued, six changes in propeller 
shafts may be found necessary: 

“1, Larger tubes, with lighter 
walls for higher critical speed. 

“2. Reduced permissible length, 
for higher critical speed. 

“3. Closer balance limits on all 
components. 

“4, Reduced permissible operating 
angles. 

“5. Reduced permissible out-of- 
parallel angle of end flanges, Le., 
engine, center bearing and axle 
pinion must be held to closer 

“6. More attention to mountings, 
particularly the midship or center 
bearing which now sends consider- 

able vibration into the frame.” 


On rear axles, Michell said, “it 
is not believed that the differential 
and axle shafts will be affected by 
high-speed engines; their speed is 
limited by law and their load by 
road grades and legal 
allowed.” 

After laying out a series of 
possible ratios and axle setups, 
with predetermined per- 
formances, Michell found that 
only four present combinations 
will meet the needs of high- 
revving V-8 engines. 


Michell said, “Since most of the _ 


axle ratios (shown on slides) are 
less than 8 to-1, the present single 
reduction axle, whose limit is 7 or 
7.5, seems to be unusable. 

“It seems, then, that larger axle 
ring gears, permitting single re- 
duction ratios of 8 or 9 will be 
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loads — 


necessary. This means new housing | 


tools.” 

Michell said that the new high- 
revving engines would affect 
transmissions by providing higher 
cycles per mile on gear teeth and 
bearing. This would call for 
larger gears and bearings, 
particularly since dynamic forces 
on teeth increase with speed. 

“If, however, we run up the speed 
but reduce the torque to keep 


horsepower at present levels, we | 


must balance the increased cycles 


per mile against the greatly in- i 
creased life of gears and bearings — 


with power loads,” Michell said. 
“But, again, we must consider 
higher dynamic tooth loads, off- 
setting some of the gain.” 

Noise, vibration and unbalance 
will require design and manu- 


facturing changes of some magni- | 


added, the oil level is critical. 
Since temperature, even at present, 


aim at low oil level or dry sump. 
undoubtedly change as higher 
| troduced. For the unit in question, 


fair guess,” he said. 

From data gathered as a result 
of past practices and new de- 
signs, Michell predicted that ratio 
steps will be closed up or gather- 
ed near the high end, if shifting 
and gear pattern permit, or more 
steps provided for equal per- 
formance. 

“If a torque converter or fluid 





gear steps must follow in the same 
pattern.” 

Michell provided a table which 
measured the percentage of time 
a driver, 


speed forward drive, 
showed, 2 percent of the time is 


6 percent in third; 11 percent in 
fourth; 16 percent in fifth; 30 per- 
cent in sixth, and 30 percent in 
seventh, 


Electronic Balancing 
WILLOW GROVE, Pa. — The 


matically measuring the amount 


tronics, is described in Bulletin 49, 
released by Tinius Olsen Testing 





low Grove, 


speed engines are successively in- 
| seven or eight speeds would be “a © 


drive is used,” Michell said, “the 


nr 9 nnn os 


on an ordinary run,” 
spends in each gear. With a seven- | 
the table; 


spent in low; 4 percent in second; 


Electodyne, a new system for auto-— 


and indicating the angular location” 
of unbalance by means of elec- 


Machine Co., 3015 Easton Rd., Wil- 


tude, he said. With high speeds, he 





is a serious factor, designers should © 


Transmission ratios, he said, will 
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-| LIQUIDATION 


BRITISH IMPORTER OF LEADING 
BRITISH SEDANS AND SPORT CARS 


SELLING INVENTORY 
BELOW 3 
IMPORTERS COST 


30 SEDANS — 60 SPORT CARS 
WILL SELL 
COMPLETE LOT—OR PART 


Box AN 501 
Automotive News, Detroit 26, Mich. 






USE THE 
Oregonian to 
SELL THIS RICH 


MOTOR-MINDED 
MARKET! 


Oregon's 1953 
Auto Sales 
Per Capita 
Were 37% 
Above U.S. 
Average! 


With a daily circulation 
lead of 39,543 over the 
Oregon Market's second 
newspaper, no wonder The 
Oregonian is first in auto- 
motive advertising 

first in sales! 


226,445 Daily 
285,142 Sunday 


et 





REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 





: 


THE HOWARD ZINK CORPORATION 


Fremont. Ohio 
Other Plants in Passaic, N. J., Long Beach, Calif., Charleston, Miss. 
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Lawsuits Affecti 








Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

ECENTLY I traveled across sev- 

eral southern states and talked 
with many automobile dealers. Sev- 
eral asked me to discuss, in an 
early issue of AUTomotive News, the 
liability of an automobile seller on 
an ordinary guarantee. 

First, it is important to know 
that the higher courts have held 
that if the testimony shows that 
the purchaser of an automobile was 
induced by false and fraudulent 
representations to make a contract, 
he has a choice of three remedies: 

1, He may rescind the contract 
and sue the seller for the money 
previously paid and return the 
automobile. 

2. He may refuse to accept de- 
livery of the automobile. 

3. He may retain the automobile 
and sue for the full damages he has 
sustained by reason of fraudulent 


representations made by the seller. 
7 - * 


Seller Not Liable 
Ww respect to contracts of 
sale, a seller is not liable in 
damages for fraudulent statements, 
silence or promises made to a pur- 
chaser who did not rely upon such 
statements before the sale was 
made, or the contract was signed. 

For instance, in Campbell v. C. 
and C. Co., 21 N.W. (2d) 427, a 
purchaser refused to make agreed 
payments for an automobile and 
the seller repossessed it, 

Later the purchaser sued the 
seller for heavy damages and al- 
leged that the seller falsely and 
fraudulently misrepresented facts. 

The higher court refused to hold 
the seller liable on a fraud charge 





Independent tire dealer adds 
$75,000 a year to sales with 


- oward Jak SEN COVERS 


HARLIE CASE TIRE COMPANY of Phoenix has 

made a booming success of the $500 a month 
service station taken over in 1945. Total sales last 
year hit $500,000 . . . 15% grossed from seat covers 
... and Charlie predicts seat cover sales will grow 
in coming years. For one thing he plans to put 
stronger selling effort behind the nationally 
advertised Howard Zink seat covers. 


If you are interested in adding sales and profit 
with a fast selling line of merchandise, Howard 
Zink offers you a real opportunity. 


Howard Zink is the only nationally advertised 
brand of seat covers. Consumers everywhere know 
and trust the name, as you know and trust the 
quality of nationally advertised products you buy 
for personal use. 


Write today for information on how you can 


get into the profitable 
seat cover business 
with the Howard Zink 
seat cover line. 


because the purchaser failed to 
prove that he relied upon the al- 
leged false statements and acts of 


the seller. 
= * * 


Statements Not Proved 


OTHER words, the purchaser 
did not prove that the fraudulent 
statements were made before the 
contract of sale was signed. 

Fraud of a seller involves mis- 
representation of facts designed to 
induce a purchaser to buy an auto- 
mobile, whereas an ordinary guar- 
antee does not involve fraud. 

Nevertheless, if a seller breaches 
a guarantee he is liable in ade- 
quate damages to the purchaser 

who may either keep the automo- 

bile or return it to the seller. 

All higher courts hold that a 
seller is relieved from liability or 
oral promises or guarantees made 
by a salesman, if the written con- 
tract contains a clause that the em- 
ployer is not responsible for such 
oral agreements made by tle sales- 
man. 

However, no such clause can be 
relied on to relieve the employer 
from fraud of the salesman, An 
automobile dealer always is liable 
for fraudulent acts, promises and 
guarantees made by a salesman. 


Other Nations Eye 
API Classifications 
For Motor Oils 


DETROIT. — Recognition of the 
recently adopted American Petrole- 
um Institute service classification 
for crankcase motor oils has spread 
to distant nations, the lubrication 
committee of the API’s Division 
of Marketing has been told here. 

R. Cubicciotti, 1954 lubrication 
committee chairman, announced at 
the concluding session of the con- 

vention that interest in the API 
motor oil service classification has 
been expressed by official and in- 
dustry organizations in Germany 
and South Africa. 

The API designations “ML,” 
“MM” and “MS,” basing motor oil 
changes on the severity of driving 
conditions, are being used increas- 
ingly in this country, the commit- 
tee reported. 

The three-day winter meeting 
set two attendance records for the 
lubrication committee. 

In a paper on preignition, W. E. 
Bettoney, Petroleum Chemicals di- 
vision, E. I. duPont de Nemours & 
Co., said preignition is likely to 
become an important factor in 
the operation of the more efficient 
high-compression automobile 
engines of the future. 

“One of the factors impeding 
progress to higher compression 
engines,” said Bettoney, “is the 
fact that residues or deposits from 
the fuel and oil accumulate in the 
combustion chamber of engines and 
| increase the tendency for knock. 
| Furthermore, such deposits may 
glow and ignite the gases in the 
cylinder before it is ignited by the 
spark plug. This effect is known 
as preignition.” 

Bettoney said preignition might 
be overcome by changes in engine 
operating conditions, by increased 
fuel octane quality and by the use 
of fuels and oils which do not con- 
tribute to harmful types of com- 
bustion chamber deposits. 

Vincent Ayres, assistant chief 
engineer of the Valve division, 
Eaton Manufacturing Co., Detroit, 
discussed valves, valve lifters and 
| other components which “make or 
break” an engine valve system. 


Expert Mayor 
Buffalo Chief Well Versed 


On Auto Costs 

BUF FALO.—Mayor Stephen 
Pankow, an auto dealer before he 
became the city’s chief executive, 
was surprised at his budget hearing 
when the purchase division re- 
quested $1,400 for a new car. 

He wasn’t even satisfied when it 
was explained that this was the 
tradein cost, figuring $400 for the 
division’s 1947 car. 

The mayor shook his head. 

“I don’t know what kind of a 
car you can get for $1,800,” he said. 





54 Dash Stickers 
Announced by 


Safety Council 


CHICAGO.—A 1954 series of the 
National Safety Council’s dash 
stickers for commerical vehicles is 
now available. 


The dash stickers—bright four- 
color miniature safety posters 
come in sets of 12, one for each 
month of the year. They constant- 
ly remind drivers to be careful and 
avoid accidents. 

Some of the topics covered are 
car checks, near misses, daydream- 
ing, turn signals, jumping the 
yellow light and night driving. 

The stickers are flexible with an 
adhesive back. No wetting is neces- 
sary and the sticker can be quickly 
removed at the end of the month 
without leaving marks or sticki- 
ness. 

A free sample and prices for 
quantities can be obtained from 
the National Safety Council, 425 
N. Michigan Ave., Chicago 11, Il. 


Monroe Shocks 
Hit Sales Peak 


MONROE, Mich. — Sales of 
Monro-Matic shock absorbers this 
year have reached a new peak, it 
was announced last week by 
Brouwer D. McIntyre, president of 
Monroe Auto Equipment Co. 

Shipments through Feb, 12 ex- 
ceeded 375,000 units, he said, a 
volume more than triple the 
amount shipped up to that time 
last year. 

The heavy sales preceded Mon- 
roe’s new merchandising campaign. 
This centers on the slogan “Ride 
with the Winner,” pointing up the 
fact that Indianapolis Speedway 
champions rode on Monroe shock 
absorbers, explained McIntyre. 


Varied Vehicles 


Hotrods to Antiques Cited 


At Miami Show 


MIAMI. — Nearly 100 cars were 
displayed at the second annual Mo- 
tor Mania Show here. 

A maroon 1932 Ford roadster, 
with a 200-horsepower GMC truck 
engine and a Lincoln transmission, 
won first prize in the hot-rod di- 
vision. It is owned by Bob Brodlin. 


In the custom-car competition, 
first place went to Norman Olson’s 
Banshee. George Mehallis won top 
sports-car honors with a _ white 
MG-TC. A 1952 Lanzia Aurelia was 
first in the foreign-car section. 

The antique awards went to 
James Melton for a 1913 Mercer 
raceabout, first; William O. Cox, 
two-cylinder 1911 Maxwell, second, 
and Charles E. Sebastian, 1913 
Model T touring car, third. 

The classics awards went to a 
1928 five-passenger Packard owned 
by J. A. Colletti; 1931 Lincoln phae- 
ton, owned by Don S§S. Porter, and 
1930 eight-cylinder Gardner road- 
ster, owned by Ruth Ellis. 

Special prizes were awarded to 
Art Mix for his 1897 Locomobile, 
oldest car in the show; Jim Porter, 
5, for the best miniature working 
model, built by Fincher Motor Co., 
and Miami Rambler Club for the 
finest club exhibit. 

The show was sponsored by the 
Pelican Harbor Yacht Club. 





New Truck Tire— 


The Super Express tire announced by 
B. F. Goodrich Co. is said to have a 46 
percent thicker tread than regular tires 
and is designed for use on all truck 
wheels. The center rib is wider than the 
other four, putting more rubber in the 
center of the tread where the fastest 
wear occurs. The tire is produced in eight 
sizes, ranging from 8.25 by 20 to 11 
by 22. 
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give of their isi for the com- 
mon cause, 

Dealers especially will find the 
new safety campaign just started 
by the Inter-Industry Highway 
Safety Committee, the National 
Committee for Traffic Safety and 
the National Safety Council a con- 
venient method to spread the gos- 








Highways & Safety . bx 


White House Parley |— | (- ™ 


Opens New Vistas 


By Gerhardt Neumann 
Staff Writer 
A CALL for safety action echoed 
last week from the White 
House to the far corners of the 
nation. 

President Eisenhower, General 
Motors President 
Harlow H. Curtice 
and other busi- 
ness and civic 
leaders told the 
White House 
Safety Conference 
that local organi- 
zation is needed 
to combat high- 
way accidents. 

Many dealers already have un- 
derstood the necessity for local or 
statewide measures and also recog- 
nized the particular interest of the 
auto dealer in safety-conscious 





individual rights in order to en- 
force safety for the good of all 
citizens? How can irresponsible 
drivers be removed from the roads? 
How can safety education be made 
so forceful that it will overcome 
the indifference of the public in 
safety matters? 
* 4 * 

cr APPEARS that some perma- 

nent national organization will 
emerge from the Washington de- 
liberations. The President’s Action 
Committee for Highway Safety 
probably will maintain a small 
continuing staff in Washington 
which will function as an advisory 
body. 

Among four recommendations 
made by the conference, only one 
was of a concrete nature; that 
is, a campaign for more highway 
patrolmen in those states where 





Ford Sellers Elect— 


John McBeath (left), retiring president | 24th annual Safety Convention and 


of the New England Ford Sales Managers 
Assn., congratulates Richard J. Sutton 
(right), upon his election to the presidency. 
With them is John Madden, sales manager 
of Hoover Motors, Boston. 
was a move to enlarge the safety 
inspection program of the Inter- 
state Commerce Commission. 

The other recommendations urged 
safety pledges, campaigns and gov- 
ernors’ conferences. 

Until the Washington plans can 
gel, public-spirited individuals still 


pel of courtesy to those who want 
to listen and are ready to accept it. 


ms Es Safety Parley | 
To Start Apr. 5 


Ten thousand safety experts from 
all over the nation will gather in 
New York starting Apr. 5 for the 


Exposition under the sponsorship 
of the Greater New York Safety 
Council and 73 cooperating agen- 
cies. 

The convention will conduct 57 
meetings, covering virtually all 
fields of industrial, highway, home, 
school and public safety. The ses- 
sions will be addressed by more 
than 200 speakers, including Fed- 
eral officials, educators, law en- 
forcement authorities, scientists, 
safety engineers and industrial ex- 
ecutives. 


drivers. 


h 
Driver training, awards for = me neces. Mgniseant, ae 


will have plenty of opportunities to During the convention, the city 


29 


will observe “Greater Safety Week.” 

In conjunction with the conven- 
tion the Greater New York Safety 
Council will hold an exposition of 
the latest developments in safety 
devices and demonstrate driving 
and drunkometer tests. 

There will be 118 separate dis- 
plays. E. F,. duPont, director of E. 
I. duPont de Nemours, will address 


the aa dinner on Apr. 8. 
* 


| Safe Auto Hauling 


new safety record has been 
established by the drivers for the 
auto transport industry. They have 
driven for nine consecutive months 
with an accident rate of less than 
one accident per 100,000 miles, ac- 
cording to Richard E. Beiser, gen- 
eral manager of the National Auto- 
mobile Transporters Assn. 


White Buys Sender Dealership 


In Marysville, Kans. 

Collis R. White has purchased 
Sender Pontiac Co., Marysville, 
Kans. 

White will continue as general 
manager of Mike Reeder, Inc. 
(Cadillac-Pontiac), of Excelsior 
Springs, Mo, He formerly was with 
Eisenhower Motor Co., Clay Center, 
Kans. 





courteous motorists or distribu- 
tion of safety material have been 
promoted fervently by many in- 
dividual dealers and dealer or- 

ganizations. 

And yet the results, on the whole, 
are far from satisfactory. What can 
be done to make safety promotion 
more effective? The answer that 
came out of Washington was: Com- | 
bine all your efforts in one local 
organization. This will help not} 
only to further safety education 
but also reestablish business in its 
role as civic leader. 

s 7 7 


S IT the whole answer to the 
problem? Past experiences have 
shown that the existing groups can 
cooperate only up to a’certain 
point and then come to a parting 
of the ways because of fundamental 
differences of opinion. 

However, there is some ray of | 
hope. Such differences usually turn | 
up in the field of taxation, highway | 
financing, use of road funds and 
similar subjects. 

Although it can be foreseen 
that selecting leaders satisfac- 
tory to all groups will not always 
be an easy task, one should think 
that on the question of traffic 
safety all existing organizations 
should be able to agree. 
As Curtice pointed out in Wash- 
ington, “when it is well organized, 
well financed and well managed, 
such a community safety organiza- 
tion . . . provides coordination of 
the efforts of all community| 
groups.’ 
Similarly. Secretary of the In- | 
terior Douglas McKay, a former | 
auto dealer himself, stressed the | 
responsibility of manufacturers and | 
dealers “to help provide both gd 
and efficient movement of traffic.” 

* * 
I’ ACTION is the final goal of | 
such local efforts, it will have 
to be determined whether methods 
exist by which better results can 
be obtained than under the conven- | 
tional methods. 

If and when such local organi- 
zations are set up, they will be 
faced with difficult decisions. By 
searching for more effective ways 
of bringing about safety on the | 
highways, they will have to come 
up with a new set’ of principles 
in order to avoid getting into the 
old rut. 

Is driving a right or a privilege? 
How deep may legislation cut into 


add up to Longer Axle 
Rugged Dependability, 


Katon’s planetary gearing distrib- 
utes pressure and wear over a number of small gears, 
resulting in lower unit stress. Forced-flow oiling 
system provides positive lubrication to all moving 
axle parts at slowest vehicle speeds. Extra heavy 





construction eliminates the possibility of distorti 
Saskatchewan Uns Rates c P y eae 


On Compulsory Insurance 


Higher premiums for Saskatche- | 
wan’s compulsory auto insurance 
plan to meet higher costs from 
highway accidents have been an- 
nounced by Provincial Treasurer 
C. M. Fines. 

Boosts range from $1 to $20, de- 
pending on the age of the car. The 
$100 deductible provision for colli- 
sions will be doubled to $200. 

Cost of the “package” insurance 
premium for an average 1952 car 
now is $50, compared with $38 pre- 
viously. The policy provides. up to 
$50,000 a person for bodily injury 
suffered in an accident, with a 
maximum of $100,000 for any one 
accident and property loss coverage 
of $5,000. 


or misalignment under full loads. Practical, down-to- 
earth design makes maintenance quick, easy, eco- 


nomical. Simple shifting makes it easy for drivers to 
use all available gear ratios. The right ratio for every 
road and load condition; gives extra maneuverability, 
positive control at all times. The result of these 
Eaton features is long, trouble-free axle life, greatest 
possible vehicle utility at lowest possible cost. 








Exclusive Eaton Features 
ti 


Minimum Shop Time, Lower 
Maintenance Cost 


More than two million 
Eaton Axles in trucks today. 


EATO 
2S peced Thi 


AXLE 


Axle Division 


EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 








c YW PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts + Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 
Springtites* Spring Washers * Cold Drawn Steel* Stampings* Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 
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— conspicuously practical 
and able men are setting an 
example which will guide the des- 
tinies of America and determine the 
future of our children and grand- 
children in the years to come. 

They are Winston Churchill, who 
has the experience and the idea... 
Dwight Eisenhower, who has the 
character and honesty... and 
Henry Ford II, who has the money 
and the ideal. 

Churchill, at the age of 79, be- 
lieves that he can bring the far- 
seeing, thinking men of the world 
to agree that “the building of a 
sure and lasting peace” is the 
only guarantee of the happiness 
and prosperity of the people of 
the world. 

Eisenhower, his close friend, is 


in no mood of precipitate im- 
patience . . . nor does he hear 
“time’s winged chariot hurrying 
near” (as Winston’s father, Lord 
Randolph Churchill, said of Glad- 
stone). Ike is a quiet coalitionist, 
always seeking to resolve divergent 
views for what is best in the inter- 
est of the nation and “a philosophy 
of life unyielding in ideals.” 


Young Henry Ford II, whose 
father created an enormous fortune 
by first supplying the greatest need 
in the progress of the world, has 
determined to provide the means by 
which every boy and girl may have 
a “chance for his or her white 
alley” through Practical Education. 

a * + 


The New Aristocracy 


EF CHURCHILL is the product of 
that heroic author of his youth, 
George A, Henry, and for 79 years 
has “ridden the wild horses” 
through history ... and Ike is the 
farm boy from Abilene, who has 
typified the story of Horatio Alger 
in his life . . . then young Henry 
should be memorialized as a capi- 
talist who recognizes that the prog- 
ress of the world depends upon the 
progress of Straight Thinking 
among the boys and girls of the 
rising generation. 

It may take some time for the 





Autocar Diesel Packs 200 Horsepower— 


The Autocar division of White Motor Co. has developed this diesel tractor, which 
is only 106 inches long, with a 131-inch wheelbase, but comes with engines up to 
200 horsepower. The model, known as DCU-75TN, is said to have great manevuver- 
ability and is designed to pull long trailers without exceeding the 45-foot maximum 


length. 


new aristocracy of capacity ... 
visualized by Henry Ford Il, to 
gradually displace that aristoc- 
racy of politics which Ike shook 
to its foundations last November 


- « « While Winston was shaking 
off the “noble tiaras of England.” 
But if you read the papers, it is 
apparent that the colleges and 
universities have already grabbed 








Cylinders wear most at the TOP 


MITTS L CUMS eC ce 


Solid chrome plating on top and bottom rings 
gives wear protection throughout entire area 
of ring travel. Rings pre-seated at factory, 
eliminating tedious break-in period. Alternate 
HiPressure spring for badly worn cylinders. 


Thus, TOP rings must he 


power and lasting oil economy. 





The old style top piston rings found in many 
so-called ‘‘chrome’’ piston ring sets fail to provide 
adequate protection against wear where most wear 
occurs...in the area of highest temperature, greatest 
pressure and poorest lubrication. But, in Perfect 
Circle’s 2-in-1 Chrome Piston Ring Set, BoTH the top 
ring AND the oil ring rails are plated with thick, solid 
chrome to give thousands of ExTRA miles of sustained 


To obtain the full benefit of chrome in any engine, 
new or old, install chrome at its best... Perfect Circle 
2-in-1! The Perfect Circle Corporation, Hagerstown, 
Indiana, The Perfect Circle Co., Ltd., Toronto, Ontario. 


Perfect Circle 


2 in 1 chrome piston rings 
The standard of comparison 


the pigskin and are now running 
with the ball. 

The Yale department of educa- 
tion, aided by a grant from the 
Ford Foundation, is making a study 
of the schools of Fairfield, Conn. 
. . . 13 public schools, with an en- 
rollment of 6,000 pupils. This to be 
coordinated with a similar project, 
also financed by the fund, in Bay 
City, Mich. 


Better Pay for Educators 


— professors, who now 
make “up to $7,500 a year” 
(even though they never learned 
how to throw a forward pass), may 
be interested in the announcement 
by the Rev. Father John J. Cav- 
anaugh, CS.C., director of the 
Notre Dame Foundation. It calls 
for the addition of about $10,000 
annually to the salary of a profes- 
sor at the university, the necessary 
funds to be supplied by business 
corporations who will be invited to 
underwrite the project. 

The plan was approved by the 
advisory council, including 34 
business executives, and will be 
known as the Distinguished Pro- 
fessors Program. Father Cava- 
naugh will choose 45 outstanding 
educators from all parts of the 
world, 

Dr. Grayson L. Kirk, president of 
Columbia University, when he re- 
ceived the Ohioana award at Co- 
lumbus the other day, said that 
“mass education” was not adequate 
for training potential leaders, “We 
can get better leaders from custom- 
made training of young people of 
promise than from an assembly-line 
program,” he declared. 

7” * . 


Showdown Fight 


B* CONTRAST, a political fight 
went on in Kentucky which 
overshadowed other issues in Ken- 
tucky’s election, Nov. 3. The fight 
for a Minimum Foundation for Ed- 
ucation down there started when 
the Army disclosed that Kentucky 
topped all other states in the per- 
centage of draftees rejected for 
lack of sufficient education. 

Under the present political setup, 
each child in any of 228 public 
school districts gets $38.11 a year 
whether he is attending school or 
not. It may mark the beginning of 
a showdown fight between the 
champions of education and those 
who favor political domination. 

In the meantime, Trinity Col- 
lege, Hartford, Conn., started a 
drive to raise $8,200,000 “to so- 
lidify its position as one of the 
leading liberal arts colleges of the 

country.” Dr. Albert C. Jacobs, 

president, says that “independent 
education must be preserved.” 

Another warning was sounded at 
a conference sponsored by the Ford 
Foundation, at Annapolis, when Dr. 
O. Meredith Wilson, executive sec- 
retary of the fund, said the public 
tended to fear the “educated in- 
tellectual free thinker. If a man 
does not conform he is branded as 
an egghead and a brain truster.” 

P.S.: Page the following names 
in the Elysian Fields and see how 
many “eggheads” you find among 
them. Many a man thought they 


were “crazy.” Edison ... Bell... 
the Wright brothers . . . Marconi 
. .. Pasteur ... Westinghouse. . 


Roentgen ... James Watt . . . Leo- 
nardo da Vinci... Henry Ford... 
and don’t forget Jesus Christ. 


New-Type Battery 


Retains Charge 


ST. PAUL.—Gould-National Bat- 
teries, Inc., is preparing to manu- 
facture a new type of dry-charge 
electric storage battery, described 
as the first of its kind to be sold in 
the U. S. 

The new battery is able to retain 
its initial charge over much longer 
periods than ever before possible, 
particularly under adverse tem- 
Perature and moisture conditions, 
according to Albert H. Daggett, 
president of Gould. 

Daggett said that automotive bat- 
teries made under the new process 
could be kept in a dealer’s inven- 
tory for a long time with no sub- 
stantial deterioration. 

He said the principle involved 
could be applied to the largest types 
of dry-charge batteries, including 
those used in submarines and naval 
vessels. 

“The savings in charging equip- 
ment alone could amount to mil- 
lions of dollars for our Govern- 
ment,” Daggett said. 
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Auto Personnel 


Three top-level promotions and 
the election of a new director have 
been announced by Jack P. Whit- 
aker, president of Whitaker Cable 
Corp., Kansas City. 

Jack F. Whitaker, vice-president 
and general sales manager, was 
elected executive vice - president; 
Dean Stewart, manager of indus- 
trial sales, was elected a vice-pres- 
ident, and John W. Taylor, who is 
in charge of the St. Joseph (Mo.) 
plant, was elected a vice-president. 

C. Craig Whitaker, who has been 
in the industrial sales division for 


five years, was elected a director. 
* * * 


McQuay-Norris Promotes 


Heidenheim in Sales 
Roger S. Heidenheim has been 
named manager of replacement 
sales for McQuay-Norris Mfg. Co., 
St. Louis, accord- 
ing to Carl R. 
Wippern, execu- 
tive vice - pres- 
ident. 
Heidenheim will 
be succeeded as 
district sales man- 
ager of the upper 
central midwest 
district by Byron 
F. Clapp. 
Heidenheim has 
been connected 
with the replacement parts business 
since 1927, having started with Tri- 
angle Parts Co., Oakland, Calif. He 
later became affiliated with Mc- 
Quay-Norris in a service capacity 
at the Oakland factory branch. 
Clapp joined McQuay-Norris in 
1940. 


R, S. Heidenheim 


* * * 
Buffalo Weaving Forms 


Auto Parts Division 

Buffalo Weaving & Belting Co., 
Alliance, O., has announced forma- 
tion of an automotive parts division 
with George Schofield as sales 
manager. Schofield formerly was 
with Winslow Metal Products Co., 
Cleveland. 

First product of the division will 
be an auto headlight replacement 
unit. 

R. L. Heiniger, vice-president of 
Buffalo, also announced the ap- 
pointment of Hal Heath as project 
engineer and of Earl Bacon as of- 
fice sales head in the new division. 

* * ~ 


Pontiac Fills Three Posts 


In San Francisco Zone 

Don R. Stuart, Pontiac’s San 
Francisco zone manager, has an- 
nounced the following appoint- 
ments: 

Howard Winfield has been named 
business management manager of 
the zone, succeeding Earle Cunha, 
who resigned to join Doten Pon- 
tiac, Berkeley, Calif. 

Robert O. Link was named dis- 
trict manager in San Francisco, 
and Robert K, Garrison, district 
manager in Sacramento. 

* + cs 
Hernan Succeeds Burnham 


As Fruehauf Controller 


Election of Francis M. Hernan 
as controller of Fruehauf Trailer 
Co., has been announced by Fred 
Burnham, financial vice-president. 

Hernan had been assistant con- 
troller for plant accounting for two 
years. Burnham was controller be- 
fore being elected vice-president. 

* * ca 


Borg-Warner Picks Drake 
To Head Market Research 


Establishment of a market re- 
search department by Borg-War- 
ner Corp. has been announced by 
Roy C. Ingersoll, president. 

The new department, whose ac- 
tivities are to supplement the 
market research operations of the 
corporation’s various divisions, 
will be headed by John A. Drake 
as director of market research. 
He previously was director of 
marketing for the Norge division. 

* * * 


Ford Splits Labor Relations; 


Names Aquinto, Thompson 


Formation of two separate de- 
partments replacing Ford Motor 
Co.’s labor relations department 
has been announced by M. B. Lind- 
quist, general industrial relations 
manager. 

Henry V. Aquinto has been ap- 





pointed manager of the new labor 
relations department, while W. 
Spencer Thompson became manager 
of the umpire and review board 
proceedings department. 

Aquinto had been head of the 
former labor relations department 
since 1952. Thompson moved to his 
new post from Ford International, 
where he had served as director of 
industrial relations and organiza- 
tional planning since 1951. 

* * * 


Eaton Names deWindt, Eames 


To Head Two Divisions 

Howard J. McGinn, president 
of Eaton Mfg. Co., has announced 
the appointment of EZ. M. deWindt 
as general manager of the stamp- 
ing division, Cleveland, and W. R. 
Eames as general manager of the 
pump division, Detroit. 

DeWindt fills the position for- 
merly held by R. E. Fisher, re- 
cently elected sales vice-president 
of the corporation, and Hames 
occupies the position held by F. 
H. Mott, who has been elected 


administrative vice-president for 
all Eaton plant operations in 
Michigan. 

DeWindt joined Haton in 1941, 


and Eames in 1948. 
* + + 


Schmidt Is Michigan Agent 


For Weymouth Art Leather 


Weymouth Art Leather Com- 
pany, Inc., South Braintree, 
Mass., producer of vinyl and py- 
roxylin-coated fabrics, has ap- 
pointed W. C. Schmidt as sales 
agent in the Michigan area for 
the automotive, furniture and 
allied industries. 

+ 


Bathey Ends Long Service; 


Fisher Body Names Siegel 


Walter A. Zielke, general direc- 
tor of the production control divi- 
sion of Fisher Body, has announced 
the retirement of Luke Bathey, di- 
rector of the scheduling section, 
after almost 44 years of service 
with General Motors. 

Harry S. Siegel, formerly super- 
intendent of the Fisher Body as- 
sembly plant in Janesville, Wis., 
replaces Bathey. 

Bathey’s first job was with Buick, 
assembling transmissions in 1909. 
From 1911 until 1913 he was with 





Packard Interview— 


When New York City celebrated its 
300th anniversary, Packard dealers of the 
area provided cars for Indian tribes par- 
ticipating in the civic ceremonies. T. V. 
McGuire (left), Ridgewood (N. J.) dealer, 
and Michael Caputo (center), Englewood 
(N. J.) dealer, are interviewed by Ted 
Johnson, radio announcer. 


Cadillac, and in November, 
joined Fisher Body. 
* * 


1913, 


Sun Electric’s Christopher 


Returns as Sales Aide 
R. F. Christopher, sales promo- 


sales promotion manager, accord- 
ing to O. L. Rhoades, president. 
Christopher also will direct the 
firm’s export business. « 
C. A. Baske has been named as- 
sistant director of sales promotion. 
. = * * 


Fisher Promotes Hanson 


E. J. Hanson, general manufac- 
turing manager of the Fisher Body 


division of General Motors, has an-' 


nounced the promotion of Charles 
Wyte from assistant director to di- 
rector of the division’s production 
engineering section. Wyte replaces 
Anton Waeschle, who died. John 
Schachinger jr., formerly senior en- 
gineer in charge of tool planning, 


was promoted to assistant director. 
+ * - 


Young Joins White 

Nyram L. Young has resigned as 
safety vice-president of the Georgia 
Motor Trucking Assn. to join White 
Motor Co. as factory representative 
in Florida. 

* ¢ @ 
Youngson Joins Reo 

P. D. Youngson, Oshawa, Ont. 
has been appointed special repre- 
sentative of the bus division of Reo 


tion and advertising director of | Motor Co. of Canada Ltd. He for- 


Sun Electric Corp., before he fell 
ill two years ago, has returned as 


merly was district manager of Gen-. 


eral Motors of Canada Ltd. 








THROUGH CANYONS OF CONGESTION 


... SAFELY WITH Signal - Stat 


Wherever you go, you'll see more trucks equipped 
with SIGNAL-STAT Directional Signals than all other 


makes combined! 


In congested New York, Metropolitan Distributors, Inc. 
leases 3,500 delivery trucks to leading concerns. 
Metropolitan's service, reputation, profits—its success 
depends on equipment operated safely to keep its 
customers free from costly, time-consuming accidents. 
Every Metropolitan truck is equipped with SIGNAL- 
STATS because they're sturdy, trouble-free, and flash 
a highly visible, warning signal. 


Whether you're buying equipment for a new truck, or 
improving your present equipment, insist on SIGNAL- 
STAT Class A—Type 1 Directional Signal Lamps and 
dependable SIGNAL-STAT Switches. 


Approvals in all 48 States and the 
District of Columbia 


ee ee on ee 


Wiwam L. Rep, Purchasing Director for 

Metropolitan Distributors, Inc. says, 

“Our responsibility for safety goes be- 

yond protecting our trucks from dam- 

age and our customers’ reputation 

for prompt, safe deliveries. We must 
also protect the pedestrian and other motorists. We-use 
only the finest equipment on every truck—all our Direc- 
tional Signals are SIGNAL-STATS.” 









THE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL VEHICLES 






SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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FIBER-GLASS TOP—Designed for 2 and 
%-ton trucks, this fiber-glass cover is in- 
tended to serve many purposes. Its insu- 
lating properties are said to make it 
ideal for any kind of weather. It also is 
resistant to sound and shock and is 
available with or without side windows, 
according to Strait-Line Products, Inc., 
Fiber Glass Division, 2100 Harbor Bivd., 


Costa Mesa, Calif. 
* ¢ *# 


Lipe-Rollway Issues 


Clutch Service Manual 

An eight-page clutch service 
manual for heavy-duty vehicles has 
“been published by Lipe - Rollway 
Corp., 712 Emerson Ave., Syracuse. 

The booklet gives dimensions, 
and pressure spring and pressure 
plate refacing data for 35 different 
Lipe clutch models. 





SPRING SUSPENSION — This rear-axle 
spring suspension utilizes bus-type rear 
springs without the necessity of auxiliary 
springs. The new suspension is said to 
give an easier ride, reduce maintenance 
and save weight. Its basic elements are 
long, flexible springs and a stabilizer bar 
tied to the rear axle in a manner that is 
said to give stability on turns. Kenworth 
Motor Truck Corp., 8801 E. Marginal Way, 
Seattle, Wash. 

* 2 * 


Axle Suspension Offered 


By Buffalo Manufacturer 


An axle suspension, called Tan- 
demTrac, is being manufactured 
by Truck Equipment Co., Inc., 1791 
Fillmore Ave., Buffalo 14, N. Y. 

The unit, it is stated, has the 
lowest weight of any tandem. For 
32,000 pounds of axle load, the 
weight is 1,000 pounds. It is claimed 
that the axle can operate safely 
even if-one radius rod should break. 

. * 





TANK LOAD—A lightweight combina- 
tion fill and manhole is said to increase 
payloads for tank trucks and semitrailers. 
The .manhole weighs 144 pounds, and 
the collor 5% pounds. Both are readily 
installed, foot-operated and quickly re- 
moved, according to the maker. Special 
safety features are said to include a low 
sithovette and superior venting provisions. 
Designed primarily for petroleum trans- 
port, the manhole can be adapted to the 
hauling of other products. Tiona Mfg. Co., 
1604 W. Pennsylvania Ave., Warren, Pa. 

* 8 * 


Rowe Methods Releases Data 


On Adjustable Ramp 


An illustrated bulletin describ- 
ing its manual floating, 20,000- 
pound-capacity hydraulic adjustable 
ramp, designed to bridge loading 
platforms with highway truck 
beds, is now available from Rowe 
Methods, Inc., 2534 Detroit Ave., 
Cleveland. 

This equipment, known as the 
No. 20 M. F. Adjust-A-Dock, can 
be recessed into dock, partially re- 








cessed, or installed in front of the 
dock, 

A free bulletin may be obtained 
from Rowe Methods, Inc., 2534 De- 
troit Ave., Cleveland 13, O. 


* + * 





TRACTOR RADIO—These radios are said 
to be weatherproof. A shockproof mount- 
ing allows the radio to perform depend- 
ably under all conditions, says Automatic 
Radio Mfg. Co., Inc., 122 Brookline Ave., 
Boston, Mass. 





TRUCK BLINKERS—A new line of direc- 
tional signal lights for trucks features 
light weight and good visibility made 
possible by the use of concentric, pris- 
matic lucite lenses. No reflectors are 
necessary, and only one 21-candlepower 
bulb is required. J. W. Speaker Corp., 
3059 N. Weil Ave., Milwaukee, Wis. 


* * * 


DeVilbiss Offers Catalog 


Listing Ad Materials 

DeVilbiss Co., spray - painting 
equipment manufacturer, is dis- 
tributing a revised electro and 
logotype catalog which enables 
its jobbers, distributors and deal- 
ers to obtain basic illustrative 
material for advertising and pro- 
motional campaigns. 

The booklet contains several 
complete ads which tie into the 
“Do-It-Yourself” program. 


The company supplies the illus- 
trated material in mat or elec- 
trotype form without charge to 
authorized sales outlets. Booklets, 
designated as Form D-108-D, are 
available from Advertising De- 
partment, DeVilbiss Co., 300 Phil- 
lips Ave., Toledo 1, O. 





TIRE ALARM—An alarm switch mounted 
on the brake plate sounds a warning to 
the driver when a tire becomes underin- 


flated. A red light on the instrument 
panel continues to flash until the trouble 
is corrected. Como Mfg. Corp., 5013 N. 
Kedzie Ave., Chicago 25, Ill. 





TURN-SIGNAL SWITCH —The KD 720 
operates K-D products as well as other 
signals. The unit has a short, sturdy hous- 
ing, with inside welded plate threaded 
for bracket bolt, resulting in a vibration- 
free mounting, says K-D Lamp Co., 1910 
Elim St., Cincinnati, O. 

a 





TRUCK HOIST—The new Universal Mount 
Dump-O-Matic hoist is designed for use 
on %, % and one-ton pickup chassis and 
can be adapted to any truck chassis with 


‘la simplified kit of mounting brackets, it 


is stated. Design of the all-steel hoist 
subframe is said to eliminate lifting 
stresses. Hydraulic power is supplied by 
a Hydra-Clutch pump which is mounted 
atop the engine. National Lift Co., Wayne, 
Mich. 





PAINT HEATER—Pigmented finishes and 
filler can be sprayed hot with the Air Cir- 
caflo Pressurematic heater, which circulates 
the material from the heater to the gun 
and back to maintain a constant hot spray 
temperature. Model 300-APA has a capac- 
ity of nine gallons per hour, Model 600- 


APA is rated at 18 gallons. Spee-Flo Co.., | 


Houston, Tex, 





SALESMEN'S SCHEDULE—Car and truck 
salesmen can organize their schedules of 
customer contacts and followups with the 
help of this appointment book, called 
Visible Week. The summary sheet permits 
month-by-month records of personal calls, 
phone contacts, appraisals and sales. 
Modern Displays, Inc., 12891 Mt. Elliott, 
Detroit 12, Mich. 

© * * 


Blue Crown Spark Plug 
Offers Heavy-Duty Line 


A new line of heavy-duty spark 
plugs has been announced by Blue 





Crown Spark Plug Corp., 1800 
Winnemac Ave., Chicago 40, Ill, 


Designed for severe service, the 
plugs feature larger electrodes and 
rugged construction. They are 
available in both the single gap 
Husky and the double gap X-Citer 
types. 





STEEL MANIFOLDS — These lightweight 
units are designed for use on petroleum 
transport equipment. They make it possi- 
ble to unload two compartments at one 
time without danger of mixing or to un- 
load with two hoses when compartments 
are loaded with one product. Betts Ma- 
chine Co., Warren, Pa. 


* * * 





SMALL PARTS BIN—The Handee Andee 
is available in three sizes, with each unit 
designed to hold two sizes of bin boxes 
in any arrangement desired. Bin boxes are 


so constructed as to keep contents always | 


visible and accessible. Borroughs Mfg. Co., 
3002 N. Burdick, Kalamazoo, Mich. 


* * © 


How to Keep Cold 


A bulletin showing six different 
ways to refrigerate a truck is avail- 
able free from Kold-Hold Division, 
Tranter Mfg. Inc., 735 East Hazel 
St., Lansing 4, Mich. 


é 





CUTTING MACHINE—The Honall is de- 


signed for accurate pin-fitting jobs. A 
comparator predetermines the amount of 
metal to be removed, and an_ indicator 
on the spindle tells operator when to 
stop honing. Lempco Products, Inc., Bed- 
ford, O. 








FUEL PUMP — The Super electric pump 
for truck, bus and other gasoline engines 
is made in a six-volt and a 12-volt model. 
At full capacity, the pump operates at 250 
strokes a minute. The slow operating speed, 
it is said, keeps the pump cooler and 
makes it more economical. Stewart-Warner 
Corp., 1826 Diversey Parkway, Chicago 
14, Wh. 


AUXILIARY VACUUM FILTER—A dispos- 
able, flameproof paper filter protects the 
main fabric filter in the new Model 90 
Auto-Vac. The auxiliary filter lifts out and 
eliminates need for cleaning. Pullmar 
Vacuum Cleaner Corp., 33 Allerton St., 
Boston 19, Mass. 

* 2 & 


New Seat Cover Fabric 


Offered by Textileather 


A vinyl coating on a rayon fabric 
base is a new material developed by 
Textileather Corp., Toledo 3, O., for 
auto seat covers and similar prod- 
ucts. The material is described as 
possessing high tear strength and 
is manufactured in seven colors. 

The fabric is reported to be re- 
sistant to oil, grease, perspiration 
and stains. 





LUBRICATION GUN—Model 4026-A is 
a lubrication gun and loader combination 
to meet farm-equipment needs. It is said 
to provide fast, sealed lubrication and to 
assure volume delivery of clean lubricant 
from container to bearing. The loader, 
Model 7133, fits over the lip of a stand- 
ard 25-pound container and is designed 
to build ample pressure for handling farm 
lubricants, even in cold weather. Alemite 
Division, Stewart-Warner Corp., 1826 Di- 
versey Parkway, Chicago 14, Ill. 

* ¢ «8 


Weld-Built Body Catalog 
Covers Power Wreckers 
Weld-Built Body Co., Inc., 59-03 
Preston Court, Brooklyn 34, N, Y., 
has published a catalog on power 
wreckers, describing the firm’s 12 


models, which range from three te 
20 tons. 
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Affecting Factories and Dealers. . . 





Auto Advertising 


By Marty Whitmyer 
Staff Writer 

The Christopher Movement has 
honored Chrysler Corp.’s “Medallion 
Theatre” for its contribution to the 
television field in 1953. 

The judges cited Producer Mort 
Abrahams, Director Don Medford 
and Writer Ben Zavin for their 
production of “A Day in Town,” 
starring Charlton Heston on Dec. 
16, 1953. 


* * * 


New Brakeblok Promotion 

The American Brakeblok division 
of American Brake Shoe Co. has 
announced a new national adver- 
tising campaign aimed at the brake 
replacement market created by 
three million registered cars and 
trucks that will enter the three- 
year-old class this year. 

M. B. Terry, president of Amer- 
ican Brakeblok, said its principle 
objective is to create further ac- 
ceptance of the brake-shoe ex- 
change program being conducted 
jointly by the company and the 
National Automotive Parts Assn. 

The advertising will tell motor- 
ists about the advantages of brake 
shoes with lining bonded on them, 
compared with the conventional 
riveted type, Terry said. 

The campaign will be launched 
with a full page, two-color adver- 
tisement in Saturday Evening Post 
on May 1 and monthly thereafter. 
It will be followed by monthly ads 
in the Farm Journal and the Town 
Journal. The company’s trade-mag- 
azine advertising also will support 
this program. 

* * + 


Ross Roy Realigns Staff 
Election of Carroll F. Sullivan as 


senior vice-president of Ross Roy, 
Inc., has been announced by Ross 





C. F. Sullivan 


Roy, agency president. In his new 
position, Sullivan will work directly 
with Roy in executive contact with 
the agency’s automotive clients. 

Roy also announced that William 
W. Shaul, vice-president, will as- 
sume supervision of all merchan- 
dising programs the agency now 
produces for the car divisions of 
Chrysler Corp. Shaul had been in 
charge of the agency’s work for the 
Plymouth division. 

The firm also announced that it 
has established an _ international 
office in Windsor, Ont., to serve 
Canadian clients, 
principally Chrys- 
ler Corp. of Can- 
ada, Ltd. Harold 
J. G. Jackson, 
former director of 
advertising for 
Chrysler Corp. of 
Canada, has been 
named vice-pres- 
ident of Ross Roy 
of Canada, Ltd., 

“eer and will be in 
H. J. G. Jackson charge of the new 
office in the Canada Trust Bldg. 
Jackson joined Chrysler in 1934. 


* * * 


Soviets Do a Switch 


“One recent development in the 
U.S.S.R. is the use of advertising on 
a wide scale —a startling circum- 
stance in a nation which brags that 
it has done away with capitalistic 
competition,” Marshall MacDuffie 
reports in the March 5 Collier’s. 


MacDuffie, an American attor- 
ney, recently returned from a 
10,000-mile, 65-day tour of Russia. 
He was accompanied only by an 
interpreter and stayed off the 
beaten track. 


When Russia’s state enterprises 
turned to advertising, they did it 
in a big way, says MacDuffie. News- 
papers, radio and billboards plug 
everything from cornflakes to in- 
surance, says MacDuffie, and neon 








signs have sprouted all over the 
larger cities. 


* * * 


Hearst Appoints Herbert 

William Randolph Heart jr., pub- 
lisher of the New York Journal- 
American, has announced the ap- 
pointment of John K. Herbert as 
executive publisher of that news- 
paper. 

Walter A, Young, associate 
publisher of Journal - American 
since 1987, is leaving to start his 
own public relations business. 
Herbert rejoins the Hearst organ- 
ization after an absence of three 
years during which he held execu- 
tive posts with the National Broad- 
casting Co. 





* * * 


Marketing Tool 


A new marketing tool which is 
described as applicable to selling 
cars, gasoline, household appliances 
or food has been developed by the 
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| Advertisers, 285 Madison Ave., New 


‘a 





Milton S. Stevens Marketing Re- 
search organization. 


Known as “IMA” or Integrated 
Marketing Analysis, it tells the 
sales executive the actual number 
of new dealer franchises and the 
exact advertising budget for each 
county. 

+ + * 


Service for Advertisers 

A service to assist advertisers in 
checking dealer invoices for co- 
operative ‘advertising by means of 
a file of more than 650 local U.S. 
newspaper rate cards has been an- 
nounced by the Assn. of National 


York 17, N. Y. 


The service is issued to ANA 
member companies at a charge of 
$15 for each set of the cards. The 
set is available to cooperating 
newspapers for $25 and to all other 
non-ANA members for $50. 


* * * 


Schipper-Webb Expands 
Schipper-Webb Associates, public 





Ce 





Plymouth Dealers Initiate Ad Program— 


Plymouth dealers are launching their first cooperative advertising program this 
year through N. W. Ayer & Son. Six members of the ad agency's staff have been 
assigned to handle liaison work with Plymouth field personnel and dealers, with the 
factory and with Ayer's creative departments. They are (from left) F. Mcl. Stifler, 
Richard T. O'Reilly, A. H. Dewees, John W. Garberson, T. Beverley Keim and Robert 








relations and advertising con-| ?: Leonhard. ecuni +a ici ebtiaunal ‘ ease! 
sultant firm, has opened a branch 2 

office at 199 Pierce St., Birming- Three Join in Ark. Deal 

ham, Mich. The main offices are at Hugh 


99 W. Bethune St., Detroit. at Mountain Home, Ark., Claude 


a dealership in Lepanto, Ark, 








@ Contains 12 different fast- 
moving parts for normal 
replacement and overhaul. 


® Services millions 


let Rochester Carburetors 
in use since 1950. 


® Often eliminates need for 


requisitioning 
parts. 


® Kit designed to conserve 
shelf space—colored and 
numbered for quick identi- 


fication. 


® Includes illustrat 
tion sheet that 
stallation, engin 
and carburetor a 


ROCHESTER PRODUCTS 























of Chevro- 


individual 


ed instruc- 
covers in- 
e tune-up, 
djustment. 


Because its heating element is 
located at the bottom of a cup- 
like shield, called Kool-Kup, 
this newest Rochester Products 
Lighter can be handed from 
person to person while red 
hot, or even dropped on cloth- 
ing or upholstery, without fear 
of burns. 


DIVISION OF GENERAL MOTORS 


ROCHESTER, N.Y., U.S.A. 
ALSO MANUFACTURERS OF 


ROCHESTER CARBURETORS 





GM STEEL TUBING 





kler, Chevrolet dealer | Collie and Arnold Chuk have opened. 
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- How Dealers Help Shape Ads 


(Continued from Page 14) 


dealers’ opinions on Chrysler’s ad- 
vertising policy. 
+ * + 
J ys ADDITION to these groups,” 
Caron said, “many dealers write 
to us directly as well as communi- 
cating with their 
regional and dis- 
trict managers, 
who in turn let 
us know the ad- 
vertising prob- 
lems facing 
dealers at the 
point - of - sale.” 
Also, Caron 
said, “our ad- 
vertising agency 
maintains a field 
service program 
and its personnel holds regular 
meetings with dealers in many 
large markets.” 
_ Caron pointed to a recent ex- 
ample where dealers’ wishes on 
a local basis were followed in 


fasy 


THE WEAV 





4, H, Caron 








does it- 


connection with a nationwide 
demonstration program. 

The Detroit metropolitan dealers 
wanted a local advertising tiein 
and became interested in the 
factory program for merchandis- 
ing Chrysler speed and endurance 
records set at the Indianapolis 
speedway. 

“As a Detroit tiein, the dealers 
ordered red demonstrators lettered 
to point up Chrysler’s 1954 


Ford Employes Give 


$1,636,724 to Charity 


DEARBORN.—Ford Motor Co. 
employes contributed $1,636,724 
to health and community services 
throughout the U. S, during 1953, 
John 8S, Bugas, industrial re- 
lations vice-president, announced 
last week, 

The total was in addition to 
$669,015 donated by the Ford 
Motor Co, Fund in citiey where 
Ford has plants, parts depots and 
sales offices. 


er WAY 


features,” Caron said. “When the 
cars were ready the dealers 
paraded them for 10 miles through 
Detroit’s main streets. 
* * * 
ees the parade the 
dealers were backed up by a 
local newspaper, radio and tele- 
vision campaign designed to bring 
the public into showrooms for 
demonstration rides,” Caron said. 
“The whole program was 
worked out with the metropolitan 
dealer advertising committee, the 
advertising agency and coordi- 
nated by the division’s advertis- 
ing department with an advertis- 
ing campaign superimposed on 
the regular national advertising 
program, 

“The program,” Caron said, “was 
so successful that it is being ex- 
paned into other major markets at 
the request of local dealer advertis- 
ing committees.” 


Buick, like all other GM di- 





dealer council which meets periodi- 
cally to discuss 
problems in ad- 
vertising, mer- 
chandising sales, 
etc. In addition, 
A. H. Belfie, 
general sales 
manager, travels 
around tlfe 
country twice 
annually, meeting 
with dealers and 
factory aides. 
Here again, the 
dealers have an opportunity to 
voice their opinions on various 
problems. 


A, H. Belfie 


* * * 
TUDEBAKER is the latest 
manufacturer to initiate the 

dealer conference idea. Beginning 
last August the company started 
what it termed sectional dealer 
conferences. These meetings take 
the place of national meetings, a 
spokesman said, and give the 
dealer an opportunity to voice his 


Caudle Takes Public Post 
J. C. Caudle, a retired auto dealer 
of McCormick, S.C., has been 
elected to replace Rep. Hugh C. 
Brown, now a member of the Pub- 


visions except Cadillac, has a/|lic Service Commission. 


Two wash jobs per man-hour are easy with a 


WEAVE 


AUTOMATIC 
OVERHEAD 


Put car washing on a big paying basis. Turn 
out spic and span jobs at the rate of 2 PER 
HOUR PER MAN. The Weaver Car Washer 
perfectly meshes operator duties with auto- 
matic operations to prevent any delay. Over- 
head suspension frees floor of any obstruc- 


tions. 


With one press of a button, the Weaver 
Washer’s exclusive “Spray Arch” delivers 
tempering stroke, detergent application, 
stops for sponging interval, proceeds with 4 
clear water rinses, automatically shuts off. 





CAR WASHER 


Sponging interval can be varied to suit man- 
power available. Unit can be stopped at any 
stage of cycle and the operation later re- 


sumed from that point. 


No costly installation is involved. No 
tracks, large inlet pipes, special drains, stor- 
age tanks, splash walls or curtains are needed. 
You merely assemble unit, anchor chains 
overhead, connect water, and plug into elec- 
trical outlet. And best of all the Car Washer 
is priced at a reasonable $825.00 complete. 


See your Weaver jobber or write us for Bulletin AN-710 


Equipment . . 


. Headlight Testers . . 
... Jacks ... Wheel Dollys . . . Car Washers . . 


. Brake Testers . . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete Weaver line includes: Twin Post Lifts . . . Unit Lifts . . . Whee! Alignment 
. Wheel Balancing Equipment 
. and Air Compressors. 


opinion on advertising and policy 
matters. 


In addition to the question- 
naire system of soliciting ideas 
from its dealers, Packard field 
representatives and advertising 
personnel are continually calling 
on dealers, checking on local 
media, media preference and 
other advertising problems. 


Also, during the past year, the 
factory called in 40 “key dealers” 
from all parts of the country and 
went over various dealer problems, 
a spokesman said. “Included in 
these talks was a review of ad- 
vertising policy and strategy,” he 


said. 
* * * 


INCOLN-MERCURY, like its 

sister division, Ford, also has a 
dealer council that meets periodi- 
cally to express opinions on vari- 
ous dealer problems—including ad- 
vertising. 

In addition, dealer representa- 
tives meet monthly at the division 
merchandising conferences’ to 
discuss sales, merchandising and 
sales problems, 

Ford division, in addition to its 
national dealer council which meets 
once a year, also uses dealer ad- 
vertising committees in each of its 
33 districts to “thrash out advertis- 
ing problems” that arise from time 
to time. Ford also uses the 
questionnaire system to find out 
advertising problems of its dealers, 
a spokesman said. 


Legislation 





Another bill to permit farmers to 
buy license tags for their trucks at 
half price has been introduced in 
the South Carolina House by five 
legislators from ‘Spartanburg and 
two from Greenville. 

Gov. James F. Byrnes recently 
vetoed a similar bill, saying it would 
“discriminate” against some farmers 
and against all other groups. 


Rep. Talmadge Edwards, of Spar- 
tanburg, chief sponsor of the bill, 
said the latest version is consider- 
ably different from the one vetoed 
by the governor. The new measure 
would exclude any farmer engaged 
in buying products for resale as 
well as parttime farmers. 

ok * ok 


N. Y. Legislature Again Gets 


Bill on Car Inspections 

A bill to require periodic inspec- 
tion of automobiles has been sent 
to the New York Legislature by 
Senator John H. Cooke, of Alden, 
and Assemblyman Thomas J. Run- 
fola, of Buffalo. 

It is the same bill that died in 
committee last year, although Gov. 
Thomas E. Dewey advocated man- 
datory checkups, then as now. 

The Cooke-Runfola bill provides 
that private garages may conduct 
the inspections and, when neces- 
sary, the State shall furnish the 
facilities. This feature was designed 
to meet objections of New York 
City garage owners, who say they 
would lose money inspecting cars 
for a small fee. 

* oa a 


Excise Tax Relief Sought 


On Driver-Training Cars 

A bill which would exempt from 
the manufacturers’ excise tax cars 
furnished without charge to schools 
for driver-training programs has 
been introduced in the U. S. House 
by Rep. Albert Rains, Alabama 
Democrat, 

The measure would amend the 
Internal Revenue Code’s Section 
3403, relating to manufacturers’ ex- 
cise tax on autos. 

x * ” 


All Colorado Car Sellers 


Required to Get Titles 

The Colorado Legislature, before 
adjourning last week, passed a bill 
which provides that anyone who 
sells an automobile in the state 
must first apply for a Colerado 
title for it. 

The bill was sponsored by Rep. 
F. S. Markley, a Fort Collins Dodge- 
Plymouth dealer. 

Purpose of the law is to collect 
property taxes on out-of-state cars 
sold at auctions in Colorado. Back- 
ers of the bill claimed that auto 
auction companies were evading as 
much as $45 in taxes on each out- 
of-state car they sold. 


>. 
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Auto Markets 


(Continued from Page 10) 


339 units, 334 under the same month 
last year. 

Ford jumped into the lead with 
370 sales to Chevrolet’s 308. Plym- 
outh occupied third place with 156, 
and Pontiac took over fourth place 
with 98. 

Buick had 87 January sales; 
Cadillac, 23; Chrysler, 36; DeSoto, 
30; Dodge, 21; Hudson, 3; Jaguar, 
1; Kaiser, 1; Lincoln, 10; Mer- 
cury, 30; Nash, 17; Oldsmobile, 
46; Packard, 9; Studebaker, 34, 
and 9. 

New-truck sales totaled 178, com- 
pared with 211 for January, 1953. 

Ford had a commanding lead 
with 90 deliveries, compared with 
Chevrolet’s 39. International was 
third with 23, and Dodge fourth 
with 15. Divco and GMC had one 
sale each, and White, 9—(C. L. 
Kern.) 


New Orleans 


New-car registrations for New 
Orleans in January amounted to 
1,496 units—1,315 through author- 
ized dealers and 181 through un- 
authorized outlets. 

The figure was 407 below De- 
cember and 58 above the corres- 
ponding period of last year. Janu- 
ary truck sales totaled 332, an in- 
crease of 34 over December. 

Car sales by make through 
authorized dealers were: Chevro- 
let, 373; Ford, 340; Plymouth, 
142; Buick, 81; Pontiac, 78; Mer- 
cury, 78; Studebaker, 55; Chrys- 
ler, 37; Dodge, 26; Oldsmobile, 
25; DeSoto, 20; Nash, 20; Pack- 
ard, 16; Hudson, 7; Lincoln, 5; 
Jaguar, 3; Kaiser, 2; Willys, 2; 
Henry J, 1; Arnolt, 1, and Aus- 
tin, L. 

Sales by make through un- 
authorized outlets were: Chevrolet, 
100; Plymouth, 47; Ford, 5; Dodge, 
5; Buick, 5; Pontiac, 4; Mercury, 
4; Cadillac, 3; DeSoto, 3; Oldsmo- 
bile, 2, and Willys, 1. 

Truck sales by make were: Ford, 
111; Chevrolet, 79; Dodge, 53; In- 
ternational, 35; GMC, 32; Stude- 
baker, 14; Diamond T, 2; Mack, 2; 
Reo, 1, and White, 1. — (Gordon 
Hebert.) 


* * 


Akron 


New-car sales remained in a 
slump in Summit County (Akron) 
in January, with registrations 14 
percent below the same month a 
year ago. 

Sales totaled 1,163 units, as 
against 1,344 in January, 1953. They 
were 14 units under those of De- 
cember. 

For the second month in a row, 
Ford volume topped Chevrolet, 
perennial leader. There were 311 
‘Fords registered, as against 298 
Chevrolets. Buick was next with 
88, Plymouth fourth with $1, and 
Mercury fifth with 80, 

In contrast to December, new- 
truck sales were down substan- 
tially. Only 128 vehicles were sold 
during January, as against 197 in 


* December and 194 in January, 1953. 


Used-car sales fell to 2,147, as 
against 2,527 a year ago, a drop of 
15 percent.—(Joe Kuebler.) 

~ 


* * 
Baltimore 

A total of 1,406 new cars was sold 
in Baltimore in January, compared 
with 1,791 in December. 

Chevrolet regained first place 
with 403 sales, compared with 322 
sales for Ford. 

Other sales by makes were: 
Plymouth, 154; Pontiac, 118; Mer- 
cury, 75; Buick, 58; Chrysler, 53; 
Oldsmobile, 46; Dodge, 39; De- 
Soto, 32; Packard, 24; Stude- 
baker, 19; Hudson, 16; Nash, 16; 
Lincoln, 16; Willys, 7; Cadillac, 4; 
Kaiser, 2, and miscellaneous, 2. 
New-truck sales were 182 for the 

month, compared with 219 for De- 
cember. Sales by makes were: Chev- 
rolet, 69; Ford, 37; International, 
25; Dodge, 23; White, 8; GMC, 7; 
Mack, 5; Willys, 3; Brockway, 2; 
Federal, 1, and miscellaneous, 2.— 
(Kate Savage.) 

+ 


. 


* * 


Texas 

Ford led Chevrolet in Houston, 
Dallas and San Antonio during 
January. 

In Houston, Ford won, 858 to 681; 
in Dallas, 701 to 556, and in San 
Antonio, 237 to 236. 

Total new-car registrations in 





Houston amounted to 2,706, com- 
pared with 2,199 for Dallas and 
911 for San Antonio, 

Houston’s sales were behind both 
January, 1953, in which 2,924 new 
cars were sold, and December, 1953, 
with 3,292. 

New-truck sales amounted to 501 
for Houston, 308 for Dallas, and 156 
for San Antonio. Chevrolet outsold 
Ford 197 to 149 in Houston, and 62 
to 37 in San Antonio. Ford led in 
Dallas by 108 to 87.—(Ruby Feno- 
glio.) 


* ® * 


Minnesota 

New - car registrations in Minne- 

sota during January totaled 8,298, 

according to the Minnesota Auto- 

mobile Dealers Assn. Chevrolet 

again was the leader, with Ford 
continuing in second place, 

A breakdown by makes showed 
the following: Buick, 444; Cadil- 
lac, 87; Chevrolet, 2,090; Chrysler, 
216; DeSoto, 172; Dodge, 230; 
Ford, 1,929; Henry J, 2; Hudson, 
101; Kaiser, 138; Lincoln, 31; 























Consulting Firm Set Up 
For N. M. Car Buyers 

ALBUQUERQUE, N.M.—Frank 
Alongi, former D & D Buick sales 
manager, has set up a consulting 
service for buyers of new and 
used cars, incorporated under the 
name National Auto Buyers Con- 
sulting. 

The service offers a mechanical 
checkup of the car to be bought, 
investigation of the contract and 
financing, and a complete ap- 
praisal. 

The charge is 1 percent of the 
total selling price, with a maxi- 
mum fee of $25. 

Alongi feels that in time “Ap- 
proved by Alongi” will mean to 
dubious car buyers what “Ap- 
proved by Duncan Hines” means 
to diners, 





Mercury, 520; Nash, 162; Oldsmo- 
bile, 438; Packard, 104; Plymouth, 


983; Pontiac, 540; Studebaker, | 
1385; Willys, 49; miscellaneous 
and foreign, 3, 


January new - truck registrations 


totaled 1,509, according to MADA. 
A breakdown follows: Chevrolet, 
549; Diamond T, 0; Divco, 6; 


Dodge, 138; Ford, 437; GMC, 121; 
International, 178; Mack, 5; Reo, 
4; Studebaker, 20; Willys, 27; 
| White, 7; miscellaneous, 22, — 
(Donald M. Lyons.) 


* * x 


Houston 

A total of 3,969 used cars of 1949 

through 1954 vintage were sold in 
| Houston in January. Of those, 3,084 
| were sold by licensed new and used- 
car dealers, and 885 by individuals. 
| Used trucks sold amounted to 510 
| units, of which 264 were sold by li- 
|censed dealers and 246 by individ- 
uals. 

Seven firms sold more than 50 
used cars in January, and all of 
them were new-car dealerships. 

Tops was Turbinville Motors 
(Ford), with 151, followed by Earl 
MeMillian (Ford), 134; Al Parker 
Buick, 116; Raymond Pearson 
(Ford), 89; Bryant Motor Co. 
(Dodge-Plymouth), 52; Lester Good- 
son (Pontiac), 51, and Simpson Gill- 
man (Pontiac), 51. 

Earl McMillian led in used-truck 
sales with 30.—(Ruby Fenoglio.) 





Fire Razes Ross Deal 


Facilities of Tom Ross Motor Co., 
Eupora, Miss., including five cars, 
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Made ond guaranteed by 


LION OIL 


EL DORADO 


undercoating profit. 
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State 








FLASH-A-CALL 
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100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 


taken. Train your entire 


shop personnel, guar. 

to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 


equipment designed for 
this purpose alone, havi 
the highest known stand 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all m 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


a a 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenve 
Dept. AN-81, Chicago 5, Illinois 


Get 50% More 


Profit on your 
UNDERCOATING JOBS 





Nokorode 


50% More Jobs Per Drum 
* Nokorode is concentrated —no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost 4%”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 
—no troublesome “‘blobs’’. . 
mitting steady pressure in the gun. There’s no 
lost time due to lost pressure. 


. flows freely, per- 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


COMPANY 


ARKANSAS 


é REE! Details on how to increase 


LION OIL COMPANY, EI Dorado, Arkansas 


Please send information on higher profits 
with LION NOKORODE. 


AN-A 


eT SE ER 


opener enh i ales tian 


op ain neg ginge ageism 


Bats ct, 


Sis ai nciLin Suleabeiey Gadde Aeeneaieessamenemente eee 








<¢ We've really 





| 





Since its inception 8 years ago, Holiday has 
gone nowhere but up. In fact, it is the only 
magazine,- bar none, that has increased its 
advertising linage and revenue every single 
year since that time.* 

And now, in the first three months of this 
year, Holiday chalks up another triumph— 
its biggest first quarter ever! 

The reasons for this success may interest 
you. 

Like no other magazine in America, Holi- 
day reflects the big change that has taken 
place in our way of living, a change that has 





ANOTHER NEW RECORD FOR HOLIDAY... 
FIRST-QUARTER LINAGE UP 30 PAGES OVER LAST YEAR! 


given us new leisure, new pleasures, new 
miraculous mobility . . . a change to “every- 
day holiday living.” 

And by planned coincidence, many leaders 
of this big change—responsive families who 
entertain in a big way, vacation in a big way, 
the first to try new products and ideas—are 
avid readers of Holiday. No wonder! Holiday 
was designed with people, places and pleas- 
ure in mind. 

That’s why so many advertisers with 
pleasure-giving products to sell have found 
Holiday a happy hunting ground. 


*Source—Publishers Information Bureau. 


HOLIDAY MAGAZINE 


... tts readers are leaders of 


the big change to “everyday holiday living” 


DON’T MISS the exciting March Holiday . . . with glorious 
pictures and stories of darkest Africa; sun-soaked Phoenix; 
the naughty French Quarter of New Orleans where you'll rub 
elbows with bank presidents, gamblers, strippers; sedate 
Salem; Mike Romanoff’s fabulous Hollywood restaurant; and 
our magnificent Redwood Highway. Now on sale. 


A CURTIS MAGAZINE 
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Used-Car Auction Prices 





Market Trend 


The overall average price of wholesale used cars declined $9 last 


Late models were responsible for most of the loss. Biggest setback 
was suffered by ’54s, which fell $41, although ’53s were down $138. 
Other losses were ’47s, down $5; '49s, down $3 and ’51s, down $2, For 
the second week, there was no change in the price of ’50s. 

Modest gains were chalked up by ’48s, which climbed $2, and ’52s, 
which advanced $1. As a result of adjustments during the month, 
51s, 50s and ’47s boast a higher average price than they did four 
weeks ago. 

The average price of ’54s, at $2,148, is about the same as for ’53s 
early last August, 

Auction activity slackened slightly last week, with sales falling to 
67 percent of offerings, compared with 69 percent in each of the pre- 
ceding two weeks, At nine representative auctions last week, 1,743 
cars were offered and 1,166 were sold. At eight sales the previous 
week, 981 of 1,346 cars were knocked down. 





DENVER 


(Denver Auto Auction, Sale every Tues- 
day. Prices are for sales of Feb. 14 and 
16.) 

(Market steady. Fewer cars offered 
for sale, Percentage of sales good. Sold 
212 cars out of 374 offerings.) 
BUICK—’54 RM Riviera 4-dr., $3,070*; 

4-dr., $3,045*; Super Riviera, 2-dr., $2,- 

945*; Century 4-dr., $2,730*; Special 4- 

dr., $2,510*, $2 495°; 2-dr., $2,495*. 
CADILLAC — '53 coupe deVille, $3,650* 

(ps). "62 (32) 4-dr., $2,015*. "50 (61) 

coupe, $1,775*, $1,770*; (62) 4-dr., $1,- 

590°. '48 (62) 4-dr., $925°. 
CHEVROLET—’'54 Bel Air sport coupe, 
$2,275*; conv., $2,195*; 4-dr., $2,100*, 

$1,835, $1,820; 2-dr., $1,750*; (210) 

station wagon, $2,025; 4-dr., $1,750, $1,- 

720; %-ton pickup, $1,435. ‘53 Bel Air 

sport coupe, $1,760. 
CHRYSLER—’54 NY 4-dr., 

NY 4-dr., $1,840*, $1,725* (ps). '52 NY 

4-dr,, $1,425* (ps); Saratoga 4-dr., $1,- 

320; Windsor Deluxe 4-dr., $1, 050°, 
| DeSOTO—' 54 Fire Dome club coupe, $2,- 


$2,720°. '53 


550*. '52 Fire Dome sedan, $1,080. 
DODGE—’54 Coronet (8) 4-dr., $2,115*; 
Coronet (6) 4-dr., $2,055*; Royal 4-dr., 
$2,195*. '53 Coronet (8) 4-dr., $1,360*. 
’51 Coronet (6) 4-dr., $580*; %-ton 
pickup, $450. 
FORD—’54 station wagon, 2 at $2,525°; 
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PROFIT 


TO 
Truck Sales 


Covered Steel Material Trays 


Overhead Ladder Racks with Adjustable Partitions. 


Si ieaiesermmseniveiini 


Call Your Carry-All 
Distributor Today... 


his name is listed below. He'll give 
you all the facts about Carry-All. 
Find out how easy it is to make 
greater profits without additional 
investment ... to make the greatest 
gross profit per truck sale . . . to 
build profitable repeat truck busi- 
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accessories .. . 
livery from Carry-All Distributors 
across the country . 
Bodies can keep you out it of cut- price 
competitive bidding for truck sales. 
And, they're as easy to install as a 
radio or heater. 
building advertising in nationally 
circulated service trade magazines, 
they'll help establish your agency as 
the one place where truck buyers can 
get everything from a single source. 


FOR MORE LIGHT TRUCK SALES — and more profit per sale — 
sell your light trucks as completely equipped work units ready to 
go right out on the job. One of the fastest, easiest, most profit- 
able ways to do this is with Morrison Carry-All Service Bodies. 


CARRY-ALL SERVICE BODIES tailor any light truck to the specific 
needs of all service trades — plumbing and 
heating contractors, electricians, appliance 
servicemen, building contractors, etc. 


WITH MODELS TO FIT ALL 
1/2, 3/4 AND 1 TON CHASSIS 


All steel, weathertight construction 
. a complete line of specialized 


and dependable de- 


Carry-All 


Backed by sales- 


eed ru 





ness through satisfied customers. 


Carry - All Division, 


Auto Safety House 
Phoenix, Arizona 
Southern Equipment Co. 
Fort Smith, Arkansas 
No. Little Rock, Arkansas 
Jumbo Equipment Co. 
Los Angeles 15, California 
The Winter-Weiss Co. 
Denver 2, Colorado 
$. J. Meeks’ Son 
Washington 1, D.C. 
DeBoliac Truck Equipment Co. 
Miami, Florida 
Rivers Body Factor 
Jacksonville 4, Florida 
Orlando, Florida 
Tampa, Florida 
Truck Equipment Co. of Atlanta 
Atlanta, Georgia 
Olson ening Co. 
congo) 1 
Platt, | 
Chicago 20, Iilinots 
Scruggs-Drake Equipment Co. 
ur, IIlinois 
Moline Body Co. 
Moline, lilinois 
Drake-Scr 


Springfie P ilteoke 


HERE’S THE NAME OF YOUR 


Hallenberger, Inc. 

Evansville 12, Indiana 
Allied Truck Equipment Corp. 
Indianapolis 16. Indiana 
lowa Body & Equipment Co. 

Des Moines 9, lowa 
Harry Young & Sons 
Wichita 4, Kansas 
Tom Rice, Inc. 
Lovisville 1, Kentucky 
Blattman Sheet Metal Wks., Inc. 
New Orleans 16, Lovisiana 
Dealers Truck Equi t Co. 
Shreveport, Lovisiana 
Hercules-Campbell 
ly Co., Inc. 
Portland, Maine 
oo ay ara 
Body Co. 
Cecile Massachusetts 
Continental Body Co. 
Bay City, Michigan 
Neil's Automotive Service, Inc. 
Kglamazoo, Michigan 
Burch Body Works 
Rockford, Michigan 


E Co., Inc. 
vie. a 


West End Auto Body Co. 
Duluth 6, Minnesota 

Keystone Trailer & Equip. Co. 
Kansas City 1, Missouri 

Eaton Metal Products Co. 
Billings, Montana 

Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, New Mexico 

Maday Body & Equipment Co. 
Buffalo 11, New York 

Hercules-Campbell 

Body Co., Inc. 
ase New York 
Tarrytown, New York 
Waterloo, New York 

Baker Equip. Eng’g Co., Inc. 
Charlotte 1, North Carolina 

Swanston Equipment Co. 
Bismarck, North Dakota 
Fargo, North Dakota 

Myers Equipment Corp. 
Canfield, Ohio 

R. P, Hummel Dist. Co. 
Cincinnati 13, Ohio 

Buckeye Truck Body Bidrs., 
Columbus 3, Ohio 


CARRY-ALL DISTRIBUTOR 





Morrison Steel Products, inc,, 680 Amherst Street, Buffalo 7, New York 


Riedy-Manner Truck Equip. Corp. 
Toledo 4, Ohio 

Perfection Equipment Co. 
Oklahoma City, Oklahoma 

M. A. Brightbill Body Works 
Lebanon, Pennsylvania 

Eastern Body Co. 
Philadelphia 32, Pennsylvania 

Auto Truck Equipment Co. 
Pittsburgh ennsylvania 

aoe F. Drake Body & Equip. Co. 

ioux Falls, South Dakota 

A. Fassnacht & Sons 
Chattanooga, Tennessee 

W. T. Stringfellow & Co. 
Nashville, Tennessee 

Williamsen Body & Equip. Co. 


, U 
one > vip. 
Richmond oe W'Vicnie 


Nelson Truck aie. <0 Pe Inc. 
Seattle 9, Washin 
American Machine 
Spokane MN, Weshioaton 
Boker Equip. & ng'g Co , Inc. 
Bluefield, West Virginia 
Charleston, W, tginia 
Clarksburg, West Virginia 
Huntin “4 — Virginia 
Lindsay Bros. 
Milwouines 1" Wisconsin 


Country sedan, $2,435*; conv., $2,320°; 
Victoria (8) $2, 205°, $2, 155°, $2,150*, 
$2,135*; Crest (8) 4- dr. $2, 0565, 


$2,005, 
$2,040; Main (6) 2-dr.. $1,715, $1,675, 
$1,650, $1,525. '53 Victoria, $1,705*. 51 
Deluxe (6) 4-dr. 

HUDSON—’51 Hornet 4- dr., $880*, $825; 
Pacemaker 4-dr., $585. *48 Super (6) 
4-dr. $210; Super (8) 4-dr., $160, $125. 

LINCOLN—’'54 Capri coupe, $3,9 "53 
— coupe, $2,635*, °49 club coupe, 


$410 

MERCURY—’'54 Sun Valley, $2,785*; Mon- 
terey 4-dr., $2,605 (ps), $2,550*; coupe, 
$2,520°;. Custom 2-dr., $2,320*%. ‘53 
Monterey 4-dr., $1, 795°. ‘52 Monterey 
4-dr., $1,475*, "$1, 345, $1,255. °51 club 
coupe, $1 ,055*. 

NASH—’53 Rambler country club, $1,245. 


’52 Statesman 4-dr., $980*. 
OLDSMOBILE — '54 (98) 4-dr., $3,370* 
(ps), $3;330* (ps); (88) 4-dr., $2,975* 
(ps), $2,950° (ps), $2,945° (ps). ‘53 
(98) Holiday, $2, 610* (ps); 4-dr., $2,- 
205* (ps); (88) Holiday, $2,345*. "52 
(98) Holiday, $1,925* (ps). 
PLYMOUTH—’'54 Belvedere 4-dr., $1,930*. 


'53 Belvedere coupe, $1,410; Cranbrook 


4-dr., $1,345. ‘52 Suburban, $1,070; 
Cranbroox, 4-dr., $950, $700. '51 Cran- 
brook 4-dr., $505, $495. 


PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
555, $2,520*. '53 Chieftain (8) 4-dr., 
$1,720*. ’'52 Super (8) Catalina, $1,380*; 


Chieftain (8) 4-dr., $1,300*. ‘51 (6) 
| conv., $975. °50 (8) Catalina, $800. 
STUDEBAKER — ’54 Champion station- 

wagon, $1,895. '52 Commander (8) 2- 

dr., $825; %-ton pickup, $515. °49 

Champion 4-dr., $280. 


| WILLYS—’53 station wagon, $1,445. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Feb, 12.) 
(248 cars sold out of 365 offerings.) 


BUICK — '54 RM sedan, $3,100* (rei 
Super Riviera, $2,900*, $2,800*. 53 RM 
conv., $2,750*%, $2,600; sedan, $2,230°; 
Riviera, $2,060. ’°52 Riviera coupe, $1,- 
325°; Special sedan, $1,160*. 

CADILLAO—’®3 (62) sedan, $3,425* (ps). 
'52 (62) sedan, $2,650. '49 (62) sedan, 
$1,025*. 

CHEVROLET—'54 Bel Air sedan, $1,900*, 
$1,875*, $1,825*, $1,730*; (210), $1,605. 
"53 Beil Air sedan, $1,560, $1,460, $1,- 
450; conv., $1,400; club coupe, $1,220; 
(150) sedan, $925. '52 SL Deluxe sedan, 
2 at $1,000, $935*. '51 Bel Air sedan, 
$965*, $785, $765. '50 FL sedan, $600, 
$530, $460. 

CHRYSLER—’54 NY sedan, $3,000*. ‘52 
sedan, $1,100. '51 Imperial club coupe, 

$475; sedan, 


$1,100 (Ps); sedan, $800. 
—— 50 club coupe, 
DODGE—’53 Diplomat, $1,420*; Coronet, 
to coupe, $660°; Wayfarer se- 
OED — ’54 (8) cony., $2,000; Victoria, 
$1,950; Custom, $1,900 $1,780, $1,685. 


"53 (8) Victoria, $1,650; ranch wagon, 
$1,615, $1,515; Custom sedan, $1,425*, 


$1, 400; $1, 380. ’52 Custom (8) ranch 
wagon, $1,320*; sedan, $1,185, $1,165; 
Victoria, $1,100: Main, $960. '51 Vic- 
teria, $855; Custom (8) sedan, $850*; 
Crest, $770; conv. sana Deluxe, $600; 
business coupe, $ 
LINCOLN—’54 Capri, $3,600*°. ‘53 Capri 


sedan, $2,700; Cosmopelitan coupe, §$2,- 
500. 


MERCURY — '54 Monterey, $2,500*, §$2,- 
400*; sport coupe, $2,500; sedan, §$2,- 
300*. °53 conv., $1,700; sedan, $1,750, 
$1,550; sport coupe, $1,475*. °52 Mon- 
terey coupe, $1,400*. ‘51 club coupe, 
$840. '50 sedan, $750. 

OLDSMOBILE — ’'53 (98) sedan, $2,175* 
si? $2,150* (ps); (88), $1,905, $1,- 

‘61 (88) sedan, $750*; Super $550°*. 
50 (88) sedan, $705". 

PLYMOUTH — ‘54 Plaza station wagon, 
$1,800; Belvedere, $1,750, $1,725, $1,715, 
$1,700: Savoy, $1,525. '53 Belvedere se- 
dan, $1,380, $1,360; Cranbrook, $1,137; 
club coupe, $1,100. '52 Cranbrook sedan, 
$785; conv., $750. '51 Cranbrook sedan, 
$765; suburban, $870. 

PONTIAC — °53 Chieftain sedan, $1,700, 
$1,655. '52 Catalina, $1,425 $1,335. °51 
Catalina, $1,030*; sedan, $850, $805. 

STUDEBAKER — '53 Commander sedan, 
$1,525*; club coupe, $1,310. '52 sedan, 
$825; coupe, $775. ‘51 sedan, $550. 


OMAHA, NEB. 


(Cliff Soderberg Auto Auction. Sale 
every Monday. Prices are for sale of Feb. 


15.) 

(Clean used cars slight rise. 5@ cars 
sold out of 95 offerings.) 
BUICK—’51 RM 4-dr., $1,025. 49 Super 


sedanet, $375. 


CADILLAC—’52 (62) 4-dr., $2,725*. 

CHEVROLET—’54 Bel Air 2-dr., $1,990*. 
"52 4-dr., $680. ‘51 SL Deluxe 4-dr., 
$845, $750, $680. '50 2-dr., $595, $550; 
%-ton piekup, $540, $500. 49 BL Deluxe 
2-dr., $530, $525, $400, $350. ‘48 %-ton 
Pickup, $295. 

CHRYSLER—’48 Windsor 4-dr., $255. 

DeSOTO—'53 2-dr., $1,325. 

DODGE—’47 4-dr., $250. 


FORD—’53 Victoria, $1,765, $1,655; Cus- 
tom 2-dr., $1,305. '51 Victoria, $785. ’50 
Custom 4-dr., $705, $635, $395. 

MERCURY — ’51 sport coupe, $850. 

$720, $655. 


coupe, $515. 
*48 (66) club coupe, 





"49 


OLDSMOBILE—’50 (88) 2-dr., 
°49 (88) 4-dr., $450. 
$250. 

PLYMOUTH — ’54 Belvedere, $2,015, $1,- 
805. 

PONTIAC—’52 Catalina coupe, $1,075. 
2-dr.. $590. '49 Chieftain conv., $430. 

STUDEBAKER—’52 %-ton, $410.'’51 club 

coupe, $635. '49 sedan, $190. 


50 


| N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Feb. 17.) 
(Extremely heavy buying continues 
with prices steady. 82 cars sold out of 

108 offerings.) 

BUICK — ’'54 Special sedan, $2,650. ‘53 
@uper Riviera, $2,260; RM sedan, §2,- 
100, $2,030. '52 Super Riviera, $1,300. 
*51 Super Riviera, $1,140; sedan, $725. 
‘50 RM conv., $860. ‘48 RM sedan, $330, 


$300. 

CADILLAC—’52 (62) coupe deVille, $2,- 
775*; conv., $3,050. '50 (62) conv., $1,- 
910. '47 (60) Special sedan, $500. 

OCHEVROLET—’54 Bel Air sedan, $1,775; 


station wagon, $1,840; (210) conv., §$2,- 
045; sedan, $1,725. 53 (210) sedan, $1,- 
325. °52 SL Deluxe sedan, $990, $975, 
$925; Special, $885, $875, $850. "51 SL 
Deluxe sedan, $805, $730. 
CHRYSLER—’54 Windsor sedan, $2,380. 
'S3 Windsor sedan, $1,550. '51 NY, $1,- 


125. '50 NY sedan, $760. 
48 Custom sedan, $380. 


DesOTO— 
FORD—'54 Custom (8) sedan, $1,760; (6) 








station wagon, $2,350; Main (6) sedan, 
i 610, $1,600. '53 Main (6) sedan, $1,- 
205. °52 Custom (8) sedan, $1,100, 
$1,075; Main (6), $810. ‘51 Custom (8) 
sedan, $775, $760, $730; Deluxe, b 
HUDSON—’46 Commodore sedan, $110. 
LINCOLN—'53 Capri sedan, $2,425. 
MERCURY—’54 sedan, $2,390. ‘53 Mon- 


terey, $1,800. '51 sedam, $810, $775. ‘50 
sedan, $700. 

OLDSMOBILE—’51 (98) Holiday, $1,125; 
sedan, $1,150; (88), $1,150. "50 (98) 
sedan, 3695. 

PLYMOUTH — '51 Cranbrook conv., $730; 
sedan, $770, $750, $725. '49 Special De- 
luxe, "$450, 


PONTIAC—'54 Star Chief sedan, $2,500°; 
(Continued on Page 39, Col, 1) 


Double rein- 


forced metal eye- 
lets —Hang keys 
from either end 
— Complete in- 
formation. 


TAGS & RINGS 
Priced At 

|, 1000 ......$17.00 

500 ...... 8.75 

250... 4.50 

Enclose Check 

with Order. 
Shipments 
Prepaid. 

Free Used Car 


Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
md “amare a 

Cleveland 2 


Quick Change 


Dealer License Plate Holder 


Guaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 


slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 
Cc. HOWARD 


1498 Overlook Drive Akron 7, Ohio 








1281 $O. CHEROKEE 
DENVER, COLORADO 


STEMAC 





100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $6.00 
Money refunded if not satisfied. 

MYRLO COMPANY 
2168 W. 25th., Cleveland 33, Ohio, dept. N 








Quick Change 
NUMBER PLATE FASTENERS 


(FPO eel OS | 


FOR ALL CARS 
TIME SAVER FOR CAR DEALERS 
Can be fastened top or bettom, front or 
rear of license plete. 
foe are best quality steel, spring tempered, 
double loop ends that can't pull out. 
on ends of springs are correctly 
to work well. 
This clip is universal—will fit all cars includ- 
ing Chrysler made cars of ‘4! and later. The 
long neck permits the ''T end to pass all 
the way through the channel and clamp on 
the back of it. 
HOLDS TIGHT — No Screws — No Rattle 


Dealer Price $1.00 Per Set of 2 
Special offer & sets $5.00 post paid 
SALES AGENTS WANTED 


FRANK E. WHEDBEE 
LANHAM, MD. 
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Used-Car Auction Prices 


(Continued from Page 38) 
CHEVROLET—’54 Bel Air sedan, 


Chieftain (8), $2,260. ‘53 Chieftain (8) 
sedan, $1,730. '52 Chieftain (8) sedan, 
$1,200, $1,165. ‘48 Streamliner (6) se- 
dan, $380. 

STUDEBAKER — '51 Champion sedan, 
$580; Commander, $505. '50 Commander 
sedan, $475. 

OAKLAND 


(Pollock's Used Car Auction. Sale every 

Wednesday. Prices are for sale of Feb. 17.) 
(Strong on all sharp cars—it rained 
all day here today. Sold 112 cars out 
of 145 offerings.) 

BUICK—’53 Super Riviera coupe, $2,220*; 
2-dr., $2,135*, $1,925*, $1,890*. 52 RM 
Riviera, $1,555*, ’51 Special 4-dr., $1,- 

'5O Special 4-dr., $665*. ‘48 ‘Super 

» $205; RM conv., $340*. '46 Super 


7 $170. 

CADILLAC—’53 (60) Special 4-dr., $3,- 
945*; (62) coupe, $3,770*. '52 (62) De- 
Ville, $3,210*. °51 (62) 4-dr., $1,840". 
50 (61) 4-dr., $1,710*. °49 (62) 4-dr., 
$1,330*, $1,050*; (60) $1,160*, '47 conv., 

85, 


$4 

CHEVROLET—’54 Bel Air 4-dr., $2,115. 
*53 station wagon, $1,750. °52 SL 4-dr., 
$1,125*, $900; %-ton pickup, $895. ’51 
SL 4-dr. $795*; 2-dr., $750*; %-ton 
pickup, $715; detivery panel, $600. ’50 
FL 4-dr., $930*, $530; conv., $750*, 
$575; station wagon, $790, $510. °49 FL 
2-dr., $515; 4-dr., $490; club coupe, 
$380. °47 FM coupe, $245, $215; %-ton 
pickup, $380. '42 club coupe, $160; 4-dr., 
$145. °41 club coupe, $150. 

CHRYSLER—’54 NY 4-dr., $3,095*. °48 


NY 4-dr., $300*. °46 Royal 4-dr., $140. 
DeSOTO—’52 club coupe, $1,185*, $1,085*; 
4-dr., 2 at $1,055*, $1,000*, °50 club 
coupe, $660*; 4-dr., $655*. °49 club 
coupe, $495*; 4-dr., $560. ‘47 4-dr., 
$375*. 
DODGE—’51 %-ton pickup, $665*. '50 %- 


ton pickup, $580, $535. °49 %-ton pick- 
up, $385. *47 Custom 4-dr., $220. 

FORD—’54 (8) Victoria, $2, 360, $2, 340; 
4-dr., $2,180. '53 (8) conv., $1,725 . "52 
(8) ‘4-dr., $1,135, 2 at $1,000; 2-ar., 
$1, or "51 (8) station wagon, #1, 170, 
$925, $910; conv., $950; 4-dr. $675, 

HUDSON—’52 Hornet 4-dr., $1,165. 49 
4-dr., $195. °48 (6) 4-dr. 

KAISER—’53 4-dr., $1,195. 
4-dr., $970. 

MERCURY—’54 club coupe, $2,965*; Mon- 
terey, $2,730*. '52 2-dr., $1,200; Mon- 
terey, $1,615*. ’51 elub coupe $950"; 4- 
dr. $875, $800. °50 coupe, 35} 4-dr., 
$300. ’49 club coupe, $525, $450; 4-dr., 
$485. 

NASH—’53 Statesman 4-dr., $1,390. ‘52 
Statesman 4-dr., $800, $795. °51 Ram- 
bler, $730; Statesman 4-dr.. $625. °50 
Ambassador 4-dr., $425, $315. '47 4-dr., 
$105. 

OLDSMOBILE—’51 (88) a gee: $1,450*, 
$1,420*; 2-dr., 
$1,330*; (98) 
$1,140. "50 (98) 4-dr.. $825*. 

PACKARD—’51 (200) 4-dr., $805*. °49 
(8) 4-dr.. $275. °48 (6) 4-dr., $195. 

PLYMOUTH—’54 Belvedere 4-dr., $1,950*. 
’53 Cranbrook 2-dr., $1,185. °52 4-dr., 
$900; 2-dr., $870, °51 Cranbrook 4-dr., 
$675, $650; 2-dr., $550. 

PONTIAC — '52 Catalina, $1,555*; 2-dr., 
$1,145", $1,080*. ‘51 (8) conv., $910*; 
2-dr., $875, $755. 50 (8) 4-dr., $700; 
$495; 2-dr., $670 '49 (6) 2-dr., $565, 
$400; 4-dr., $580. '47 (8) station wag- 
on, $275, 

STUDEBAKER—’53 Champion 4-dr., $1,- 
615*, $1,435. °52 Champion 2-dr. ” $600. 
"51 ‘Commander club coupe, e; 2- 


$330. 
"52 Manhattan, 


dr., $495*. °50 Champion 4-dr., $530, 
$465; 2-dr., $500. °48 Champion 2-dr. 
$205, $155. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday, Prices are for sale of Feb, 13.) 
(Prices continued strong with bidding 
very brisk. 90 cars sold out of 127 of- 


ferings.) 

BUICK—’51 Super 4-dr., $1,100*, $895*; 
Special, $940*. '50 sedanette, $510*, °48 
RM 2-dr., $285*. ‘46 Super 4-dr.. $100. 

OADILLAC—’51 (62) 4-dr., $1,925*. "48 
(61) 4-dr., $785*. 

CHEVROLET— ‘52 SL Deluxe club coupe, 
$1,020*; 2-dr., $1,000, $800; 4-dr., $885°; 
conv., $950. "51 %-ton pickup, $640, '49 
FL Deluxe 2-dr., $490, $475, $450; 4-dr., 
$426. '47 SL 4-dr., $230; FL 2-dr. $180. 

DeSOTO—’53 (6) 4-dr., $1,450. 51 Deluxe 
4-dr., $770. °50 Custom 4-dr., $570. 

DODGE—’52 Meadowbrook 4-dr., $820. ’51 
Meadowbrook 4-dr., $710; 2-dr., $600. 
*49 Coronet club coupe, $500, °48 Cus- 
tom 4-dr., $335. 

FORD—’54' Custom (8) 2-dr., $1,735. '52 
Custom (8) 4-dr., $1,150, $1, 130*; Main 
(8) 2-dr., $835. 51 Custom (8) conv., 
$750; 4-dr., $725*; 2-dr., $710; (6) 4- 
dr., $645; Deluxe (8) 2-dr., $675. '49 
Custom (8) 4-dr., $425; club coupe, 
$395; (6) club coupe, $375. “48 Deluxe 
(8) chub coupe, $355; conv., $225. °47 
Deluxe (8) 2-dr., $250. 46 Deluxe (8) 
club coupe, $120 

LINCOLN—'51 4-dr., $1,020°. 
politan 4-dr., $380. 

MERCURY—’52 sport coupe, 
ae $1,045*. °50 4-dr., $580. 
$480 

NASH—’51 Rambler station wagon, $600, 
$575. °46 (600) 4-dr., $165. 

OLDSMOBILE — ’5i (98) 4-dr., $995* 
$965*; (88) 4-cr., $960*, $880*. "50 (88) 
4-dr., $725*. 49 (98) Holiday, $725°*; 
sedanette, $340*. 48 (68) station wagon, 
21 

PLYMOUTH—'53 Cranbrook 4-dr., $1,105. 
"52 Cambridge club coupe $750. "51 
Cranbrook 4-dr., $755; Cambridge 4-dr., 
$700, ’50 Special 4-dr., $550. 47 Special 
4-dr., $180. '46 2-dr. "$175. 

PONTIAO — '54 Chieftain (8) 4-dr., $,- 
400° (ps). '52 Chieftain (8) 4-dr., $9e0* 
"48 (8) 4-dr., $506; 2-dr., $280. 

STUD EBAKER — ’52 Commander (8) 2- 
dr., $870*; Champion coupe, $700, ‘51 
Landcruiser 4-dr., $665*; Champion 2- 
er., $500. '50 Champion coupe, $390. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday, Prices are for sale of Feb. 17.) 

(Sales and activities are good and 
solid, Prices steady and firm at their 
mew low level. Sold 56 cars out ef 110 


offerings.) 
BUIOK—’53 RM sedan, $1,550. '50 Spe- 
cial sedan, $405, $420. '49 Super sedan, 


'49 Cosmo- 


$1,350°; 4- 
’49 2-dr., 





$1,690°*. 
*S3 Bel Air, $1,090; SL Deluxe sedan, 
‘52 SL Deluxe sedan, $1,090", 
‘50 SL Deluxe sedan, $615, 3600, 
$430; SL Special sedan, $355. 
DODGE—’51 %-ton pickup, $585. 
FORD—’53 Main (8) sedan, $1,060, Crest 
Victoria, $1,265. '51 Custom (8) club 
coupe, $805; sedan, $700, $665; Victoria, 
$750. '50 Custom (8) sedan, $535, $530, 
$505, $475, $450; station wagon, $200. 
49 ‘Custom (8) sedan, $485. ‘46 (8) 
sedan, $385. '40 (8) sedan, $170, $320. 
HUDSON—’52 Commodore (6) sedan, $850. 
MERCURY—’51 sedan, $655. '48 ‘sedan, 
$305. ‘47 conv., $205. °46 club coupe, 


$255. 
OLDSMOBILE—’50 (88) sedan, $600. °49 
(76) sedan, $215. °47 (76) sedan, $505. 
PLYMOUTH—’53 Cambridge sedan, $1,- 
100, '51 Cranbrook sedan, $510. 


PONTIAC—'S1 (8) sedan, $1,080. '49 (8) 
sedan, $485; $420. '48 (8) sedan, $305. 
WILLYS—’47 ‘Jeep, $265. 
FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Feb. 18.) 

(Market very good on clean, late mod- 
el cars. Prices holding strong. 64 cars 
sold out of 85 offerings.) 


BUICK—’51 Special sedan, 
$1,010; Riviera, $840. 
$645. "48 sedan, $345. 

CHEVROLET—’53 (210) sedan, $1,295. 52 
SL Deluxe sedan, $815. 51 SL sedan, 


$1,005; Super, 
*50 RM_ sedan, 
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$745, $720, ei FL $706; Special, $650. 
47 FL sedan, $220. '46 FL sedan, $305. 

"41 coupe, on g166. 
CHRYSLER—'52 Saratoga sedan, $1,390. 
‘51 NY sedan, $1,100, $1,045. *49 NY 
$1,406, : 


sedan, $420. 
FORD—’'53 Custom (8) sedan, 

at $1,350. '51 Custom (8) sedan, 

$735, $730. °50 Deluxe sedan, $470, 

“49 Custom (8) sedan, $460." 
KAISER—'51 sedan, $455, $445. 
LINCOLN—'47 sedan, $185. 
MERCURY—’54 Monterey sedan, $2,480*. 
NASH—’51 station wagon, $565, '50 Am- 


bassador sedan, $330. ‘48 Ambassador 
coupe, $180. 

OLDSMOBILE — '53 (98) sedan, $2,225; 
(88) $2,070. ‘52 (88) Holiday. $1,715; 
sedan, $1,475, $1,445. °51 (88) sedan, 


$970. '50 (88) sedan, $890, $850. 

PLYMOUTH—’52 Cranbrook ‘club coupe, 
$855. '50 conv., $510, $475. °46 Detuxe 
sedan, $1380. 

PONTIAC—’50 Special coupe, $640; sedan, 
$575. '49 Chieftain sedan, $550; Silver- 
streak, $440. '46 (8) sedan, $150. 

STUDEBAKER — '51 Commander coupe, 
$735. '48 Commander club coupe, $290; 
sedan, $290. 


MASON CITY, IA. 


(Lapiner Auction Co, Sale every Wed- 
nesday. Prices are for sale Feb, 17.) 
(Activity real ¢ definitely 
stronger, Sold 87 cars out of 123 of- 
ferings.) 
BUICK—’54 Super hardtop, $2,840*. '53 
Special hardtop, $1,535. '51 Special 4-dr., 


$1,015*. '50 Special 4-dr., $660*, $600. 
49 RM 4-dr., $410*. 

CADILLAC—’51 (62) 4-dr., $2,150*. °50 
(61) 4-dr., $1,665". '49 (62) 4-dr., $1,- 
105°. 

CHEVROLET — '54 (210) 2-dr., $1,840*. 
53 (210) 2-dr., $1,270, $1,265. °52 SL 


Average Used-Car Prices 


(Compiled by Automotive News) 
Feb. 1954 








Jan. 













tabulation; prices on '46s dropped. 


and models, carried regularly in Automotive News.) 


Deluxe 2-dr., $920, $875. ‘51 SL Deluxe; 4-dr., $600, $360. '48 (8) 2-dr, $315. 
2-dr., $915; 4-dr., $845, $775. '50 SL | HUDSON—’50 Commodore (6) 4-dr,, $515. 
Deluxe 4-dr., $680*, $640*. "49 FL De-| MEROURY—'53 2-dr., $1,875*, $1,745°. 
luxe 2-dr., $540, $415; SL Special 2-dr.,| 52 4-dr., $1,195°. °51 4-dr., 
$480. '48 Aerosedan, $350. NASH—"48 Ambassador 4-dr., $306*; : ce00) 
CHRYSLER—'49 Windsor 4-dr., $580*. $290. 
DeSOTO—'50 Custom 4-dr., $615. PACKARD — 30 4-dr., $555*, ‘48 4-dr., 
, be ° . 
Oe tens ae ae Fat, $1,100°. | pCYMOUTH—'53 Cambridge 2-dr., $1,290; 
ms ; 4- 4-dr., $1,305*, $1,190*, '52 Cranbrook 4- 
FORD—’54 Victoria, $2,200*; conv., $2,- 3085, $850. 'S1 2-ar., $640. 49 Spe. 
130;* (6) 2-dr., $1,555, '53 (6) 2-dr., at Delixe 4-dr., $560. $495. '48 club 
$1,565; (8) 2-dr., $1,285. '52 (8) 2-dr.,| coupe, $245. 3 
50 . -dr., $685; . 
Victoria $005e, $015", "50° (8) Sar. | PONTIAC—'S3 Chieftain (8) 4-dr., $1,- 
$495; 2-dr., $640*. '49 (8) 2-dr., $495; (Continued on Page 40, Col 3) 








Wherever there’s business there’s 


‘ & 
Burroughs a 





Now, dealers can get simple, low-cost 
mechanized accounting and still conform 
to factory-recommended systems. The 
Burroughs Sensimatic will follow your 
present pattern of accounting from 
the original media, through distri- 
bution journals, customer accounts, 

and general ledger to the financial 
statements, but with much greater 
speed and ease. There’s no compli- 
cated change in system to worry about. 


Sensimatic handles many other jobs as 
well . . . service department . . . body 
shop ... accounts payable . . . to men- 
tion a few. And it is so easy to use that 
even beginners can do expert work. 


Changes in your accounting system or the 
growth of your dealership won’t make 
your versatile Sensimatic obsolete either. 
That’s because the exclusive sensing pan- 
els that control the automatic operation of 
the Sensimatic can be changed to meet 
your every need. 


So, if you want the “best deal in town,” 
get all the information on the Sensimatic. 
Call your nearest Burroughs branch. It’s 
listed in the yellow pages of your phone 
book. Or write Burroughs Corporation, 
Detroit 32, Michigan. 


Dec. 





Model To Date 1954 1953 
1964... $2,148* 
1953... 1,583 $1,710 $1,816 
1952... 1,053 1,080 1,122 
19651... 772 783 
1950 569 591 
1949.... 422 440 
1948.. 273 288 
1947. 222 231 
1946... ° 190 
Overall —— 
* Prices on 1954 models added to Average $ 880* $ 664 $ 7106 


(The above figures are averages of used-car auction prices, all makes 
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AGGRESSIVE TRUCK DEALERS 


TO SELL MORE TRUCK BODIES! 


Are you looking for a line of custom- 
built truck bodies: platform, cargo, grain, 
combination stock and grain that will 
stand up under the most severe conditions? 
Truck bodies that are built better... sell MA @)'2' A 
faster because they are 


PRICED LOWER than any other truck ROBERTS 
body of comparable quality? papper 
YOU SELL MORE TRUCKS WITH BETTER ia 
BUILT...LOWER PRICED K-R TRUCK BODIES! bbdagtaingcingis®. 
Dealers handling the famous K-R custom- WgieH eh aeese 
built truck bodies up their volume and MIAMI, 
profits to new highs... OKLA. 
SELL MORE TRUCK BODIES...ENJOY 
LARGER PROFITS! Their customers like 
the on-the-job reliability they can’t find 
anywhere else at any price. 
Write today for full details, prices, descrip- 
tive literature. 
VALUABLE DEALERSHIPS... 
PROTECTED TERRITORIES... 
NOW OPEN! 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers 
specific needs... 
HERMAN REFRIGERATED 
MILK DELIVERY BODIES. 
(ol hae on) Conde Gah Saeann a8 
COLDAIRE 
Sieh eee Meee rl Me tole sl 4a halla 
SELF REFRIGERATED ny 


a =\* nd od ares A~ oO Ir 
RIGH | LOAD! EK 


Plug-in Refrigeration for OVER 
NIGHT LOADING M 


Googe ane Ge a @ @ tex 
WHOLESALE 
ry a = = rT 
Refrigerated Delivery Body For 
Store Delivery M 7 7 


k 


HERMAN BODY COMPANY ss: \ouis io, mo. 


The New Paravane Turntable! 


The sensational new Macton Delux Paravane Turntable has many 
exclusive features. The construction is all-welded tubular steel, de- 
signed for the center of gravity of the modern car. Built-in rotating 
electrical outlet for interior car lighting. 

Special wheel pads with a two inch ground 

clearance makes the turntable almost invisible $ 5 4 50 
when in use. Neo special anchorage or foun- 

dation required . . . just plug it in to your 

necrest electrical outiet. Write for our new £.0.8. Stamford, Conn 

catalog 10 p. 


MACTON MACHINERY CO., INC. 
DYKE LANE S STAMFORD, CONN. 


Used-Car Auctions 


(Continued from Page 39) 


675*. ‘51 (8) 2-dr., $920*. '50 (8) 4-dr., 
$705*, $660°. ‘49 (8) 2-dr., $510*, $445; 
4-dr., $505*. 

STUDEBAKER —'52 Commander 4-dr., 
$805*. ‘50 Champion 2-dr., $510*. "48 
Champion 2-dr., $265* 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb, 15.) 

(The car market today made both 
buyer and consigner smile again. Buyers 
found a nice clean lot of good used cars 
and paid the sellers a good price for 
them. Bums sold low as usual, 92 cars 
sold out of 106 offerings.) 

BUICK—’53 RM sedan, $2,150*; Riviera, 
$2,010* (ps). '52 Super sedan, $1,475*. 
"51 Super Riviera sedan, $1,120*; Spe- 
cial, $1,075*. 

OADILLAC—’53 (62) sedan, $3,300* (ps). 
"48 (61) sedan, $550*. 

OHEVROLET — '54 Bel Air sport coupe, 
$1,925; sedan, $1,730; (210), $1,650. '52 
FL Deluxe sedan, $985; Bel Air, $1,160*. 
*51 Bel Air sedan, $1,000, $935; SL De- 
luxe, $750*. '50 SL Deluxe sedan, $675*, 
$570; conv., $700*. '49 FL Deluxe sedan, 
$440; SL Special, $420. "47 SM sedan, 
$280. 

DODGE — '53 Custom sedan, $1,250. '52 
Coronet sedan, §$1,035*. ‘51 Meadow- 
brook sedan, $700; Coronet club, $860*. 
’47 Custom sedan, $195. 

FORD — ’52 Custom (8) sedan, $1,110*, 
$1,060, $1,050; Victoria, $1,290*. ‘51 
Custom (8) conv., $900*; sedan, $700*. 

KAISER—’51 Deluxe sedan, $760*. 

MERCURY—’53 sport coupe, $1,700*. ‘51 
club coupe, $850*. ’°49 sedan, $530. 

OLDSMOBILE — '53 (88) Deluxe sedan, 
$1,950*, °52 (98) sedan, $1,575*. ‘49 
(76) station wagon, $510*. ‘47 (98) 
conv., $120*. 

PACKARD—’53 (2600) sedan, $1.690*. °49 
(2200) conv., $320. 

PLYMOUTH—'52 Cambridge sedan, $760. 
*51 Cranbrook sedan, $730, $700; Belve- 
dere, $810; Cambridge, $660. 

PONTIAC—’54 Star Chief sedan, $2,535*; 
Catalina, $2,680*; Chieftain Deluxe, $2,- 
770* (ps). '53 Chieftain sedan, $1,830* 
(ps). °52 Chieftain sedan, $1,380*, $1,- 
275*, $1,330*. 

STUDEBAKER—’52 Starliner coupe, $1,- 
000*. '51 Commander sedan, $585, $520*. 
*49 %-ton pickup, $190. ‘46 Champion 
sedan, $155. 

WILLYS—'52° sedan, $675. 


FT. WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 16.) 
(Market good; plenty of buyers; bid- 
ding good. Sold 102 cars out of 130 


offerings. ) 

BUICK—’53 Special Riviera, $1,575; 2-dr., 
$1,600*. °51 Super Riviera 2-dr., $1,100*. 
"50 Super sedanet, $580; 4-dr., $690*; 
Special 4-dr., $665; RM Riviera 4-dr., 
$725*. '48 Super sedanet, $270. r 

CADILLAC—’53 (62) coupe deVille, $3, 
bo "52 (62) 4-dr., $1,595*. °48 (62) 
4-dr., -, 

CHEVROLET—'54 Bel Air 2-dr., $1,830*. 
’53 Bel Air 2-dr., $1,650*. "52 SL Deluxe 
2-dr., $820; FL Deluxe 2-dr., $875. ’51 
FL Deluxe 4-dr., $685°*. 

CHRYSLER—’52 Saratoga 4-dr., $1,300*. 

DeSOTO—’'52 Deluxe club coupe, $955. °51 
Custom club coupe, $700. 

DODGE—'52 Meadowbrook 4-dr., $835. ’47 
4-dr., $180. 

FORD—’52 Custom (8) 2-dr., $1,000. °51 
Custom (8) 2-dr., $705*; conv., $880; 
Victoria, $875; (6) 2-dr., $595. ’50 Cus- 
tom (8) 4-dr., $590. 49 Custom (8) 2- 
dr., $430; Deluxe (6) club coupe, $375. 

HUDSON—’'49 4-dr., $225. 

KAISER—’48 Deluxe 4-dr., $145. 

MERCURY — ’50 Monterey 2-dr., $800*; 
Deluxe 4-dr., $575. '49 4-dr., $500. 

NASH—’51 Rambler 2-dr., $595. '48 Super 
4-dr., l 

—'53 (88) coupe Holiday, 

. "51 (98) 4-dr., $990*. '50 (88) 
, $505*, 49 (88) 4-dr., $580*; 
club coupe, $490*; sedanet, $405. 

PACKARD—’53 (200) 4-dr., $1,495*. °51 
2-dr., $856*. 49 4-dr., $310. 

PLYMOUTH—'54 Savoy '2-dr., $1,555. °53 
Cambridge 4-dr., $1,155. '52 Suburban, 
$825; Belvedere 2-dr., $1,005. '51 4-dr., 
$575. °49 Deluxe 4-dr., $455. °47 Special 
Deluxe 4-dr., $230. 

PONTIAC—’54 (8) Catalina, $2,700*. $2,- 
e€40*. °53 (8) Catalina, $1,930*. °52 
Chieftain (8) 4-dr., $1,260*. ’51 (8) 4- 
dr., $960*. '50 (6) 2-dr., $605, $500. 

STUDEBAKER—’50 Commander Star Lite 
coupe, $520. '49 Champion 4-dr., $260. 

WILLYS—’47 Jeep station wagon, $160. 

» * * 


— Auctions in Brief — 
Meridian, Miss. 


Tinnin Auto Auction. Sale every Tues- 
day. Prices for sale of Feb. 16 were up 
on clean to rough cars. Bidding was ac- 
tive, Sold 93 cars out of 141 offerings. 

2 * o 


Jessup, Md. 

Colie’s Auto Auction. Sale every Wed- 
nesday. Bidding lively at sale of Feb. 17. 
Sold 40 cars out of 59 oaeings. 

+ * 


Minneapolis 
Minneapolis Auto Auction. Sale every 
Monday. Feb. 15 very active sale, clean 
cars bringing good prices. Sold 46 cars 
out of 80 offerings. 
* * * 


N. Little Rock, Ark, 
Arkansas Auto Auction. Sale every Tues- 
day. Feb. 16 sale; sold 41 cars out of 82 
offerings. 
= * * 


Brownwood, Tex. 

Southwest Car Auction. Sale every Tues- 
day. Feb. 16 sale showed retail business 
picking up; buyers more eager; 
stronger on clean units; ‘50, ‘51, 
models streng. Sold 67 cars out of 113 
offered. 

* . o 


Flint 
Flint Auto Auction. Sale every Wednes- 
day. Sale of Feb. 17 sold 91 out of 116 


offerings. 
* ” e 


Dyer, Ind. 
Dyer Aute Auction. Sale every Friday. 


Bale of Feb. 12 sold 197 cars out of 299 
offerings 


YOUTR CHOICE 


SNAP-GRIPS cs GRIP-LOC SNAPS 
Price $1.00 Per Pair Price $1.00 Set of 4 


FITS THEM ALL-- 
Oe) eee Oe ee eee 


L ol uck Aids Div 


CLEVELAND 2, OHIO 


GET RID OF GAS FUMES 


this simple 
% inexpensive way! 


TESTED-APPROVED 
VENTILATION SYSTEMS 
OVERHEAD-UNDERFLOOR 
Complete Systems Priced from $206.25 INSTALL IT YOURSELF 


Write for FREE literature « No Obligation 


The National System of Garage Ventilation, Inc. 
147 West William St. © Decatur, Illinois 


Protect Your Showroom Fioor With D & M Under Car Covers 


No Lost Sales Due To Oil Drip—Eliminates Unsightly Drip Pans 


Made from specially treated material to resist oil, grease, water and fuel. 
CAN'T BE SEEN FROM THE OUTSIDE 


awaee. $13.50 “oy oe 
Large Cadillac and Buick Slightly Higher 


D & M TRUCK TOP CO. 


12186 Petoskey Telephones: Webster 3-1613 — Vermont 8-2535 Detroit 4, Michigan 
Manvfacturers of Truck Tops and Undercar Covers 


Quantity 


PRODUCTION 


of 
GREY IRON GASTING: 
ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY DIVISION 


OFFICE ANI 


CHATTANOOGA 








| 


, 
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Franchised Dealers Warn Buyers on Service... 


Bootlegging Stirs New Orleans 


By Gordon Hebert 
Staff Correspondent 
NEW ORLEANS.—New-car deal- 
ers are combatting the increase 
here in the sale of “new cars” from 
used-car lots by refusing to service 
“bootlegged” vehicles. 


Particularly concerned are 
Chevrolet dealers, who are run- 
ning newspaper advertisements 
with the headline, “Don’t be a 
sucker! Know the facts about 
your new Chevrolet.” 

The ad also states, “Your fran- 
chised Chevrolet dealer will not 
give new-car service to a Chevrolet 
purchased from a used-car lot or 
broker.” 

Veteran dealers here say that 
never in the history of the auto 
business have so many independent 
operators had “new” cars for sale. 
Virtually every independent used- 

ear lot is offering them, it is re- 
ported. 

A canvass of these lots indicated 
that a prospect could buy a “new” 


SAE to Review 

. 
Impact of Foreign 
Body Designs 

DETROIT. — European develop- 
ments in car engines and both 
foreign and native influences on 
body design will be discussed at 
the national passenger-car, body 
and materials meeting of the So- 
ciety of Automotive Engineers 
here March 2-4. W. E. Jominy, of 
Chrysler Corp., is general chair- 
man. 

Information on the size, shape 
and structure of European body 
designs will be offered, with partic- 
ular reference to the influence of 
these ideas on the products of the 
future. A symposium is planned 
on the bearing of new forming 
processes and machines on Ameri- 
can models. 

Other developments will be dis- 
cussed in a review of British 
engine designs. 

One session will evaluate vari- 
ous finishes now in use and new 
trends in the field. Another dis- 
cussion will emphasize to the auto 
designer the significance of the 
technical skills used in achieving 
attractive and appealing colors 
and fabrics. 


Other topics to be presented are 
cam and tappet wear problems; 
the causes and possible solutions 
to the problems of car shake, and 
tire properties as they affect car 
stability and driver control. 


Gen. Curtis E. LeMay, com- 
mander of the Strategic Air Com- 
mand, will speak on “America’s 
Answer to the Threat of Aggres- 
sion” at a dinner March 4. SAE 
President William Littlewood; 
Toastmaster Robert L. Biggers, 
president of the Fargo division of 
Chrysler Corp., and K. E. Cop- 
pock, chairman of the Detroit 
SAE section, will share the plat- 
form. 





car of almost any make if he 
shopped long enough, 

Many New Orleans dealers say 
that business generally is not up to 
their expectations, following the 
introduction of the new nmfiodels. 
They report that showroom activity 
is fair, but that actual sales are 
slow. New-car inventories are be- 
low normal, it is said. 


The blitz selling and razzle 
dazzle promotion of the past sev- 
eral months seem to have dis- 
appeared. According to some 
dealers, however, buyers still 
think that they can get retail 
prices on their old cars and buy 
new models at wholesale. 

It is argued that some buyers, 
who ordinarily would be in the 
market today, are out of it because 
they bought last year during the 
blitz selling spree. 

“People are interested in buying 
new cars,” one dealer said, “but 
they are taking their time to buy. 
We have plenty of deals still pend- 
ing from people who just want 

more time to think about it. 

“On these deals, the customers 
are satisfied with our trade allow- 
ances, the downpayment and the 
monthly notes, but they want time 
to think it over.” 

Some dealers took the tack that 
“car prices are too high and 
people haven’t got the money.” 

An encouraging factor in the 
local market is the movement of 
used cars. Although business has 
slowed somewhat, the present mar- 
ket may be considered good, ac- 
cording to most new-car and in- 
depedent operators. 

Some dealers contend that the 
used-car business is good because 
prices are being slashed. All dealers 
are watching used-car inventories 
closely to keep in step with the de- 
clining prices. 

Few dealers are complaining 
about being overstocked with 
used cars. As a matter of fact, 
some said that they would like 
to buy some used cars to balance 
their stock. 

Late-model used cars are slow 
movers, and dealers are very care- 
ful in taking them. 

7” - s 


30-Day Inventory Limit 


Urged for N. Y. Dealers 


ALBANY.—Directors of the New 
York State Automobile Dealers 
Assn., at their annual planning ses- 
sion here last week, adopted a reso- 
lution urging members to keep all 
inventories within a 30-day limit. 

The resolution called such limita- 
tions a “prudent operating policy.” 

The meeting was dominated by 
a discussion of bootleg practices, 
and the inventory resolution was 
approved as a companion to a 
resolution condemning dealers 
who supply bootleggers and urg- 
ing factories to shut off deliver- 
ies to such operators. 

Other resolutions passed: 

1. Recommended that all addi- 
tional highway user taxes that may 
be levied in New York State be 


Georgia Tech Gets DeSoto Engine— 


A 1953 DeSoto Fire Dome Eight engine has been presented to the Georgia 
Institute of Technology by DeSoto and its Atlanta dealer, Wagstaff Motor Co., for 


experimental purposes. Taking part in the presentation are (from left) D. J. Spitzer, 


regional manager; Prof. Robert L. Allen; B. E. Wagstaff; Dr. Paul Webber, dean of 


engineering; C. Richard long, Wagstaff vice-president, and Jack S$. Reid, Wagstoff 


director of service. 





tagged exclusively for road pur- 
poses with the further safeguard 
that the present level of highway 
appropriations from existing mo- 
torist taxes should not be reduced 
when new taxes are levied. 


2. Reaffirmed a strong stand fa- 
voring establishment of a motor 
vehicle inspection system, to be 
carried out in State-appointed, pri- 
vately operated stations. 


3, Congratulated Gov. Thomas 
E. Dewey for his recent proposal 
of four new superhighways to be 
linked with the Thruway. 


4. Commended NADA for its 
“long-range policy of steadfast and 
resolute action in the interests of 
its members.” 


It was also disclosed at the meet- 
ing, which was held in conjunction 
with the annual reception for mem- 
bers of the Legislature, that a bill 
has been introduced to permit deal- 
ers unlimited use of dealer plates. 


This bill, the result of lengthy 
collaboration by the association 
and the Motor Vehicle Bureau, 
also contains definitions of new- 
car dealer and used-car dealer. 


Because of an adverse court in- 
terpretation of the State vehicle 
and traffic law, several hundred 
New York State dealers have been 
arrested and charged with “misuse 
of dealer plates” whenever the op- 
erator of the car bearing dealer 
plates could not prove to the court’s 
satisfaction that the car was being 
operated to “facilitate the sale” of 
cars. 

As a result, dealers have been ar- 
rested for driving home to lunch 
and for driving on Sunday, when 
car sales are forbidden by law. 

The two-day meeting was con- 
ducted by President William A. 
Frame (Chevrolet), Mineola. 


Calendar 


(Continued from Page 4) 
Association Convention, Hotel Marion, 
Little Rock. 

Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct.—Connecticut Automotive Trades As- 
sociation Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Asso- 
ciation Convention, Hotel Mayflower, 
Akron. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 29- Dec. I—Iidaho Automobile Deal- 
ers Association Convention, Boise Hotel, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8— Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

* * @ 


General 


March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7 — Pacific Automotive Show, 
Seattle Civic Auditorium. 

March 6-14—GM Motorama, Pan Pacific 
Auditorium, Los Angeles. 

March 27-29—National Truck Leasing Sys- 
tem Conference, The Greenbriar, White 
Sulphur Springs, West Virginia. 

March 27-Apr. 4—GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-li—Easter Parade of Stars Auto- 
mobile Show, Waldorf - Astoria Hotel, 
New York City. 

April 26-28—1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

May 46— National Highway Users Con- 
co Mayflower Hotel, Washington, 


May 13-15—Association of American Bat- 


tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 


May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 
June 6-l1—Society of Automotive 2 
neers (Summer Meeting), Ambassador 
a Ritz-Carlton Hotels, Atlantic City, 
August 16-1@—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 


Sept. 15-17 — National Petroleum Assn. 
52nd Annual Meeting), Traymore Hotel, 
tlantic City, New Jersey. 

Sept. 20-22—Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of inde- 
pendent Tire Dealers, Sherman Hetel, 
Chicago. 


Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17— American Finance Confer- 
ase Commodore Hotel, New York 

ity. 


Dec. 6-7—National Standard Parts Asseci- 
ation, Hotel Sherman, Chicago. 





Ss ‘ aM 


AUTOMOTIVE NEWS, MARCH 1, 1954 > . 41 





amazing new TIRE CHAIN 


YOU CAN PUT ON IN 30 SECONDS 
FITS ALL SIZE TIRES 600 THRU 820 
Set of 4 


crit; $98 


KON-VEEN-YUNT CHAINS are easily 
put on even when you're stuck in 
snow, ice, country mire or against 
curb. So EASY, QUICK, you can 
snap ‘em on waiting for stop light 
to change! Eliminate expensive, 
old-style chains. Be ready for un- 
expected emergencies with KON- 
VEEN-YUNT case-hardened steel 
chains. LAST FOR YEARS. Safety- 
need for all cars, farm use, taxies, 
police cars, pick-up trucks, emer- 
gency equipment. Money-refund 
guarantee. WRITE, PHONE, WIRE. 


Complete 





LQ RSL 
Profitable Dealerships Available Everywhere 


GIVE CAR MAKE AND TIRE SIZE 
KON-VEEN-YUNT CHAINS 


1406 Cherokee Rd., Richmond 25, Va. 
PHONE RICHMOND 7-1178 














Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K, BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A PRACTION OF ITS REAL VALUE. 














W. K. BRAASCH 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN AIL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if net completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the following NEW MANUALS: 
a eee $2.00 
each 
postpaid 





2—The Automotive Process. 
SR er eee Prospects. 
te 


Leadership. 
5—The T of Used Car Salesmanship. 


ne Your Sales Talk. 
All six is fer only 


10.00. 





“~ 


BUFFALO EVENING NEWS: 


EDWARD H. BUTLER KELLY-SMITH CO, 
Editor ond Publisher Notions! Representatives j 


WESTERN NEW YORK’S GREAT NEWSPAPER ; 











ao pat ne tate tect 
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_To Initiate Course 
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Union, Employers 





Oo T kD e ¢ a a. ee ee an bean aetna ft oy s. * 
n ruc ring gested by the factory, provision for HENRY 3 — Corsair Four — 2-dr, sed., Se hardtop, $1,800; Suburban, ea Rg ep ; ae y 

BEDFORD, P. A Federal taxes, and suggested delivery | $1,399. Corsair Deluxe Six — 2-dr. sed., | $1,800. Rambler Custom—4-dr. sed., $1,965; | seq. $2,101.62; 2-dr. sed., $2,043.45; 2- 

, Pa.— A truck-driver| gna handling charges. They do not cover | $1,561.18. hardtop, $1,950; conv., $1,980; 2-dr, stat. | seat’ stat. wag., $2,490; 3-seat stat. wag. 
school will be established here next | transportation costs, state and local HUDSON—Jet—4-dr. sed., $1,858; 2-dr.| wag., $1,950; 4-dr. stat. wag., $2,050.| $2494 Onieftain 8 Deluxe — 4-dr. sed.. 
spring. Work has begun already on taxes, optional equipment or any other | utility, $1,836.75. Super Jet — 4-dr. sed., | Statesman Super—4-dr. sed., $2,158; 2-dr. | $2205.51; 2-dr. sed., $2,148.32; 2-seat 
a Ganing manual charges that may be passed on to the Ti sa eneekes a Jot-Linee— =" geisse hardtop, 83, a” keene stat. wag., $2,579. Star Chief 8—Deluxe 

: retail buyer. . , $2,056.60; 2-dr. sedan, $2,- A hardtop, Ambassador | 4-dr. sed., $2,301; Custom 4-dr., sed., 
: .| BUIOK—Speciaa — 4- 32; | 045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. | Super—4-dr. sed., $2,417; 2-dr. sed., $2,-| $2,394; conv., $2,630. Ontalinas—Chieftain 

Saw ces a — ee 2-dr. sed., 32 206.88;" aS eras; sed., $2,209.43; cl. cpe., $2,256.11. Super 365. Ambassador Custom — 4-dr. sed., $2,-| 6 Deluxe, $2,316.30; Chieftain 6 Custom, 
ments of an in ry-wide m ng conv., $2,568.17; stat. wa $3,163. Cen- Wasp — 4-dr. sed., $2,465.84; 2-dr. sed.,| 600; hardtop, $2,735. (Hydra-Matie op-| $2382.43: Chieftain 8 Deluxe, $2,391.99: 
at the headquarters of AFL Team- | tury 4-dr, sed., $2,520.17; Riviers, §2,- | $2/413.28; cl. cpe., $2,405.84; Hollywood, | tional at $178.85 on all models.) Chieftain 8 Custom, $2,458; Star Chief 8 
sters Local 453. 533.56; stat. wag. $3,470. Super — 4-dr. | $2,704; conv., $3,004.20. Hornet — 4-dr.| o_DSMOBILE — Series 88 —4-ar. sed.,| Custom, $2,557. (Hydra-Matic optional at 

sed., $2,711.17: Riviera, $2,625°56; conv., | %4-, $2,768.86; ci. ope. of 2, 181.90; Holly- | $2,337.09; 2-dr. sed., $2,271.62; H , | $178.35 on all models.) 

Harold D. Hershberger, manager | $2,963.59. Roadmaster "— 4-dr. sed.. §3,. | 700d, $2,987.75; conv., ‘$3,287.70. (Hydra-| $9'449. Super 88—4-dr. sed., $2,476.71 STUDEBAKER — Champion Custom — 
of the Bedford State Employment | 260.36; Riviera, $3,373.05; conv., $3,520.56; | }iatte optional at $178. _— ait models in or sed. $2,410.25; ‘Holiday, $2,688.39; | 4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Servi id h has | Skylark sports car, $4,483. (Dynafiow | /¢° - Warmer conv., $2,867.59. Series 98—4-dr sed., $2,-| Champion Deluxe — a” $1,918.18, 

rvice, sa enough money NaS| weandard on Roadmaster optional at transmission optional at $178.03 on all 805.82; Holiday, $2,826 Deluxe Holiday, | 2-ar. sed. $1,875.18; “tanen, epe., $1,- 
been advanced or promised for] $192.50 on all other models.) NRAISER —~ Carolina aie $2,- | $2,041. 75; Starfire conv., $3,248.84. (iyare’ 971.93; stat. wag., $2,187.23. srmeaher 
writing of the manual. No such| GOADILLAO—Series 62 — 4-dr. sed., $3,-| 372.69; 2-ar. $2,312.56. ee ,- | Matie optional at $178.35 on all models.) | Regal — 4-dr. sed., $2,026.29; 2-dr. sed 
manual exists at the present time. | 932.70; cl. cpe., $3,837.77; Coupe de Ville, | sed., $2, B1a.79: sce sed. $2,459; 4-dr.| PACKARD—Olipper Special—2-ar. sed., | $1,983.29; 5-pass. cpe., $2,080.04; 

$4 ; Traveler, $2,618.55. Manhattan—-4-dr. sed., | $2,544. Clipper Deluxe—4-dr. sed., $2,695; | $2,241.29; stat. wag., $2,295.33 


s , 404.31, Series 60 .33, 
Decision to establish the school | Special—4-ar. sed., $4,683.33. Series 75— | $2,649.63; club sed., $2,596.76. Dragon—|2-dr. sed., $2,645; Sportster cpe., $2,830,|™mander Deluxe — 4-dr. sed., $2,179.13; 


here was made a meeting of | 8-pass. sed., $5,874.78; ., $6,090.17. | 4-dr. sed. 9 Darrin —conv., | Clipper Super—4-dr. sed., $2,815; 2-dr. . ’ . 5-pass. cpe., §2,- 
‘ooal aking bates eae -» $5,738. (Hydra - Matic $3,668, i, $3,923.91. Darr _ eee sed., $2,765; Panama hardtop, $3,125. 232.88; stat. wag., $2,447.88. Commander 

standard on all models.) Hydra-Matie standard on Dragon, optional| Packard — Cavalier 4-dr. sed., $3,344; Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
tives, Federal and state authorities, CHEVROLET — One-Fifty — 4-dr. sed., | at $178.55 on other models.) Patrician 4-dr. sed., $3,890; Pacific hard- eee: ee aah stat. wag., 


representatives of the State Depart- | $1,680; 2-dr. sed., $1,623; utility sed., $1,-| LINCOLN—Lineoin — 4-dr. sed., $3,522; | toP, $3,827; conv., $8,935; Caribbean conv., | $3009 7 i cromatic Dat tad el Gute 
- | 539; 6-pass, stat, wag., $2,020, Two-Ten | hard ,625. Lincoln ~dr, | $6,100; 8-pass. $6,900; lim., $7,250. | 438.28. ( a 

ce oe Instruction and lo-| Tar, sed, $1,771; 2-r,’ eed., $1,717; sed. #3. Tit Mardtop ‘ope. ae ane (Uitramatie standard in’ Patrician, Pacise, | 0 Champion, $226.50 on Commander.) 
soos CECB. cl. cpe., $1,782; 6-pass. stat. wag., $2,- $4,030 (Hydra - Matic standard on aii | Convertible and Caribbean; optional at $199| wittys — Aero Lark — 4-dr. sed., $1,- 
The idea for a truckers’ school | 123. Bel Alr—4-ar. sed., $1,884; 2-dr. sed., Sede) on other models.) 727.15; 2-dr. sed., $1,640.99. Aero Faleon— 
in the Bedford area has been un- | $1;390: hardtop, $2,061; conv., $2,185;| | MEROURY — Oustom — 4-dr. sed., $2,-| PLYMOUTR — Plaza 4-dr. sed., $1,765; | 4-dr, sed., $1,906.96; 2-dr. s0d., $1,793.33. 
8-pass, stat. wag., $2,283. Oorvette—conv., | 260.50; 2-dr. sed., $2,198.50; sport cpe., | cl. sed... $1,727.25; bus. ¢pe., $1,617 Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
der discussion for several months | $3,523. ( standard of Corvette, | $2,315. Monterey — 4-dr. , $2,332.50: | stat. wag., $2,064. Savoy—4-dr. sed., i: $1,963.50. Aero Eagle—Hardtcp cpe., $2,- 
by Hershberger, the union and | °Ptional at $178.35 on all other models.) hardtop. $2.451.50: Sun valley $2,581.50; | 872.50; cl. sed., $1,835; cl. cpe., $1,842.50; | 157.18. Station wagons — 4-cyl., $1,862.70 


rt 
8 
ote 


CHRYSLER— Deluxe 4-dr. sed., | Conv., $2,609.50; stat. , $2,776. (Mere- | svt. cpe., $2.064; conv. wag., | (four-wheel drive, $2,304.55); 6-cyl., $1,- 
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A mile-long section of old US-30, | 540.50; Newport, $2, one. 355 conv., $3,- 
ne 
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cated in Bedford. 4-dr. sed., $4,260.00; lim... 94.797; New- 27 States for January, 1954-1 953 


Hershberger said he has been as- | Port, $4,560 8-pass. 
sured jobs will be available for all | puso stenacra on all’ eightevlinger models, 
Deluxe.) 


























































































qualified graduates. optional at $189 on Windsor al Z 
42S E pear TREND aL cone T:| | teloased’ here weakly. as com 3 3 
’ , cpe., ae ° > ‘ >. 
N.Y.to Ease Bars | fair Bowe v8|| Rice Bylaw Cone ; : : 
e e Gr. ’ ” ie 5 ; > = 
cl. cpe., $2,651.50; Sportsman, §2, ; 6 &| = 
< conv., $3,144.25; stat. wag., $3,381. 
On Truck Weight “nce: ieee oe | Previously ‘SA! 9) 7M) BA) 5b 2st] aaa) am) 71) 270) 11160} $6) (8106 
E—Meadowbrook Six — 4-dr. . 

ALBANY.—A move is under way | $2,024.75; cl. ope. $1. Meadowbrook xpeeariss = Sew a 141 7 a 134 * we = * a oe i a bat 
to ease restrictions against use of | V-S 4dr. sed., $2,175.75; cl Fa 7 ae ‘53 | ‘orl 2] ae] tas} os} os) So] S| at ts] ata] a] 
State highways by extremely heavy | ope, $2,109; 2-dr. stat. wag., $2,228.50;| Colorado "54 1) 344 HI | 242). «74 +«to7)—=—=«<‘(wC|!tCt)ttéi<‘ TSC)tCa)C<‘ SC 
trucks. 4-dr. 2-seat stats wag. satis ; 4-42. 53 4) 359 10 66} 260} 128) 131) 4) | 24 41) 2; 43} 8} 1058 

_ | S-seat stat. wag., .25. Coronet V: $ ti Se i ee "54 16) ‘153 1 58} 133; 33; 38] 7| 14) 7 3 16; 481 

The plan was outlined at a meet-| 44r. ‘sed., $2,244.50; cl. epe., $2,223; spt. | °r"<*" 53] i] 150} _—_—s4|_—7|—ta0| az] S8}_—— 8} 241 S|] te] 
ing between representatives of the | cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. iter perenne ee eae =. ae 
trucking industry and State public| was. $2,517; 4-dr. Z-seat stat. wag. $2.-| Delowere | | | wm a el | at al Sts 
atthe meal ane pt gm aes Vom. ot, eat: 4 Sei 2) 12) 13 ee 5 | 3 138 

ers 349; cpe., +; conv., 5 { { i 
special State permits, enabling high-| (Fluid Drive optional at $20.40 on | \ja "54 115 2 33} 103} 3%) S27 4 1} 10) 1 6 341 
trail — 1 S ip to | Meadowbrook Six and Coronet Six sedans |" *'"° 3 1] 182 2} 64) —«145|__—«89 4 15 31-32 5| 20: a] al 
way ers to carry loads up tO/ ana ciub coupes. PowerFlite optional at | 2 ———— : 
100 tons or more over specified | $189 on all models.) Maryland S | als 1221 al of *| ; s| 91 "9 4 = 
foutes. 908 ben ode een Teen; Dan ne tikes; | Michigan a a 

State law sets 33 tons as the! 2-ar. stat. wag., $2,029. Customline Six— 53 4) 1118] 13} 382} ~—9t7}—51] 213 5 | 20) ~—63 16} _38{ ~—56| +3097 
“legal” safety limit for trucks, with | 4-dr. sed., $1,793; 2-dr. sed, $1,743.50; | Minnesota ' l 80) 272; (92) ~—s«*3 5 1 nn) 3] 985 
the provision that the superintend- | $l. cPe., $1,753: a Ve. eae: 116 | 185 2 4| 37 5| ‘| 1188 
ent of public works can grant ex-| £4 ca" gay: a, Quis; ak | Nov 27 a 
ceptions. The “limit” on the excep-| Mace, 92.108: conv. SF166; Sr. stat. | Now Maxice 7) ee er ee oe a a oe 514 
tions has been 55 tons. SS ee ‘53 | 163 22} 53] 321 30 eae | 4 | 343 

According to V. L. Ostrander, li New York = H a) M4 = es 200 377 50 5] 21 EJ 4 a Ps 3107 
superintendent of operation and| Marem tabli ; 
maintenance, New York does not | wen} ong _ D ae North Carolina a sol) 167) 129116 i a al 2 1a7 
“propose to continue the 55-ton e a ! ! 
limit, but will consider each appli-| DETROIT.—A new warehouse, | No‘ Dskote S | 156] sy 3 
cation for overweight loads on its| set up to service Maremont muffler | gogo isiana 
merits.” distributors, has been opened here "53 | 210 

by Maremont Automotive Products, | South Dakota 54 | 
Ine. 1} 632 
Gardner Heads Staff Located at 21-27 BH. Bethune Ave., | Tennessee | 

Gordon Gardner has been ap-/| the warehouse is designed “to make : : 

pointed general manager of City/| it convenient for the distributor to| “**" = a a - a Ul 1 4 of wn os 
4618 Edmondson Ave.,| do business with use,” said Charles = = u i. = 2 - - 3 oe 
Baltimore, Md. " Klaus, vice-president. to Date’ - cae 3 rd 23 I3s 3 7339) Free 3309 | ol 3 ri 330 Ey 204| 334 to264 





New Passenger Car Registrations, 28 States for January, 1954-1953 





























































» e 
Car registrations by states are released = = = 2 
here weekly, as compiled by R. L. < 3 ° 5 <= “ 2 < 3 £ 3 < - |. < > z 3 < 
: : o >? © 2 > 5 = € 3 5 $ 2 5 5 2 = 
Polk representatives in state capitals. 3 4 & 3 = 2 =O} x 3 2 |¢g O| x = a . #0 e g = es O| = 3 = ° 
= ; 3 = > 
2}2/6|8| 8|€]5°| 2) 5) 2/2") 2} 3) 6) 5) slo} 2) 8) s/s] 2] 8 
13 States Previously 54) 631 1248; 1758) 1219) 2146; 6312) 11435) 14432 P24 4 1898 4197 al 15113 el 4140| 26787 x 9 303 ol 826; = 152! 167| 62124 
for January 53} (1210) 2474; 2190 im 4119} 8985) 17088) 14687 556; 3780 19023 4544 1384} 12067} 3256] 4915) 26166 255 456 %I 1672 1284, 2349 216} 714620 
ansas ‘54 3 a a | ial 478 578 7 128 713 146 rr 638 6 147 1051 | ai 1s | 2| 2366 
‘53 | Hf 182 ia 700 a 1s? 880 266 852 160 248 1570 17| 19 % 81 157 9| 3845 
Colora: ‘4 Hl 33 109 aeal a 214 baal 197 3! 688 122 149 1187 
. ‘53 6 7 8! rd 0 197 848 294 73 613 257 1432 














































1387 
1288 


on oI 47 


1190 981 


‘54 109 216 


110 359 


578 
538 












3e2| esl | 



















































8 9 3 103 178 | 12 74 

‘53 46 57 “ 273 269 10 65 
i i a ise as 12 78 304 ,| 1224 
26. | 52 407 6 7| ‘1817 
oa ni 3 nel Ea 2 21 318) = 1265 258 233 2045 x 12 to ml =I 4338 
‘ 109 276 135 123 x 1287; 1 Te 30 296| 1504 “ 95} «1177 287 358| 2258 24 50 50 124 72 158 8] 5816 
‘Maine Ei 3 77] 73 Hd 322 a 107 * Saal a | | a = as | is 19 48 ‘| 1516 
‘53 36 133 20 356 bal 101 28 423 85 135 772 is 46 81 23 5! 5} 1975 
jarylend ‘54 ‘al z re oe ee a0] 7 1169 rf 314) 1514 248) 20; «1178 166 ail ais| 4| 7 | 40 7 102 33 4793 
53) * 88 183. 164 123 740| 1283) 1284 38 311 1633 327) 93 431) 2315 35} 37 66 138 92 212 5964 
ichigan ‘54 137 HY ist a sl 1568; 2950) 6458 214) 1554) 98226) = 2131 120} 00! 794; =2108) =10154 5 ? 5! 70 ais! 288 12) 22412 
‘53 367 933 545; 1310} 2957] $501} 6770 252| 1373) 8395) 2564 836; 4918) 1549) 2471) 12338 73 201 227 50! 465 560 39} 29099 
nnesota = a 114 167 126 1%. 649} =«1127| = 1553 3% 459; = 2047 373 56; 1791 334 468) = =3622 2 14 21 EY % 17 3} 6693 
‘53 82 170 193 182 437 979; = «1791 1690 4! 240; ‘197! 380 112} 1308 2% 445} 256! i 59 52 122 124 281 7| 7109 
New Jersey = 162 | 627 373 #2| | | 1 pe 140; 1217 Son 913 194; = 2633 4 Cd I91 3 12 | lol 297 46 ~71| 14062 
53) 256 466 586 419 807; 1686] 3498} 2873 106 918| 38% 783 319} 2231 $88; (206) 5129 6? HS 207; 371 352. 466 94| 14548 
xico 1 s| +1 % 2 . | ite 224 273 is "| 42 141 a 7 | ! | 8 10 4 3; «1357 
‘53 15 29 34 19 9 218 170 i 68 249 9 16 150 26 67 349 1 13 2 19 % 7 953 
Rhode Island ‘34 19 3 9 17 64 Es 290 378 12 | 482 | 13 43 7 105 ote tl } 3 10 i 9 18} 1555 
‘53 31 56 67 48 127 462 330) 7 93 430 bid 41 305 125 123 68? ul 15 ca 27 47 18} 1794 
outh Dakota ‘54 13 31 4 2 7% 174 aul 24 it 7 371 80 12 338 70 coe 3} 8 i | 39? 1364 
"53 22 A me zi ig 250 481 341 x a 443 150 3! an 9% 104 ioe 3 16 27 29 72 3} 1893 
ennessee ‘s4 % 5A2 67 aa be 41s mi @ 316 “ a k 60 102 12) 5582 
"53 ia 1837 377 I2at 413) z 27 8? 221 14] 6185 


Se Se ee ee 


To Dats for danssty eee Se See ee ee ime 




























































mr 








a WOE TEL i 




















= 











AUTOMOTIVE NEWS, MARCH 1, 1954 : 


Text of Letter to Dealers... 





Curtice Warns on Bootlegging 


Eprror’s Note — Following is a 
text of the letter sent last week 
by Harlow H. Curtice, General 
Motors president, to GM dealers: 


* * * 


| i MARCH of 1953 I spoke to a 
large group of General Motors 
dealers in Chicago. The subject of 
my remarks was “Partners in 
Progress.” Copies of that dis- 
cussion were sent to every General 
Motors dealer. 


At that time I discussed some 
of the fundamental concepts which 
activate General Motors and each 
of its car and truck divisions in 
their relationships with their 
dealers and distributors. 


I emphasized the conviction 
which has existed in General 
Motors for years that a strong, 
economically healthy and ag- 
gressive distribution organization 
is just as important to General 
Motors as is sound engineering, 
modern manufacturing and ap- 
pealing styling. 

In the same spirit of mutual 
understanding, today I want to 
discuss frankly with you a de- 
plorable situation which is spread- 
ing in an alarming fashion in this 
business of ours. I refer obviously 
to the cancerous growth of “boot- 
legging” of new cars by en- 
franchised dealers throughout the 
industry—namely, the wholesaling 
of new automobiles to “used-car” 
dealers and outlets not franchised 
to handle such new automobiles. 

= + « 
IS A DEVELOPMENT that 

concerns us very deeply, and I 
am sure that it is just as vital to 
you. 

It is a malignancy which, if it 
is not stopped, will eat away the 
very vitals of your business and 
ours. 

In order that our products may 
get into the hands of retail custom- 
ers it is most desirable from the 
viewpoint of sound business judg- 
ment that those products get to 
market through our enfranchised 
dealers. 

Thus, there are three equities 
involved in the marketing of 
automobiles—the customer’s, the 
dealer’s and the manufacturer’s. 
These equities emphasize the re- 
spective responsibilities that the 
manufacturer and dealer have to 
the customer and the mutual re- 
sponsibilities that exist as be- 
tween the manufacturer and the 
dealer. 

The manufacturer has the re- 





sponsibility for research, engineer- 
ing, ‘styling, production and distri- 
bution. It must plan its manu- 
facturing schedules as skillfully as 
possible to build in conformity 
with the demands of the market 
and to protect and enhance its po- 
sition in that market. 

It must build a dealer organi- 
zation on a foundation of sound 
dealer relations — being properly 
selective as to the number and lo- 
cation of dealerships, as well as 
to the individual. ability of each 
dealer, and co-operating with the 
dealer in the distribution, sales 
and service of his products. The 
performance of General Motors in 
the discharge of these responsi- 
bilities speaks for itself. 


* * * 


ENERAL MOTORS dealers 

have comé to accept the funda- 
mental fact that it is their re- 
sponsibility to provide adequate 
sales and service facilities to 
satisfy the needs of the customers 
in the territory wherejn they 
function. They recognize that these 
highly mechanized products which 
are constantly being improved 
must be properly conditioned for 
delivery and must be serviced 
thereafter. 

This has become increasingly 
important in recent years with the 
development of automatic trans- 
missions, power steering, power 
brakes, high compression engines 


Plym 





Hy-Drive Also 


outh Gets PowerFlite 


Horsepower Is Boosted to 110 for Unit; 


and other features, including com- 
plicated body structures. 


General Motors dealers have 
generally provided marvelous fa- 
cilities and trained personnel for 
the sales and servicing of the pro- 
ducts they handle and the pro- 
tection of their customers’ satis- 
faction. To assist them in this im- 
portant phase of the business, 
General Motors is currently spend- 
ing millions of dollars to build 
training centers to better serve 
our dealers and their customers. 


The recognition of these 
equities and the proper dis- 
charge of our respective re- 
sponsibilities has established 
goodwill for the dealer, the 
manufacturer and the product— 
a goodwill that is essential to the 
sale and distribution to a custom- 
er of the most complicated me- 
chanical product under the daily 
operation and control of the 
public, 

These factors have also been a 
source of protection for the dealer 
and the manufacturer in that they 
have minimized and practically 
eliminated serious claims for li- 
abilities against the dealer and 
the manufacturer that are recog- 
nized in law. 

Is it any wonder that I am deep- 
ly concerned over a practice that 
may well have the effect of de- 
stroying all the good that has been 
accomplished by our mutual ef- 





to Be Offered 





(Continued from Page 1) 


president, said that PowerFlite, 
combined with an engine featur- 
ing stepped-up horsepower, would 
be part of “a new power pack- 
age.” 

Plymouth’s price for PowerFlite 
will be $189, including Federal tax. 
The unit is offered ds an extra-cost 
option at the same price on all 
DeSoto and Dodge models and on 
all six-cylinder Chryslers. It is 
standard equipment on V-8 Chrys- 
lers. 

* * *” 
LYMOUTH will continue to 
market its Hy-Drive transmis- 

sion, which permits manual shift- 
ing when desired, at $145.80. 


Models equipped with Power- 
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of prospects! 










a 5%,” 
ALL sizes! 
A wonderful goodwill builder made of heavy 20-gauge 
vinyl plastic simulated leather; heat-sealed with 2 large and 
1 clear vinyl map pockets—also 3 license and card pockets 
of sturdy clear vinyl. Wears longer than leather. Includes 
handy pencil. With your company name (one to four lines) 
stamped in gold, it makes a premium or giveaway that 
will keep customers coming back! . . . 


COLORS: Brown, Tan, Black. 


* f BEBEBEEHEBEaEB ES SB 
2 TRAVEL MASTER ANY 
130 W. 42 St., New York 18, N. Y. 
o 12 
% Gentiemen: Please send us postpaid ................ samples of 
N TRAVEL-MASTER @ [Oc ea. 
10 Sven B= Enclosed G............... 
Biotase quae. wt Check color ( ) Brown ( ) Ten ( ) Black 
20 to s box. Gold gy IRM NAME enn rnrrnnntenetennninntinicnnnei 
im 
on. fer 106 pleces Mane Nn) ete ee od 
10,000 pieces.” = city ZONE STATE 
rt Money Returned if Samples Are Not Satisfactory 
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TERRIFIC 
GIVEAWAY 


Every Driver Needs 


“TRAVEL- 
MASTER" 


y for his glove compartment! 


















make customers out 





ORDER TODAY 


Send us your company order or 
use coupon below for samples. 










Flite, Mansfield said, will have a 
110-horsepower engine with a 
compression ratio of 7.25 to L 
Other models will carry the stan- 
dard 100-horsepower version with 
@ compression ratio of 7.1 to 1 


Except for Henry J, automatic 
transmissions now will be used on 
every American make of car. 
Willys plans to offer Hydra-Matic 
on 1954 models, and in fact in- 
stalled the unit on some ’53s before 
the Hydra-Matic plant fire cut off 
supplies. 

* . 
JN ADDITION to PowerFlite and 

Hy-Drive, Plymouth will con- 
tinue to provide a manual trans- 
mission as standard equipment and 
overdrive as a $97.55 option. 


Meantime, in a development on 
the price front, a $15 increase in 
the suggested delivery and han- 
dling charge for new-car dealers 
has been placed in effect by 
Lincoln-Mercury. 

The makeready fee on all Lincoln 
models now is $50 and that on 
Mercury, $35. 

- * * 
JrACTORY spokesmen said it was 
felt that former charges were 
inadequate to cover the cost of 
new-car preparation and warranty 
inspection. 

Increased delivery and han- 
dling charges now are being ap- 
plied to all 1954 cars of Ford 
Motor Co. The Ford division 
raised its suggested charge to 
$25 from $15 at the time new 
models were announced. 

It also was disclosed last week 
that factory-installed power brakes 
would be made available on all 
Chevrolet models at $37.70, includ- 
ing Federal tax. 


Other Makes 


(Continued from Page 2) 
$813, including $647 for the air 
conditioner and $166 for the heat- 
ing system. With a $120 heating 
unit, as on the Cavalier, the total 
price would be $767. 

On the Chrysler, DeSoto and 
Dodge, the package sells for $720.85. 
Heaters are $78.25 and air condi- 
tioners, $642.60. 

Lincoln air conditioning is $621 
and the heating system is $121.03, 
for a total of $742.08, 

The price of Cadillac air condi- 
tioning is $619.55. On Series 62 and 
Series 60 Special models, heating 
is $128.85, for a total of $748.40. The 
Series 75 heating system is $179, 
boosting the total to $798.55. 


forts over the years, with its re- 
sulting effects upon the invest- 
ments of General Motors dealers, 
the use of the products by our 
customers—-not to mention General 
Motors, the entire automobile in- 
dustry and the economy as a 
whole. 


Let us also not forget the sales- 
men and servicemen who in many 
instances, for as many as 20 and 
even 30 years, have perform 
their functions in this industry so 
well, 

* * * 

are the contributing 

factors that we look for in 
such a _ situatian? Certainly we 
have a buyer’s market and a very 
competitive market, but that is not 
an unusual circumstance or a new 
experience for General Motors. 

Is there excessive production or 
maldistribution resulting from un- 
usual circumstances not contem- 
plated in our usual planning for 
production and distribution? 

Our reports, surveys and data 
clearly establish that these con- 
siderations are not contributing 
factors. In fact, 1954 models of 
General Motors cars were in the 
“pootleg” market before there was 
sufficient production to supply our 

(Continued on Page 48, Col. 1) 





New Tire Process— 

Heavy steel annealed wire is looped — 
into the matrix in the new Firestone Dura- 
Trac wire retreading process. The wire is 
butted to stay in position in the matrix 
ribs and then cured in the normal manner. 
The tread rubber flows around the wire 
and sets it permanently into the tread 
area. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


HEILOADER 


HYDRAULIC TRUCK TAILGATES 
CUT DELIVERY 


cosTs 


\@ Leading and unloading time cut 


to seconds 


j One man alone can handle 


loads up to 2000-Ibs. 


\ Merchandise damage claims re- 


duced 


\ Personnel injuries from lifting 


are eliminated. 
i Fully automatic closing 


j TRUCKS CAN MAKE MORE DE- 


LIVERIES PER DAY 


MORE actual hauling minutes 
and miles for each truck per day! 
That’s the result of time saved with 
Heiloader Elevating Tailgates on 
your trucks. There’s no waiting 
for additional help at loading or 
delivery points. Bulky freight can 
be loaded-or unloaded quickly at 
any location. The Heiloader does 
all the work, quickly and safely. 

Customers appreciate speedier 
- You will like the 
increased business and lower de- 
livery costs made possible by 
Heiloaders. Find out how Heiload- 
ers pay for themselves in a short 
time. Write today for details or 
see your nearest Heil body and 


deliveries . . 


hoist distributor. 





les Angeles, Seattle; 





EHEIL co 


Dept. 5934, 3059 W. MONTANA ST. ¢ 


Factories: Milwaukee, Wis. —Hillside, N. J. 
Sales Offices: New York, Union, N. J., Washington, D. C., Ationta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 


UP TO 





Simply pushing the lever lowers 
or raises the heavy load safely. 
Torsion spring control stops gote 
instantly if lever is released. 
Gate locks at floor level with 





Heiloader stops and locks oute- 
matically at any elevation for 
2 — dock, 
curb or ground level. Safety 
valve qreusats tlie ot Saas 
ing if overloaded accidental 
closing of loaded gate. Hei 
fits all standard trucks. 






MILWAUKEE 1, Wis. 
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NADA Seeks Permanent Curb... 


AUTOMOTIVE NEWS, MARCH 1, 1954 


Makers Warn Bootleg Sources 


all makes of new cars at cut] in Columbus in the very near 
future.” 


(Continued from Page 1) 
deal with each case on an indi- 
vidual basis .. .” : 

A spokesman for Chrysler Corp., 
the other member of the Big 
Three, said Chrysler has not yet 
planned to take any action at the 
dealer level. 

Curtice said he was “deeply con- 
cerned” over the “practice that 
may well have the effect of de- 
stroying all the good that has been 
accomplished by our mutual ef- 
forts over the years.” 

* * + 


Teele said there can be only 
one reason for bootlegging — 
“the selfish desire on the part of 
some dealers for a quick nominal 
profit at the expense of the 
customer, the public, the dealer 
organization and the manufactur- 
er.” 


Ford warned his dealers that 
when they cooperate with boot- 
leggers they run the risk of hav- 
ing their product “appear as 
‘distress merchandise’ . .. on 
used-car lots.” 

Many dealers fear that should 
present trends of the “No. 1 dealer 
menace” continue, the auto re- 
tailing business will develop 
eventually into a series of super- 
markets across the country selling 


GM Testing Spot 
At Pike’s Peak 


To Open Apr. 1 


MANITOU SPRINGS, Colo.— 
General Motors Pike’s Peak Engi- 
neering Test Headquarters will be 
opened Apr. 1 here, at the foot of 
the peak, as a base for testing 
cars and trucks on the rugged 
mountain road, Charles A. Chayne, 
engineering vice-president, an- 
nounced last week. 

“We regard the Pike’s Peak road 
as an ideal stretch on which to 
test engines, automatic trans- 
missions, carburetors, brakes and 
cooling systems under extreme 
altitude and grade _ conditions, 
Chayne said. 

“The road rises 6,686 feet in the 
18 miles between its start at Cas- 
cade and the summit of the peak, 
which is 14,110 feet above sea level. 
The road has a maximum grade of 
10.5 percent, and averages 7 per- 
cent. 

“The test headquarters will be 
used by all five GM car divisions, 
including Chevrolet trucks, and the 
Detroit transmission division, re- 
search laboratories division and the 
transmission development group of 
the central engineering staff. We 
are the first automotive company 
to establish a permanent head- 
quarters for tests on the peak. 

The Pike’s Peak test head- 
quarters will be a concrete and 
steel one-story structure, now 


nearing completion. GM will lease 
_ it from the Manitou Mineral Water 
Co. 


Southern Calif. DeSoto Dealers Meet— 


prices, 
+ +. e 
pra worrying about boot- 
legging cite the case of a wes- 
tern dealer who told his factory he 
wanted only 35 percent of his 
normal quota of cars, 

“Is that all you intend to sell this 
month?” he was asked. 

“No,” replied the dealer, “but I 
can buy the other 65 percent 
cheaper in the bootleg market than 
I can buy cars from you.” 

Dealers feel that bootlegging is 
fostered by bad distribution, heavy 
production and indifference on the 
part of the factory. Some feel that 
exposure of bootlegging tactics 
would help to clear up the problem. 

* * * 


N A SIDELIGHT to the boot- 

legging problem, a minor price 

war developed last week in New 
York City. 

In an attempt to combat ad- 
vertising by a used-car dealer of- 
fering to deliver a 1954 Chevrolet 
for $1,795, Chevrolet dealers of 
Manhattan and the Bronx ad- 
vertised a delivered price of $1,690. 

The used-car dealer retaliated by 
cutting his price to $1,688. 

= 7 a 
Avre bootlegging and a rundown 
on how the practice operates 
was thoroughly covered last week 
in a series of front-page articles in 
the Akron Beacon Journal. 

In the wake of the newspaper’s 
disclosures, both the Akron Auto 
Dealers Assn. and the Akron Bet- 
ter Business Bureau demanded 
that new efforts be made to wipe 
out bootlegging. 

E. John Lehman, secretary man- 
ager of the dealer association, said 
he had urged dealer organizations 
in other. cities and the officers of 
the state association to meet quickly 
and make plans to fight boot- 
legging. 

John L. O’Brien, president and 
manager of the Akron BBB, called 
on state and local officials to smash 
the bootleg market and wipe out 
wholesale violations of Ohio auto 
laws. 

* * * 
[_ Baan made public a letter he 
sent to Walt R. Hamer, execu- 
tive secretary of the Ohio Automo- 
bile Dealers Assn., urging the call- 
ing of an early meeting on the 
bootleg problem, 

“The situation in Ohio is so bad 
that I am going to urge strong 
action,” Lehman wrote. “I recom- 
mend you (Hamer) call a meeting 


Boise Car Dealers 


* +o 
Organize Again 

BOISE, Id.— Automobile dealers 
here have reorganized their as- 
sociation. 

Officers are Rynd Miller, presi- 
dent; Jack Maxwell, vice-president, 
and Fred Lillge, secretary-treas- 
urer. 

Twelve dealers were present at 
the reorganization meeting. They 








Representatives of southern California DeSoto dealers took part in a California 
region meeting to elect spokesmen for the group to the dealer-factory meeting which 
was held last week in Detroit. Named were Allan Crocket (seated, third from left), 
Fresno, and Robert Waters sr. (standing, second from left), as alternate delegate. 
Standing (from left), are Gaston Periat, San Mateo; Waters; Douglas M. Herrick, Los 
Angeles; Walt Tufford, San Diego; James Thrasher, Bakersfield, and John Berry, Long 
Beach. Seated: Tom Lucas, Stockton; S. J. Denham, Redding; Crocket; Irving Normandin, 
San Jose; Scotty Harris, Ventura; A. H. Langridge, DeSoto regional manager; Milton 


Henry Frost, 


McKaig, Los Angeles; G. A. Herfurth, Redondo Beach; H. R. McNeil, Los Angeles, and 


He suggested that Attorney Gen- 
eral C. William O’Neill be asked to 
attend and advise the dealers. He 
also urged the invitation of officials 
of the Motor Vehicle Bureau and 
the sales-tax division of the Tax 
Commission. 

Lehman also has suggested that 
managers of dealer organizations 
in other sections compile informa- 
tion on the bootleg situation in 
their areas. 

* * 
Om made four suggestions 
for curing present bootleg ac- 
tivities until the Ohio Legislature 
plugs loopholes now being used to 
transfer cars to the illegitimate 
market: 

1, Licensing of car-rental com- 
panies, said to be a primary chan- 
nel for bootleg cars. 

2. Limitation of the car buying of 
rental companies. 

3. Strict enforcement of the law 
regarding oaths on new-car docu- 
ments. 

4. Requirement that Motor Ve- 
hicle Bureau inspectors and tax- 
enforcement officers get proof that 
cars bought for delivery out of Ohio 
actually go out of the state. 

af 


i .. also raised the question 
of whether car buyers who pur- 
chase at a bootleg lot could be sure 
of a sound title. He said he won- 
(Continued on Page 45, Col. 1) 





Salaries Revealed 
For Executives of 
American Motors 


DETROIT.—If formation of 
American Motors Corp. is approved 
by stockholders of Hudson and 
Nash-Kelvinator at their meetings 
on March 24, George W. Mason, 
as president and board chairman, 
will receive remuneration on the 
same basis as he did with Nash- 
Kelvinator. 

He earned a total of $250,872 in 
the fiscal year ended Sept. 30, 1953. 
That figure includes a profit-shar- 
ing bonus. Mason’s present con- 
tract expires Oct. 1, 1957. 

A. E. Barit, president and gen- 
eral manager of Hudson, will be- 
come a director and consultant 
of the proposed firm and will be 
paid $12,500 per month—or $150,- 
000 annually—until Aug. 30, 1955. 

He earned $150,000 last year. 

From then until Aug. 30, 1958, 
Barit will receive $4,166.67 per 
month—or $50,000.04 annually—as a 
consultant. That will be in addition 
to any retirement, annuity, insur- 
ance or pension plan in which he 
shares. 

Since the proposed consolidation 
actually is a purchase of Hudson 
by Nash-Kelvinator, Mason will 
work under his old contract. 

It gives him a salary of $125,- 
000 per year, plus 2 percent of the 
portion of net earnings in excess 
of a sum equal to 6 percent of the 
total outstanding capital stock 
and surplus of the corporation. 
However, his share of the profits 
is not to exceed $125,000 each 
year. 

On termination of Mason’s em- 
ployment as general manager, the 
corporation shall have the right, 
at its option, to employ him as 
board chairman for $100,000 a year. 

If he is not employed in that 
capacity, then upon termination for 
any reason of his employment as 
general manager, he will receive 
$40,000 annually for the remainder 
of his life, provided he remains 
available as a consultant. 

Earnings of other Nash-Kel- 
vinator officers last year were: 
George W. Romney, executive 
vice-president and director, $99,- 
843; R. A. DeVlieg, vice-president, 
$105,672; A. M. Wibel, vice-presi- 
dent, $105,400, and H. G. Perkins, 
vice-president and director, $73,- 
580. 


Earnings of other Hudson officers 
last year were: S. G. Baits, first 
vice - president and assistant gen- 
eral manager, $85,000; A. Hood, 
secretary-treasurer, $36,300; H. M. 
Northrup, operations vice-president, 
$55,000. 


































































































Auto Leaders at Safety Conference— 


Among those attending the White House Conference on Highway Safety in Wash- 
ington were (from left), W. F. Hufstader, General Motors distribution vice-president; 
Harlow H. Curtice, GM president; Walter B. Cooper, chairman of the NADA public 
relations committee, ond Frederick J. Bell, NADA executive vice-president. 


WASHINGTON.—An eight-mem- 
ber Action Committee for Highway 
Safety has been appointed by Vice- 
President Richard Nixon at the re- 
quest of President Eisenhower. 

The committee’s job will be to 
assure continuity in the work of 
the White House Conference on 
Highway Safety, which was held 
here last week, and to promote 
the widest possible application of 
recommendations the conference 
developed for local-level action. 

Members of the committee repre- 
sent business, media, agriculture, 
organizations, women, public offi- 
cials and labor. On the committee 
are: 

Business—H. H. Curtice, Detroit, 
president, General Motors; agricul- 
ture—Charles B. Shuman, Chicago, 
president, Illinois State Farm Bu- 
reau; media—Charles F. McCahill, 
Cleveland, general manager, Cleve- 
land News; organizations—Robert 
Snodgrass, Atlanta, president, Atlas 
Auto Finance Co.; public officials— 
Dan Thornton, governor of Colo- 
rado; women—Mrs. Raymond B. 
Sayre, Ackworth, Ia., past national 
president, Associated Countrywom- 
en of the World; labor—Raymond 
F. Leheny, AFL, and Michael J. 
Quill, CIO. 

The 2,500 delegates to the White 
House conference were told that 
governors and state legislatures 
hold the key to effective safety 
programs at the community and 
states level. 

The conference produced a score 
of specific recommendations, in- 
cluding: 

1, A nationwide “crusade for 
safety” built around a massive 
campaign to get signed safety 
pledges from every motorist and 
pedestrian. 

2. Governors’ conferences on high- 
way safety, to be held in each 
state on the pattern of the yearly 
White House meetings. 

3. A campaign for more highway 
patrolmen in those states where 
they are needed. 

4. Enlargement of the safety in- 
spection program of the Bureau of 
Motor Carriers of the Interstate 
Commerce Commission. 

The labor group said it will en- 
courage labor groups throughout 
the country to participate in safety 
programs. 

The political group urged that 
governors of each state hold safety 
conferences, initiate programs, ask 
for progress reports from local 
communities and that President 
Eisenhower ask for annual state- 
wide progress reports. 

Businessmen said they could help 
organize the local groups and apply 
backing on a long-term basis. 

For the media group, it was sug- 
gested that newspaper, broadcast- 
ing, magazine and advertising men 
should devote efforts to bring the 
message of traffic safety to all 
readers, listeners and buyers. 


Good Roads, Education 


Called Key to Safety 
WASHINGTON. — Secretary of 
the Interior Douglas McKay, an 
Oregon auto dealer for 34 years be- 
fore he joined President Eisen- 
hower’s Cabinet, was guest speaker 


Action Group to Push Safety 


Eight Leaders in Varied Fields to Promote 
Work of White House Conference 





at a luncheon of the Inter-Industry 
Highway Safety Committee held in 
conjunction with the White House 
Conference on Traffic Safety. 


McKay, also a former Oregon 
governor, told the gathering of auto 
officials that “some people would 
have you believe that we're going 
into a depression, but I don’t be- 
lieve it. 

“People have just got to go back 
to work again,” he said. “We've got 
to go back to the fundamental 
things that made this country the 
greatest in the world.” 

“Adequate roads and education of 
the public are the two best answers 
to the traffic fatality problem,” 
McKay said. He emphasized that 
street and highway safety are of 
immeasurable value to the car 
dealer. 


Cole Files Name 


A business name has been filed 
in the Erie County (N. Y.), clerk’s 
office for Dave Cole Motors, 1515 
Main St., Buffalo, by David Cole. 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 

Our “PROFIT SHARING BIRD DOG 
PLAN" is now doing this for hun- 
dreds of dealers in many cities. 
Write for Free Samples and 
Details of this AMAZING PLAN 
SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





ois 3 fy ee eg - 
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ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square - 
shoulder) fastens license plate securely in 
place. Will not lose off. 
PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type. 
No. 51W Wing Nut Type..... 
Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 


HOUSER 32% 
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NADA Seeks Permanent Curb .. . 


GM and Ford Warn 


Bootleg Sources 


(Continued from Page 44) 


dered whether some of the cars of- 
fered “right from the factory” 
might not have considerable mile- 
age on them before they reached a 
bootleg lot. 

The Ohio bootleggers, accord- 
ing to the Beacon Journal, have 
added an extra frill to their finag- 
ling to save themselves the Ohio 
sales tax on the purchase of new 


cars, 

Bootleggers, the paper said, buy 
cars for “out-of-state delivery,” 
thereby exempting the cars from 
sales tax. Titles are then trans- 
ferred back to an Ohio firm. 

Although records show cars have 
been titled back and forth across 
the state line, in reality the autos 
are often delivered directly from 
the factory to the used-car lot, the 
Beacon Journal said. 

The paper said bootleggers in 
1953 had evaded possibly as much 
as $1 million in Ohio sales taxes by 
using this method. 

* aa * 

pes bootleggers, said the paper, 

operate as follows: Fleets of 
new cars are purchased from fran- 
chised dealers by a fictitious car- 
rental agency which gives as its 
business address an exclusive estate 
in Miami owned by a former gam- 
bling czar. 

The fictitious firm then trans- 
fers titles on the “fleet” cars to 
Akron dealers who have a retail 
lot and a used-car license, The 
combined saving on sales taxes 
and fleet discounts enables the 
bootlegger to sell new cars at 
prices from $100 to $450 under re- 
tail delivered prices established 
by franchised dealers. 

The Beacon Journal said its in- 
vestigation showed that “many of 
the new cars bought by the rental 
companies never were handled by 
the franchised dealer who titled 
them .. . they were delivered direct 
from the manufacturer to a cut- 
price lot to be placed on sale.” 

The newspaper said a vast boot- 
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Half a Million People 
Live Prosperously on 
Citrus and Cattle 
in Central Florida 
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SHORTSTOP 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 





leg operation has spread across 
northern Ohio. One of the most ac- 
tive centers for “fleet buying” of 
new cars, it said, is Stark County 
(Canton). 
* * + 
ECORDS in the courthouse 
there, the paper said, openly 
show that many cars purchased by 
“fleet buyers” were resold immedi- 
ately to retail buyers. 


Lehman warned that dealers 
who are cooperating with the 
rental companies and the bootleg 
lot operators may find themselves 
in financial! difficulties in the 
future, 


“Some day,” he said, “the tax de- 
partment will change personnel or 
reverse their administrative opin- 
ions and our dealers will be held 
responsible for thousands of dollars 
of back sales taxes.” 

* - + 
A FLURRY was stirred up in Cin- 
cinnati last week when a Kaiser 
dealer, in a full-page newspaper ad, 
offered to sell a 1954 Mercury four- 
door sedan “right off the transport” 
for $2,397. 

The Cincinnati Automobile 
Dealers Assn. said its office was 
hit by an avalanche of protests 
from dealers. 

The dealer in question reportedly 
started a used-car business in Cin- 
cinnati shortly after the end of the 
World War II and later obtained a 
Kaiser franchise. Dealers say that 
he appears to be inactive as a Kai- 
ser dealer now. 

+” = * 

T IS UNDERSTOOD that the 

cars offered for sale by this 

dealer were purchased from a fi- 
nance company. Dealers report 
that they attempted to buy the 
cars, but could not come to terms. 

Unconfirmed was a report that 
the Lincoln-Mercury zone office 
bought up the cars to keep the 
Kaiser dealer from further de- 
moralizing the market. 


Meantime, dealers in all lines re- 
ported they were affected ad- 
versely by the ad. They say pros- 
pects are now telling dealers they 
want to wait to see if all auto 
prices are coming down. 

* * * 

HE Cincinnati association pro- 

tested directly to the Cincinnati 
Post, which carried the ad on the 
cut-price Mercury, saying, “We be- 
lieve that future satisfactory rela- 
tionships between your paper and 
our members will depend largely 
upon your recognition of the prob- 
lems of the new-car dealers and as- 
surance that a repetition of such 
ads will not be permitted... by... 
any ... dealership not franchised 
to sell the particular current model 
car being advertised.” 

In another move, the Cincinnati 
group sought to determine whe- 
ther such practices as those en- 
gaged in by the Kaiser dealer 
would be sufficient ground for 
cancellation of his state license to 
do business as an auto dealer. 


Ohio law says that application 
for a dealer’s license shall be 
denied if the applicant “is en- 
gaged or will engage in the busi- 
ness of selling at retail any new 
motor vehicles without having au- 
thority of a contract with a manu- 
facturer or distributor thereof.” 

. . * 


California Bootlegging 


Put at 30-40 Pct. 


LOS ANGELES, — “Between 30 
and 40 percent of the new cars 
being delivered in southern Cali- 
fornia are. cars being bootlegged in 
here from the dust bowl in Texas 
or the midwest by other than regu- 
lar dealers,” N. L. McLaughlin, 
secretary-manager of the Long 
Beach Motor Car Dealers Assn., 
said last week. 


He said the cars are being sold 
at a cut rate to unsuspecting 
purchasers who believe they are 
getting a brand-new car. 

“Southern California has a 
problem and it is a serious one,” 
McLaughlin said. 








NADA Head Visits Detroit Show— 


Charles Freed (left), NADA president and a Salt Lake City DeSoto-Plymouth dealer, 
is hosted at the Detroit auto show by J. B. Wagstaff (center), DeSoto sales vice- 
president, aad Paul T. Graves, executive vice-president of the Detroit Automobile 


Dealers Assn. 
* * 


Auto § 





hows Pack ’Em In 


Public Interest Running High at Detroit, 
Washington, Indianapolis, Johnstown 





(Continued from Page 2) 


stumbles over it and gets to ex- 
amine it closely. That helps us 
out.” 

Sports and “dream” cars at the 
Detroit show included: Pontiac 
Bonneville Special, Chrysler Spe- 
cial and La Comtesse, Hudson 
Italia, DeSoto Adventurer, Dodge 
Firearrow coupe, Mercury XM- 
800, Chevrolet Corvette, Kaiser 
Darrin, Buick Skylark, Plymouth 
Belmont, Ford Thunderbird, Ca- 
dillac Eldorado and La Espada 
and Lincoln Premiere. 

The stage show, presented twice 
daily, featured Joni James, Don 
Cornell, Louis Jordan and the Har- 
monicats. 

Nash, in addition, staged an ice 
revue at its exhibit and Chevrolet 
offered a musical skit. 

* * * 


4 bus Washington show was the 
best “selling” show in a long 
time, Manager Mike Murphy said. 
A nine-day affair, it featured the 
giveaway of five cars. Entertain- 
ment was provided by Kitty Kallen, 
Dorothy Lamour and Sunny Gale. 

The decor of the show was keyed 
to the Silver Anniversary theme. 
Each end of the National Guard 
Armory, where the exhibition was 
staged, was draped in blue and sil- 
ver. A canopy effect of blue was 
carried across the ceiling and sil- 
ver fluted columns and lamp posts 
marked the aisles and spaces. 

More than 100 American and for- 
eign cars and the latest in auto 
accessories made up the $3 million 
display. 

The show was produced under 
the auspices of the Automotive 
Trade Assn. of the National Cap- 
ital Area, On the committee were 
Chairman Curtis E. McCalip, 
Paul B. Divver, John A. 

Neil E. O’Brien and Robert D. 
Stewart, 

One of the attractions scheduled 
for display was the Ford XL-500. 
As it was being hauled up a ramp, 
however, ropes broke and the car 
crashed into a building, damaging 
it. It was replaced by the Ford 
X-100. 

The Plymouth Explorer, an ex- 
perimental sport coupe, made its 
American debut at the Washington 
show. 

* * 7” 
7s Indianapolis show was de- 
clared a smash hit by its spon- 


Spartanburg Schedules 


Auto Show March 5-6 


SPARTANBURG, S.C. — With 
most of the city’s new-car dealers 
participating, Spartanburg’s first 
major auto show in many years will 
be held March 5-6 at Memorial 
Auditorium. 

The event will be sponsored by 
the Spartanburg Automobile & 
Truck Dealers Assn. Included on 
the program are awards and prizes, 
a fashion show, entertainment and 
a slogan contest. 


sor, the Indianapolis Automobile 
Trade Assn., and the 45 dealers 
who underwrote the show. 


Louis A. Walther, association 
president, said, “All the dealers are 
very happy with the public’s ac- 
ceptance of the 1954 show. . . and 
are hopeful of making it an annual 
affair. 


“Many deals for new cars were 
closed at the show and other 
visitors who saw the show also 
visited dealers’ showrooms dur- 
ing the week. The dealers will 
meet within two weeks for a 
final report on this show and to 
discuss plans for next year.” 


The show was staged in a build- 
ing at the Indiana State Fair- 
grounds. Because of the limited 
space, it was confined to a display 
of cars. 

Five new cars were given away 
during the show. 

Special cars on display included 
the Dodge Firearrow, Plymouth 
Belmont and Pontiac Parisienne. 

* * az 
HE Johnstown show, held at 
the War Memorial Arena, was 
a four-day affair, As an added at- 
traction, cash prizes totaling $1,300 
were awarded to visitors. 

A. J. Luther, president of the 
sponsoring Johnstown Auto Deal- 
ers Assn., said visitors “seemed 
to show a great deal more inter- 
est in the cars this year than in 
previous years.” 

The 1954 show, he said, drew 
8,400 visitors in four days. In eight 
days of last year, he added, attend- 
ance was 12,981. 

Participating dealers, Luther 
said, were “well satisfied” with re- 
sults, 





Guest from France— 


Pierre DeGaulle (left), former mayor of 
Paris and a brother of Gen. Charles 
DeGaulle, leader of the Free French forces 
during World War Il, pays a visit to the 
Plymouth exhibit at the Detroit auto show, 
accompanied by John P. Mansfield, Plym- 
outh president. 









Text of » 
Letter to Dé. 
On Bootlegging .., 


Eprror’s Note — Following is a 
text of the letter sent last week 
by Henry Ford II, president of 
Ford Motor Co., to all Ford and 
Lincoln-Mercury dealers: 


+ * * 


OU are all aware of the inroads 

currently being made in the 
long-established retail sales prac- 
tices of the automobile industry by 
unethical “bootlegging” of cars and 
trucks. 

In our opinion, no other prac- 
tice can so quickly and com- 
pletely destroy your most valuable 
business asset—your Ford or Lin- 
coln-Mercury franchise to sell 
cars and trucks. 

When a dealer “bootlegs” a car 
or truck—makes possible its sale 
to the retail customer by other than 
an authorized dealer—he is auto- 
matically doing these five things: 

* * * 

LOSING direct contact with the 

* ultimate user of the car. 

2, Losing the opportunity to 
service that new-car owner and 
to build him into a longtime—if 


3. Running the risk of having his 
product appear as “distress mer- 
chandise”—in the eyes of the buy- 
ing public at least—on used-car 
lots. 

4. Undermining the basic prin- 
ciples of automobile distribution 
which we are constantly seeking 
to improve and under which so 
many dealers have prospered for so 
long. 

5. Making it less likely for the 
customer to receive the full bene- 
fit of his warranty and additional 
services to which he otherwise 
would be entitled. 

To protect the investment of hun- 
dreds of millions of dollars you as 
Ford and Lincoln-Mercury dealers 
have made in buildings, facilities 
and equipment; to make certain 
that the buyers of our products 
have available to them the serv- 
ices of the 65,000 mechanics and 
technicians you and we have 
trained and developed; and to as- 
sure yourselves of continuing prof- 
its from the sales of the finest line 
of cars and trucks the industry has 
ever known—you should discourage 
“bootlegging” in every possible way 
open to you. 

* x * 

HAVE received a number of 

complaints directly traceable 
to our own dealers. We have the 
names of those dealers. We will 
deal with each case on an individ- 
ual basis in order that the fore- 
going considerations may be 
brought to the personal attention 
of any dealer engaging in the 
practice. 

“Bootlegging” is not, unfortun- 
ately, something new in the auto- 
mobile business. It has raised its 
rather shabby head in the past. 

But, as in the past, I am confi- 
dent of our ability working together 
to eliminate this or any other self- 
ishly motivated practice which is 
against the best interest of the cus- 
tomer, the dealer and the company. 

I count on your cooperation. 


Auction Operators 
To Meet; Seek 
Dyer Act Change 


CLEVELAND.—A meeting of 
auto auction operators has been 
called for Apr. 10 at the Hotel Stat- 
ler here to organize support for a 
proposed amendment to the Dyer 
Act. 

Sponsoring the meeting is the 
National Automobile Auction Pro- 
tective Assn. 

The proposed amendment would 
make the auction-sale purchase of 
an auto with a bad check a crim- 
inal offense, subject to penalties 
now provided by the act for auto 
theft. 

The amendment has been intro- 
duced in the U. S. Senate and is 
being considered by the Senate Ju- 
diciary Committee. 
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Makers Warn Bootleg Sources 


all makes of new cars at cut] in Columbus in the very near 
future.” 


(Continued from Page 1) 
deal with each case on an indi- 

vidual basis .. .” z 

A spokesman for Chrysler Corp., 
the other member of the Big 
Three, said Chrysler has not yet 
planned to take any action at the 
dealer level. 

Curtice said he was “deeply con- 
cerned” over the “practice that 
may well have the effect of de- 
stroying all the good that has been 
accomplished by our mutual ef- 
forts over the years.” 

* * a 


'URTICE said there can be only 

one reason for bootlegging — 
“the selfish desire on the part of 
some dealers for a quick nominal 
profit at the expense of the 
customer, the public, the dealer 
organization and the manufactur- 
er.” 


Ford warned his dealers that 
when they cooperate with boot- 
leggers they run the risk of hav- 
ing their product “appear as 
‘distress merchandise’ on 
used-car lots.” 

Many dealers fear that should 
present trends of the “No. 1 dealer 
menace” continue, the auto re- 
tailing business will develop 
eventually into a series of super- 
markets across the country selling 


GM Testing Spot 
At Pike’s Peak 


To Open Apr. 1 


MANITOU SPRINGS, Colo.— 
General Motors Pike’s Peak Engi- 
neering Test Headquarters will be 
opened Apr. 1 here, at the foot of 
the peak, as a base for testing 
cars and trucks on the rugged 
mountain road, Charles A. Chayne, 
engineering vice-president, an- 
nounced last week. 

“We regard the Pike’s Peak road 
as an ideal stretch on which to 
test engines, automatic trans- 
missions, carburetors, brakes and 
cooling systems under extreme 
altitude and grade conditions, 
Chayne said. 


“The road rises 6,686 feet in the 
18 miles between its start at Cas- 
cade and the summit of the peak, 
which is 14,110 feet above sea level. 
The road has a maximum grade of 
10.5 percent, and averages 7 per- 
cent. 

“The test headquarters will be 
used by all five GM car divisions, 
including Chevrolet trucks, and the 
Detroit transmission division, re- 
search laboratories division and the 
transmission development group of 
the central engineering staff. We 
are the first automotive company 
to establish a permanent head- 
quarters for tests on the peak. 

The Pike’s Peak test head- 
quarters will be a concrete and 
steel one-story structure, now 


nearing completion. GM will lease 
it from the Manitou Mineral Water 
Co. 


prices, 
* * ” 
Jf gree aongy worrying about boot- 
legging cite the case of a wes- 
tern dealer who told his factory he 
wanted only 35 percent of his 
normal quota of cars, 

“Is that all you intend to sell this 
month?” he was asked. 

“No,” replied the dealer, “but I 
can buy the other 65 percent 
cheaper in the bootleg market than 
I can buy cars from you.” 

Dealers feel that bootlegging is 
fostered by bad distribution, heavy 
production and indifference on the 
part of the factory. Some feel that 
exposure of bootlegging tactics 
would help to clear up the problem. 

* . + 


N A SIDELIGHT to the boot- 

legging problem, a minor price 

war developed last week in New 
York City. 

In an attempt to combat ad- 
vertising by a used-car dealer of- 
fering to deliver a 1954 Chevrolet 
for $1,795, Chevrolet dealers of 
Manhattan and the Bronx ad- 
vertised a delivered price of $1,690. 

The used-car dealer retaliated by 
cutting his price to $1,688. 

* * i. 
Avre bootlegging and a rundown 
on. how the practice operates 
was thoroughly covered last week 
in a series of front-page articles in 
the Akron Beacon Journal. 

In the wake of the newspaper’s 
disclosures, both the Akron Auto 
Dealers Assn. and the Akron Bet- 
ter Business Bureau demanded 
that new efforts be made to wipe 
out bootlegging. 

E. John Lehman, secretary man- 
ager of the dealer association, said 
he had urged dealer organizations 
in other cities and the officers of 
the state association to meet quickly 
and make plans to fight boot- 
legging. 

John L. O’Brien, president and 
manager of the Akron BBB, called 
on state and local officials to smash 
the bootleg market and wipe out 
wholesale violations of Ohio auto 
laws. 

+” * * 
5 aes made public a letter he 
sent to Walt R. Hamer, execu- 
tive secretary of the Ohio Automo- 
bile Dealers Assn., urging the call- 
ing of an early meeting on the 
bootleg problem. 

“The situation in Ohio is so bad 
that I am going to urge strong 
action,” Lehman wrote. “I recom- 
mend you (Hamer) call a meeting 


Boise Car Dealers 


. . 
Organize Again 

BOISE, Id.— Automobile dealers 
here have reorganized their as- 
sociation. 

Officers are Rynd Miller, presi- 
dent; Jack Maxwell, vice-president, 
and Fred Lillge, secretary-treas- 
urer. 

Twelve dealers were present at 
the reorganization meeting. They 











Southern Calif. DeSoto Dea 


cated 





Meet— 


Representatives of southern California DeSoto dealers took part in a California 
region meeting to elect spokesmen for the group to the dealer-factory meeting which 
was held last week in Detroit. Named were Allan Crocket (seated, third from left), 
Fresno, and Robert Waters sr. (standing, second from left), as alternate delegate. 
Standing (from left), are Gaston Periat, San Mateo; Waters; Douglas M. Herrick, Los 
Angeles; Walt Tufford, San Diego; James Thrasher, Bakersfield, and John Berry, Long 
Beach. Seated: Tom Lucas, Stockton; S. J. Denham, Redding; Crocket; Irving Normandin, 
San Jose; Scotty Harris, Ventura; A. H. Langridge, DeSoto regional manager; Milton 
McKaig, Los Angeles; G. A. Herfurth, Redondo Beach; H. R. McNeil, Los Angeles, and 


Henry Frost, Glendale. 


He suggested that Attorney Gen- 
eral C. William O’Neill be asked to 
attend and advise the dealers. He 
also urged the invitation of officials 
of the Motor Vehicle Bureau and 
the sales-tax division of the Tax 
Commission. 

Lehman also has suggested that 
managers of dealer organizations 
in other sections compile informa- 
tion on the bootleg situation in 
their areas. 

+ 7 * 
=. made four suggestions 
for curing present bootleg ac- 
tivities until the Ohio Legislature 
plugs loopholes now being used to 
transfer cars to the illegitimate 
market: 

1, Licensing of car-rental com- 
panies, said to be a primary chan- 
nel for cars. 

2. Limitation of the car buying of 
rental companies. 

3. Strict enforcement of the law 
regarding oaths on new-car docu- 
ments, 

4. Requirement that Motor Ve- 
hicle Bureau inspectors and tax- 
enforcement officers get proof that 
cars bought for delivery out of Ohio 
actually go out of the state. 

* 


=. also raised the question 
of whether car buyers who pur- 
chase at a bootleg lot could be sure 
of a sound title. He said he won- 
(Continned on Page 45, Col, 1) 


Salaries Revealed 
For Executives of 


American Motors 


DETROIT.—If formation of 
American Motors Corp. is approved 
by stockholders of Hudson and 
Nash-Kelvinator at their meetings 
on March 24, George W. Mason, 
as president and board chairman, 
will receive remuneration on the 
same basis as he did with Nash- 
Kelvinator. 

He earned a total of $250,872 in 
the fiscal year ended Sept. 30, 1953. 
That figure includes a profit-shar- 
ing bonus. Mason’s present con- 
tract expires Oct. 1, 1957. 

A. E, Barit, president and gen- 
eral manager of Hudson, will be- 
come a director and consultant 
of the proposed firm and will be 
paid $12,500 per month—or $150,- 
000 annually—until Aug. 30, 1955. 
He earned $150,000 last year. 

From then until Aug. 30, 1958, 
Barit will receive $4,166.67 per 
month—or $50,000.04 annually—as a 
consultant. That will be in addition 
to any retirement, annuity, insur- 
ance or pension plan in which he 
shares. 

Since the proposed consolidation 
actually is a purchase of Hudson 
by Nash-Kelvinator, Mason will 
work under his old contract. 

It gives him a salary of $125,- 
000 per year, plus 2 percent of the 
portion of net earnings in excess 
of a sum equal to 6 percent of the 
total outstanding capital stock 
and surplus of the corporation. 
However, his share of the profits 
is not to exceed $125,000 each 
year. 

On termination of Mason’s em- 
ployment as general manager, the 
corporation shall have the right, 
at its option, to employ him as 
board chairman for $100,000 a year. 

If he is not employed in that 
capacity, then upon termination for 
any reason of his employment as 
general manager, he will receive 
$40,000 annually for the remainder 
of his life, provided he remains 
available as a consultant. 

Earnings of other Nash-Kel- 
vinator officers last year were: 
George W. Romney, executive 
vice-president and director, $99,- 
843; R. A. DeVlieg, vice-president, 
$105,672; A. M. Wibel, vice-presi- 
dent, $105,400, and H. G. Perkins, 
vice-president and director, $73,- 
580. 

Earnings of other Hudson officers 
last year were: S. G. Baits, first 
vice - president and assistant gen- 
eral manager, $85,000; A. Hood, 
secretary-treasurer, $36,300; H. M. 
Northrup, operations vice-president, 
$55,000. 








































































































Auto Leaders at Safety Conference— 


Among those attending the White House Conference on Highway Safety in Wash- 
ington were (from left), W. F. Hufstader, General Motors distribution vice-president; 
Harlow H. Curtice, GM president; Walter B. Cooper, chairman of the NADA public 
relations committee, and Frederick J. Bell, NADA executive vice-president. 

* * 





WASHINGTON.—An eight-mem- 
ber Action Committee for Highway 
Safety has been appointed by Vice- 
President Richard Nixon at the re- 
quest of President Eisenhower. 

The committee’s job will be to 
assure continuity in the work of 
the White House Conference on 
Highway Safety, which was held 
here last week, and to promote 
the widest possible application of 
recommendations the conference 
developed for local-level action. 
Members of the committee repre- 

sent business, media, agriculture, 
organizations, women, public offi- 
cials and labor. On the committee 
are: 

Business—H. H. Curtice, Detroit, 
president, General Motors; agricul- 
ture—Charles B. Shuman, Chicago, 
president, Illinois State Farm Bu- 
reau; media—Charles F. McCahill, 
Cleveland, general manager, Cleve- 
land News; organizations—Robert 
Snodgrass, Atlanta, president, Atlas 
Auto Finance Co.; public officials— 
Dan Thornton, governor of Colo- 
rado; women—Mrs. Raymond B. 
Sayre, Ackworth, Ia., past national 
president, Associated Countrywom- 
en of the World; labor—Raymond 
F. Leheny, AFL, and Michael J. 
Quill, CIO. 

The 2,500 delegates to the White 
House conference were told that 
governors and state legislatures 
hold the key to effective safety 
programs at the community and 
states level. 

The conference produced a score 
of specific recommendations, in- 
cluding: 

1, A nationwide “crusade for 
safety” built around a massive 
campaign to get signed safety 
pledges from every motorist and 
pedestrian. 

2. Governors’ conferences on high- 
way safety, to be held in each 
state on the pattern of the yearly 
White House meetings. 

3. A campaign for more highway 
patrolmen in those states where 
they are needed. 

4. Enlargement of the safety in- 
spection program of the Bureau of 
Motor Carriers of the Interstate 
Commerce Commission. 

The labor group said it will en- 
courage labor groups throughout 
the country to participate in safety 
programs. 

The political group urged that 
governors of each state hold safety 
conferences, initiate programs, ask 
for progress reports from local] 
communities and that President 
Eisenhower ask for annual state- 
wide progress reports. 

Businessmen said they could help 
organize the local groups and apply 
backing on a long-term basis. 

For the media group, it was sug- 
gested that newspaper, broadcast- 
ing, magazine and advertising men 
should devote efforts to bring the 
message of traffic safety to all 
readers, listeners and buyers. 


Good Roads, 


Education 


Called Key to Safety 
WASHINGTON. — Secretary of 
the Interior Douglas McKay, an 
Oregon auto dealer for 34 years be- 
fore he joined President Eisen- 
hower’s Cabinet, was guest speaker 


Action Group to Push Safety 


Eight Leaders in Varied Fields to Promote 
Work of White House Conference 





at a luncheon of the Inter-Industry 
Highway Safety Committee held in 
conjunction with the White House 
Conference on Traffic Safety. 


McKay, also a former Oregon 
governor, told the gathering of auto 
officials that “some people would 
have you believe that we’re going 
into a depression, but I don’t be- 
lieve it. 

“People have just got to go back 
to work again,” he said. “We've got 
to go back to the fundamental 
things that made this country the 
greatest in the world.” 

“Adequate roads and education of 
the public are the two best answers 
to the traffic fatality problem,” 
McKay said. He emphasized that 
street and highway safety are of 
immeasurable value to the car 
dealer. 


Cole Files Name 


A business name has been filed 
in the Erie County (N. Y.), clerk’s 
office for Dave Cole Motors, 1515 
Main St., Buffalo, by David Cole. 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 

Our “PROFIT SHARING BIRD DOG 
PLAN" is now doing this for hun- 
dreds of dealers in many cities. 
Write for Free Samples and 
Details of this AMAZING PLAN 
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NADA Seeks Permanent Curb... 


GM and Ford Warn 


Bootleg Sources 


(Continued from Page 44) 


dered whether some of the cars of- 
fered “right from the factory” 
might not have considerable mile- 
age on them before they reached a 
bootleg lot. 

The Ohio bootleggers, accord- 
ing to the Beacon Journal, have 
added an extra frill to their finag- 
ling to save themselves the Ohio 
sales tax on the purchase of new 
cars, 

Bootleggers, the paper said, buy 
cars for “out-of-state delivery,” 
thereby exempting the cars from 
sales tax. Titles are then trans- 
ferred back to an Ohio firm. 

Although records show cars have 
been titled back and forth across 
the state line, in reality the autos 
are often delivered directly from 
the factory to the used-car lot, the 
Beacon Journal said. 

The paper said bootleggers in 
1953 had evaded possibly as much 
as $1 million in Ohio sales taxes by 
using this method. 

= * * 

Ore bootleggers, said the paper, 

operate as follows: Fleets of 
new cars are purchased from fran- 
chised dealers by a fictitious car- 
rental agency which gives as its 
business address an exclusive estate 
in Miami owned by a former gam- 
bling czar. 

The fictitious firm then trans- 
fers titles on the “fleet” cars to 
Akron dealers who have a retail 
lot and a used-car license, The 
combined saving on sales taxes 
and fleet discounts enables the 
bootlegger to sell new cars at 
prices from $100 to $450 under re- 
tail delivered prices established 
by franchised dealers. 

The Beacon Journal said its in- 
vestigation showed that “many of 
the new cars bought by the rental 
companies never were handled by 
the franchised dealer who titled 
them .. . they were delivered direct 
from the manufacturer to a cut- 
price lot to be placed on sale.” 

The newspaper said a vast boot- 
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Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
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leg operation has spread across 
northern Ohio. One of the most ac- 
tive centers for “fleet buying” of 
new cars, it said, is Stark County 
(Canton). 
* *” * 
ECORDS in the courthouse 
there, the paper said, openly 
show that many cars purchased by 
“fleet buyers” were resold immedi- 
ately to retail buyers. 

Lehman warned that dealers 
who are cooperating with the 
rental companies and the bootleg 
lot operators may find themselves 
in financial difficulties in the 
future, 

“Some day,” he said, “the tax de- 
partment will change personnel or 
reverse their administrative opin- 
ions and our dealers will be held 
responsible for thousands of dollars 
of back sales taxes.” 


* * * 


A FLURRY was stirred up in Cin- 
cinnati last week when a Kaiser 
dealer, in a full-page newspaper ad, 
offered to sell a 1954 Mercury four- 
door sedan “right off the transport” 
for $2,397. 

The Cincinnati Automobile 
Dealers Assn. said its office was 
hit by an avalanche of protests 
from dealers. 

The dealer in question reportedly 
started a used-car business in Cin- 
cinnati shortly after the end of the 
World War II and later obtained a 
Kaiser franchise. Dealers say that 
he appears to be inactive as a Kai- 
ser dealer now. 

* * = 


T IS UNDERSTOOD that the 

cars offered for sale by this 
dealer were purchased from a fi- 
nance company. Dealers’ report 
that they attempted to buy the 
cars, but could not come to terms. 

Unconfirmed was a report that 
the Lincoln-Mercury zone office 
bought up the cars to keep the 
Kaiser dealer from further de- 
moralizing the market. 


Meantime, dealers in all lines re- 
ported they were affected ad- 
versely by the ad. They say pros- 
pects are now telling dealers they 
want to wait to see if all auto 
prices are coming down. 

aa * . 
— Cincinnati association pro- 
tested directly to the Cincinnati 
Post, which carried the ad on the 
cut-price Mercury, saying, “We be- 
lieve that future satisfactory rela- 
tionships between your paper and 
our members will depend largely 
upon your recognition of the prob- 
lems of the new-car dealers and as- 
surance that a repetition of such 
ads will not be permitted ... by... 
any ... dealership not franchised 
to sell the particular current model 

car being advertised.” 

In another move, the Cincinnati 
group sought to determine whe- 
ther such practices as those en- 
gaged in by the Kaiser dealer 
would be sufficient ground for 
cancellation of his state license to 
do business as an auto dealer. 

Ohio law says that application 
for a dealer’s license shall be 
denied if the applicant “is en- 
gaged or will engage in the busi- 
ness of selling at retail any new 
motor vehicles without having au- 
thority of a contract with a manu- 
facturer or distributor thereof.” 

& * a 


California Bootlegging 
Put at 30-40 Pct. 


LOS ANGELES. — “Between 30 
and 40 percent of the new cars 
being delivered in southern Cali- 
fornia are-cars being bootlegged in 
here from the dust bowl in Texas 
or the midwest by other than regu- 
lar dealers,” N. L. McLaughlin, 
secretary-manager of the Long 
Beach Motor Car Dealers Assn., 
said last week. 

He said the cars are being sold 
at a cut rate to unsuspecting 
purchasers who believe they are 
getting a brand-new car. 

“Southern California has a 
problem and it is a serious one,” 
McLaughlin said. 








NADA Head Visits Detroit Show— 


Charles Freed (left), NADA president and a Salt Lake City DeSoto-Plymouth dealer, 
is hosted at the Detroit auto show by J. B. Wagstaff (center), DeSoto sales vice- 
president, and Paul T. Graves, executive vice-president of the Detroit Automobile 


Dealers Assn. 
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Public Interest Running High at Detroit, 
Washington, Indianapolis, Johnstown 
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(Continued from Page 2) 


stumbles over it and gets to ex- 
amine it closely. That helps us 
out.” 


Sports and “dream” cars at the 
Detroit show included: Pontiac 
Bonneville Special, Chrysler Spe- 
cial and La Comtesse, Hudson 
Italia, DeSoto Adventurer, Dodge 
Firearrow coupe, Mercury XM- 
800, Chevrolet Corvette, Kaiser 
Darrin, Buick Skylark, Plymouth 
Belmont, Ford Thunderbird, Ca- 
dillac Eldorado and La Espada 
and Lincoln Premiere. 


The stage show, presented twice 
daily, featured Joni James, Don 
Cornell, Louis Jordan and the Har- 
monicats. 


Nash, in addition, staged an ice 
revue at its exhibit and Chevrolet 
offered a musical skit. 

* 7 * 


vos Washington show was the 
best “selling” show in a long 
time, Manager Mike Murphy said. 
A nine-day affair, it featured the 
giveaway of five cars. Entertain- 
ment was provided by Kitty Kallen, 
Dorothy Lamour and Sunny Gale. 

The decor of the show was keyed 
to the Silver Anniversary theme. 
Each end of the National Guard 
Armory, where the exhibition was 
staged, was draped in blue and sil- 
ver, A canopy effect of blue was 
carried across the ceiling and sil- 
ver fluted columns and lamp posts 
marked the aisles and spaces. 

More than 100 American and for- 
eign ears and the latest in auto 
accessories made up the $3 million 
display. 

The show was produced under 
the auspices of the Automotive 
Trade Assn. of the National Cap- 
ital Area, On the committee were 
Chairman Curtis E. McCalip, 
Paul B. Divver, John A. Mattos, 
Neil E. O’Brien and Robert D. 
Stewart, 

One of the attractions scheduled 
for display was the Ford XL-500. 
As it was being hauled up a ramp, 
however, ropes broke and the car 
crashed into a building, damaging 
it. It was replaced by the Ford 
X-100. 

The Plymouth Explorer, an ex- 
perimental sport coupe, made its 
American debut at the Washington 
show. 

x = + 

HE Indianapolis show was de- 

clared a smash hit by its spon- 


Spartanburg Schedules 


Auto Show March 5-6 


SPARTANBURG, S.C. — With 
most of the city’s new-car dealers 
participating, Spartanburg’s first 
major auto show in many years will 
be held March 5-6 at Memorial 
Auditorium. 

The event will be sponsored by 
the Spartanburg Automobile & 
Truck Dealers Assn. Included on 
the program are awards and prizes, 
a fashion show, entertainment and 
a slogan contest. 


sor, the Indianapolis Automobile 
Trade Assn., and the 45 dealers 
who underwrote the show. 

Louis A. Walther, association 
president, said, “All the dealers are 
very happy with the public’s ac- 
ceptance of the 1954 show .. . and 
are hopeful of making it an annual 
affair. 


“Many deals for new cars were 
closed at the show and other 
visitors who saw the show also 
visited dealers’ showrooms dur- 
ing the week. The dealers will 
meet within two weeks for a 
final report on this show and to 
discuss plans for next year.” 

The show was staged in a build- 
ing at the Indiana State Fair- 
grounds. Because of the limited 
space, it was confined to a display 
of cars. 

Five new cars were given away 
during the show. 

Special cars on display included 
the Dodge Firearrow, Plymouth 
Belmont and Pontiac Parisienne. 

s +. * 


HE Johnstown show, held at 

the War Memorial Arena, was 
a four-day affair. As an added at- 
traction, cash prizes totaling $1,300 
were awarded to visitors. 

A. J. Luther, president of the 
sponsoring Johnstown Auto Deal- 
ers Assn., said visitors “seemed 
to show a great deal more inter- 
est in the cars this year than in 
previous years.” 

The 1954 show, he said, drew 
8,400 visitors in four days. In eight 
days of last year, he added, attend- 
ance was 12,981. 

Participating dealers, Luther 
said, were “well satisfied” with re- 
sults, 





Guest from France— 


Pierre DeGaulle (left), former mayor of 
Paris and a brother of Gen. Charles 
DeGaulle, leader of the Free French forces 
during World War Il, pays a visit to the 
Plymouth exhibit at the Detroit auto show, 
accompanied by John P. Mansfield, Plym- 
outh president. 










Text of Ford’s 
Letter to Dealers 
On Bootlegging 


Eprror’s Note — Following is a 
text of the letter sent last week 
by Henry Ford II, president of 
Ford Motor Co., to all Ford and 
Lincoln-Mercury dealers: 

* * * 

OU are all aware of the inroads 

currently being made in the 
long-established retail sales prac- 
tices of the automobile industry by 
unethical “bootlegging” of cars and 
trucks. 

In our opinion, no other prac- 
tice can so quickly and com- 
pletely destroy your most valuable 
business asset—your Ford or Lin- 
coln-Mercury franchise to sell 
cars and trucks. 


When a dealer “bootlegs” a car 
or truck—makes possible its sale 
to the retail customer by other than 
an authorized dealer—he is auto- 
matically doing these five things: 

* * * 

LOSING direct contact with the 
“~e ultimate user of the car. 

2. Losing the opportunity to 
service that new-car owner and 
to build him into a longtime—if 
not lifetime—buyer of the prod- 
ucts, accessories and services he, 
the dealer, has to sell. 

3. Running the risk of having his 
product appear as “distress mer- 
chandise”—in the eyes of the buy- 
ing public at least—on used-car 
lots. 


4. Undermining the basic prin- 
ciples of automobile distribution 
which we are constantly seeking 
to improve and under which so 
many dealers have prospered for so 
long. 

5. Making it less likely for the 
customer to receive the full bene- 
fit of his warranty and additional 
services to which he otherwise 
would be entitled. 


To protect the investment of hun- 
dreds of millions of dollars you as 
Ford and Lincoln-Mercury dealers 
have made in buildings, facilities 
and equipment; to make certain 
that the buyers of our products 
have available to them the serv- 
ices of the 65,000 mechanics and 
technicians you and we have 
trained and developed; and to as- 
sure yourselves of continuing prof- 
its from the sales of the finest line 
of cars and trucks the industry has 
ever known—you should discourage 
“bootlegging” in every possible way 
open to you. 

+ ® t 

HAVE received a number of 

complaints directly traceable 
to our own dealers. We have the 
names of those dealers. We will 
deal with each case on an individ- 
ual basis in order that the fore- 
going considerations may be 
brought to the personal attention 
of any dealer engaging in the 
practice. 

“Bootlegging” is not, unfortun- 
ately, something new in the auto- 
mobile business. It has raised its 
rather shabby head in the past. 
But, as in the past, I am confi- 

dent of our ability working together 
to eliminate this or any other self- 
ishly motivated practice which is 
against the best interest of the cus- 
tomer, the dealer and the company. 
I count on your cooperation. 


Auction Operators 


|To Meet; Seek 


Dyer Act Change 


CLEVELAND.—A meeting of 
auto auction operators has been 
called for Apr. 10 at the Hotel Stat- 
ler here to organize support for a 
proposed amendment to the Dyer 
Act. 

Sponsoring the meeting is the 
National Automobile Auction Pro- 
tective Assn. _ 

The proposed amendment would 
make the auction-sale purchase of 
an auto with a bad check a crim- 
inal offense, subject to penalties 
now provided by the act for auto 
theft. 

The amendment has been intro- 
duced in the U. S. Senate and is 
being considered by the Senate Ju- 
diciary Committee. 
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Labor Secretary Tours Auto Plants... 


Mitchell Rules Out 
Any WPA Now 


(Continued from Page 6) 


ceive at least half their regular 
take-home pay. They currently re- 
ceive about 40 percent of their 
take-home pay. 

This pronouncement was re- 
ceived with glee by labor circles 
in Michigan where Democratic 
Governor G. Mennen Williams is 
supporting this plan substantially 
while the — Legislature 
is opposing him. 

CIO President Walter Reuther 
last week agreed to testify before 
the Michigan Senate Labor Com- 
mittee in support of increased com- 


pensation. ey 


i ST, PAUL, where the As- 
sociated Auto Dealers asked 1,- 
300 members of the AFL Machin- 
ists to take a 22 to 32-cent cut, 
the union protested loudly in the 
local papers. 

The Machinists’ statement claim- 
ed that members’ wages are out of 
proportion with the dealers’ service 
charges to the public, that the 
wages range from $1.43 for errand 
boys to $2.03 for bodymen and that 
the union’s demands (for a 25- 
cent hourly raise) “are designed 
to do no more than to bring the 
wages” into line with other rates 


‘and conditions in St. Paul. 


After several hours of debate 
and several days of controversy, 
Albert C. Beeson has been con- 
firmed as a member of the 
National Labor Relations Board 
by a 45 to 42 vote in the Senate. 
Beeson, 47-year-old former vice- 
president of Food Machinery & 

Chemical Corp., was challenged 
partly because he originally told 
the Senate Labor Committee that 
he had resigned his company post, 
although he was actually on leave 
of absence. Beeson did resign later. 
He’s from San Jose, Calif. 

* * * 

ABOR strife has returned to 

Minot, N. D., where the UAW- 
CIO signed up the mechanics at 


121 Rescue Units 


Ordered from Reo 


LANSING. — Reo Motors, Inc., 
last week announced receipt of its 
third contract for civil defense 
rescue trucks, calling for 121 vehi- 
cles at a cost of $1,054,025. 

John S. Tooker, vice-president, 
said the contract, which is subject 
to a 25 percent increase, brings the 
number ordered so far to 294, 
valued at $1,943,555. 

With the Federal government 
sharing the cost under the match- 
ing fund program, the “Calamity 
Jane” trucks have been ordered by 
the General Services Adminis- 
tration for the Federal] Civil De- 
fense Administration. 


11 dealerships and garages last 
summer, according to the Automo- 
bile Dealers Assn. of North 
Dakota. 

The UAW is asking that nego- 
tiations be resumed, in pursuance 
of a clause in last year’s contract 
which stated that negotiations 
could be opened later. 

“Unions . . . never seem to 
have any idea of quitting,” a 
bulletin from the N. D. group 
reports. 

The AFL Teamsters adminis- 
tered a serious blow to future 
chances of unification of the AFL 
and the CIO by refusing to sign 
the proposed “no raiding” agree- 
ment, 

Dave Beck, president of the 1.3 
million-man union, took the po- 
sition that the raiding of members 
should not be stopped until the 50,- 
000 workers that had been “raided 
away” from the Teamsters, could 
be “raided back” into his union. 


Jobbers to Stage 
4 Big Events in 
Seattle This Week 


SEATTLE. — This week will be 
a truly automotive week here, 
with the top event being the four- 
day 1954 Pacific Automotive Show, 
opening Thursday (March 4) at 
the Civic Auditorium. 

In conjunction with the PAS, the 
Motor & Equipment Wholesalers 
Assn. and the National Standard 
Parts ‘Assn. will hold western 
regional conferences Wednesday 
(March 3) at the Olympic Hotel. 

Also, the third annual meeting 
of the western division of the 
Oil Industry TBA Group will be 
held Tuesday (March 2) at the 
Olympic Hotel. 


Three levels of the Auditorium 
will be required for the booth dis- 
plays of the more than 300 manu- 
facturers of automotive parts, ac- 
cessories, tools and equipment at 
the Pacific Automotive Show. A 
crowd of 40,000 is expected. 


Doors of the exhibition will be 
opened to the general automotive 
trade (non-sponsoring wholesalers, 
auto dealers, garagemen, me- 
chanics, etc.) on Friday (March 5). 


Packard Aids Benefit 


NEW YORK.—Packard has 
joined the list of sponsors for the 
New York Junior League Mardi 
Gras Ball at the Astor Hotel 
March 2. 


Proceeds will benefit the league 
welfare fund’s assistance to 144 
community agencies. 





Studebaker, Union Dedicate Lounge— 


Officials of Studebaker and the UAW-CIO attend the dedication of a lounge and 
clubroom for retired members of Studebaker Local 5 in the union's headquarters at 
919 S. Michigan St., South Bend. Seated (from left) are Raymond H. Berndt, director 
of UAW Region 3; Harold S. Vance, president of Studebaker, and Lovis J. Horvath, 
president of Local 5. Standing: Emil Mazey, international UAW secretary-treasurer, 
and Pavl G. Hoffman, board chairman of Studebaker. 






Plymouth Swells Experimental-Car Parade— 


The Explorer is another Plymouth contribution to the series of experimental cars 
offered in recent months. The two-passenger sports coupe is built on a standard 
Plymouth chassis. Only 4% feet high, the Explorer is said to have almost as much 


head and leg room as a standard car. 


it is powered by Plymouth’s Power Flow 


engine and is equipped with Hy-Drive. According to John P. Mansfield, president 
of Plymouth, production is not contemplated at present. 


Fruehauf 








Company Seeks Annual Sales of $250 Million; 
1953 Total Amounted to $193 Million 


High 


(Continued from Page 6) 


try is perhaps the brightest it has 

ever been.” 

In Fruehauf’s opinion, two factors 
were responsible for this unusually 
heavy influx of new orders in Jan- 
uary: “Truckers are buying new 
equipment to replace hard-used 
older equipment to reduce costs, 
and manufacturing industries are 
turning to new equipment to 
achieve more economical and more 
efficient operations.” 

The new trailers Fruehauf ex- 
hibited at Cleveland are a followup 
to a procession of new trailers it 
has been putting out over the years. 
During World War II Fruehauf en- 
gineers designed 125 different types 
for the military—and a host of new 
ones, some tried in Korea, are on 
the lines now. 

One of the most interesting of 
the newer jobs is a Fruehauf tank- 
trailer to handle bulk flour. Flour 
bags are eliminated when this new 
Fruehauf takes over. Its 28,000- 
pound loads are transferred through 
tubes from the mill to the trailer, 
carried to the bakery in sealed, 
lined compartments, and discharged 
at the rate of 800 pounds per min- 
ute into the bakery’s storage bins. 
The flour is never exposed to the 
air. 

Maj.-Gen. Frank D. Merrill, who 
led “Merrill’s. Marauders” in Bur- 
ma’s jungles during ‘World War II, 
and now commissioner of New 
Hampshire’s Department of Public 
Works and Highways, was the fea- 
tured speaker at the banquet. 

Merrill said that while America 
has the best highway system in 
the world, it still is not enough to 
carry the automotive transporta- 
tion load that industry and the 
natural growth of the country 
was putting upon it. 

He paid high compliment to the 


Clark to Head Up 
Labor Relations 
For Studebaker 


SOUTH BEND.—Election of Paul 
M. Clark as a vice-president of 
Studebaker was announced last 
week by J. S. Vance, president. 

Clark, who also is secretary of 
the corporation, will be in charge 
of industrial relations for all Stude- 
baker plants, a new position created 
by the board of directors. 

At the same time, P. O. Peterson, 
executive vice-president, announced 
two related appointments. 

Walter S. Gundeck, formerly di- 
rector of industrial relations in 
South Bend, was named assistant 
to Peterson on special assignments, 
and Harry D. Beutlich became di- 
rector of industrial relations for the 
plant here. Beutlich previously was 
assistant director of industrial re- 
lations. 


Ridges Aid College 


SOUTH BEND.—A parts distrib- 
utor and his wife, Mr. and Mrs. 
Everett L. Ridge, have established 
a $473,980 trust fund for Adrian 
College at Adrian, Mich. They are 
graduates of the school, and Ridge 
is a trustee. Ridge founded a dis- 
tribution business which grew to 
include 16 corporations in 31 loca- 
tions in Michigan, Indiana, Dlinois, 
Wisconsin, and Iowa. 





engineers of the industry and the 
vehicle manufacturers who are 
constantly building vehicles that 
put less pressure per square inch 
on the highways, thus making it 
possible for highway builders to 
build more lasting roads. He added 
that today’s worn-out highway sys- 
tem was the cause of more than 
$2.5 million in vehicle repairs every 
year. 

During the convention, Fruehauf 
showed its sales force, bankers and 
newsmen its complete line of trail- 
ers of all sizes and types in a mov- 
ing panorama by having them 
driven, one by one, over a ramp 
that separated the large convention 
room in the Coliseum. 

The convention included a trip 
through the Avon Lake plant, 
termed the largest trailer manu- 
facturing plant in the world. 


San Diego Paper 
Works Out Code 
For U.C. Ads 


SAN DIEGO, Calif. — The San 
Diego Union & Evening Tribune, 


working with new and used-car| 7; 


dealer organizations, has establish- 
ed a code of automobile advertising 
in an effort to curb some of the 
abuses in used-car 

The regulations prohibit such 
phrases as “no down payment,” 
“wholesale,” “below wholesale,” 
“dealer prices,” “nothing down” and 
“no downpayment.” 

Based on complete honesty, the 
code also rules out all phraseology 
and layouts which may be ambigu- 
ous or which might confuse the 
reader. 

The regulations state that new- 
car advertising is acceptable only 
“from dealers franchised to handle 
the make of car advertised, and 
advertisements must carry dealer’s 
name together with make of car 
for which he is dealer.” 

The entire code is published fre- 
quently in the “Automobile For 
Sale” classified columns and 
readers are asked to report any 
wilful violation to the newspaper. 













DeSoto District Manager 
Dies at Auto Show 


DETROIT.—John William Cyrus, 
Toledo district manager for DeSoto, 
collapsed from a heart attack and 
died Feb. 21 at the Detroit Auto 
Show. He would have been 60 the 
next day. 


Mr. Cyrus’ district was DeSoto’s 
top district in 1953 sales perform- 
ance. 


He entered the auto industry in 
1912 as a stock clerk with Ford 
Motor Co. He later worked in serv- 
ice for Cadillac and Pontiac. In 1934 
he joined Chrysler Corp.’s service 
department and switched to De- 
Soto’s sales department in 1945. He 
had been Toledo district manager 
for six years. 

« + = 


Samuel A, Markel 


RICHMOND, Va. — Samuel A. Markel, 
68, of Richmond, chairman of the board 
of American Fidelity & Casualty Co., and 
its affiliate, Markel Service, Inc., died 
Feb. 18 in New York after returning from 
a vacation trip to Cuba. Mr. Markel 
founded the companies, which are among 
the largest writers of bus and truck in- 
surance in the U. 8. in 1926. He also was 
chairman of American Fidelity Fire Insur- 
ance Co. of New York, Mr. Markel’s four 
sons were associated with him in the in- 
surance business. He was noted as a 
philanthropist, and the Markel Foundation, 
an organization formed here to promote 
religious, charitable, scientific, literary and 
educational activities, was chartered by 
the State last year. 

* * - 


Allan H. Butz 


8ST. PAUL.—Allan H. Butz, 51, vice- 
president of the international ‘division of 
Minnesota Mining & Mfg. Co., died Feb. 
15 in Delray Beach, Fia., while vacation- 
ing with his family. 
+ 7 * 


Gilbert Murphy 


ST. LOUIS.—Gilbert Murphy, 54, who 
operated Murphy Auto Parts Co, in’ Kirk- 
wood, Mo., for more than 30 years, died 
Feb, 4 of heart disease while vacationing 
in Redondo Beach, Calif. He was a mem- 
ber of the Greater St. Louis Automotive 
Assn. and the Greater St. Louis Horseless 
Carriage Club. 

7 * * 


John B. Hulett 


SOUTH LYON, Mich.—John B. Hulett, 
75, a pioneer auto dealer who was motor 


‘| vehicle code administrator for New York 


City under the National Recovery Adminis- 
tration of the 1930s, died at his home here 
Feb. 23. Mr. Hulett’s first dealership was 
for Lozier in Chicago in 1910, Later he 
handled Chandlers, Hudson and Franklins. 
He was president of the New York Auto- 
mobile Merchants Assn. in 1924. 
2 


Charles T. Hill 


ARKANSAS CITY, Kans. — Charles T. 
ll, 66, Buick-Pontiac dealer and Arkan- 
sas City postmaster, died Feb. 16. An 
auto dealer since 1918, he received his 
commission as postmaster in 1936. 


* * = 


Edwin C. Kindler 


AKRON.—Edwin C. Kindler, 48, opera- 
tor of Kindler Motors, a used-car concern, 
died Feb. 15. 


Truck Body Assn. Moves 
Offices in Washington 


WASHINGTON. — The Truck 
Body and Equipment Assn., 
national trade group with member- 
ship including truck body and 
truck equipment manufacturers 
and distributors, has moved its 
executive offices to 1616 K_ St. 
N. W., Washington 6, D. C. 

TBEA will occupy rooms on the 
fourth floor of an air-conditioned 
building recently purchased by the 
Washington Board of Trade, ac- 
cording to Arthur H. Nuesse, 


TBEA executive manager. 


Top Cadillac Salesmen Visit Detroit— 

The 10 top salesmen for November and December from Cadillac's Chicago branch 
pay a visit to Detroit on invitation of J. M. Roche, general sales manager. They 
toured the Cadillac plant and experimental engineering laboratory. 
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AUTOMOTIVE NEWS, MARCH 1, 1954 
Used-Car Logjam Breaking Up. 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S. PRODUCTION ONLY) 


Week Week dan, 1 dan, 1 
Ended Same Ended Total to 
Feb. 27, Week, Feb. 20, Feb., Feb, 28, Feb. 27, 
1954 1953* 1954* 1954 1953* 1954* 
CHRYSLER. .................... 12,060 28,590 13,457 50,056 217,907 115,929 
ITED > eins cesiveceenesuciees 2,260 4,331 2,822 10,593 33,308 21,192 
IO sihesisisieccsereseinesecs 1375 3,059 1,720 6,175 20,553 14,498 
SED dispersesssesscnscsenioninin 2,275 71,939 2,846 8,798 61,588 19,603 
Plymouth. _.................... 6,150 =138,261 6,069 24,490 102,458 60,636 
DPM Sac denscuvekssetssatveaperorest 36,280 24,407 36,842 146,481 198,997 300,151 
Far ee 28,750 18,810 29,923 116,292 155,234 234,970 
PNUD > socsesccsivvorscsesecieses 1,030 427 654 3,696 4,688 8,110 
BY sciciistinccscssiiaciees 6,500 5,170 6,265 26,493 39,075 57,071 
GENERAL MOTORS .. 58,445 61,077 58,861 224,321 429,380 435,837 
BE. ° iaphesceteancelotanstoteues 11,375 10,770 11,204 43,141 77,948 80,980 
RID ssiniestuiccticcesiorns 2,525 2,987 2,475 9,293 19,189 18,321 
Chevrolet. ...................... 28,600 31,794 29,547 110,073 215,923 227,093 
Oldsmobile _.................. 8,845 7,282 8,101 32,078 54,337 51,873 
BID Saisvescecsciessivisiinres 7,100 8,244 7,584 29,736 61,983 62,570 
BEINUIING. sci cost vsvsdvdecssetes; Ovigaaeies 2,089 666 1,302 14,802 3,380 
ONE: dicaisttshctndsncsseieiveetive 1,584 4,770 1,479 6,241 
KAISER MOTORS ..... 705 2,299 552 2,602 
EE. dosdsncasiicesidabinicics 285 1,345 220 993 
SL hi séustespahetieeaiAvkes 420 954 332 1,609 
PACKARD ..................... 1,120 2,732 1,394 3,945 
STUDEBAKER. ........... 1,944 2,962 408 7,523 
Total Cars, U.S......... 112,188 128,876 113,659 442,471 


*Revised 


COMMERCIAL CARS 


(U.S. PRODUCTION ONLY) 





Week Week 
Ended Same Ended Total 
Feb. 27, Week, Feb. 20, Feb., 
1954 1953* 1954* 1954 
CHEVROLET .............. 7,500 9,964 7,861 28,850 
DIAMOND T .................. 70 194 67 280 . 
IN ox daenevadic sacs ciecanceiee 80 60 80 320 
aad 1,900 2,868 1,888 7,283 
FEDERAL . 80 30 88 208 
MID ; <cuscctosiaressiensaay bape 6,300 5,203 6,453 25,153 
EE fata eee oe 1,600 2,943 1,624 6,773 23,949 165,197 
INTERNATIONAL ...... 2,280 3,064 2,223 8,123 22,619 17,196 
SIR: | sxtbit cassiceasenscascicssite 190 377 148 475 2,157 1,036 
ME  Bitirisds Pecscudstokacaoscaccss 240 372 212 928 2,937 1,861 
STUDEBAKER. ............. 456 1,465 340 1,226 =: 112,148 1,399 
SI oica-scchcdeacesensiuces 250 3038 255 996 2,365 1,992 
SE a odiciee iti 1233 «61,5938 = «i588 )=—s«5,136 = 20,072 =: 10,760 
MISCELLANEOUS 190 342 195 770 2,768 1,641 
Total Trucks, U.S. .. 22,369 28,783 23,022 86,521 212,251 184,419 
Total Cars, Trucks 
SS ere ere. 134,507 157,659 136,681 528,992 1,163,052 1,083,023 
Total Cars, Trucks 
MI oc ccscetcsspncccaee 10,200 9,881 10,174 40,607 75,110 81,714 
Grand Total 


Cars and Trucks, 


U.S. and Canada ...... 144,707 167,540 146,855 569,599 1,238,162 1,164,737 
*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. tetals include cars and trucks for military orders. 


Ford of England Operating 


With Throttle 


By Bob Sheldon 
Associate Editor 

DEARBORN.—Operating at full 
capacity, Ford of England hopes to 
export more than 60 percent of its 
car production this year, accord- 
ing to Sir Patrick Hennessy, 
deputy chairman and managing 
director. 


Sir Patrick was in Dearborn 
last week on one of his periodic 
visits to the home of the Ford 
enterprises, 

Disclosing that his company had 
pushed output up to 1,189 cars a 
day from 875 a year ago, he said 
that Britain’s economic life still 
depended on her exports. This 
situation, he remarked, calls for 
additional “adventuring” in the 
dollar area, including the U. S. 

Sir Patrick indicated that avail- 
ability of cars in Britain’s home 
market at last had reached the 
point where buyers were forced to 
wait for delivery on only a few 
low-priced models. 

One of these, he said, is Ford’s 
new Popular, which retails for 
under $1,200 even with a 50 per- 
cent purchase tax on the wholesale 
price, The car should seli in the 
U. 8. for around $1,100, a said. 

“Terrific” Sir Patrick 


Wide Open 


schedule of 265 Populars a day— 
the limit to which production 
facilities could be spared for this 
particular series. 


Sir Patrick said that last year 
Ford increased its penetration of 
the home market in cars to 38 
percent, maintaining Ford’s leader- 
ship over all other makes. In 1952, 
he said, Ford’s market share was 
19 percent. 


Sir Patrick touched upon an 
interesting difference between 
British and American new-car 
dealers. British dealers, he said, 
operate under a similar franchise 
arrangement, but in addition they 
wholesale new cars to “subdealers.” 
The subdealers may handle more 
than one make of car. 


With its sights set on 186,000 
units, Ford of England last year 


Plants were worked seven days a 
week. Output for 1952 totaled 
only 162,000 units. 

Sales in 1953, Sir Patrick said, 
reached about $300 million, com- 
pared with $240 million the year 
before. 


With its purchase of Briggs 
Bodies, Ltd., Ford of England now 


said, has resulted in an output has about 35,000 employes, he said. 







47 





Freed Sees ‘Spring Upsurge 


(Continued from Page 1) 


will be the second or third best 
year in automobile sales history. 

“One indication is that used-car 
sales currently are moving much 
faster than in February a year ago. 
So far as a recession in the United 
States is concerned, we could have 
one—but only if we allow ourselves 
to be talked into it.” 


* * * 


REED said American salesmen 

have realized this and have 
rolled up their sleeves and gone to 
work, 

“Auto dealers all over the nation 
have stepped up training of their 
salesmen and their efforts are now 
showing in salesroom results.” 

In line with Freed’s statement 
on sales training, a dealer told 
Automotive News last week that 
his sales had firmed up consider- 


ably since he instituted a daily 

training course on sales methods 
and the product itself. 

More and more dealers seem. to 
be realizing that, if they are to sell 
cars successfully, they must have 
topflight salesmen—men who know 
and believe in their product and 
men who know how and when to 
close the deal. 

* * 
EPORTS from scattered areas 
show that January sales ran 
ahead of the same month a year 
ago, or ahead of December, in 
many cases. Incomplete February 
figures showed even greater gains. 

Dealers in many areas say the 
way things have been going, 

February doubtless surpassed 

January, despite the month be- 
ing a “short” one, 

One dealer said he had sold as 
many cars in the first 20 days of 





Washington Auto Show in Silver— 


In keeping with the occasion, the 25th Washington auto show was decorated in 


silver. 


The regal beauty in the right foreground, surveying the scene from the 


mezzanine, was chosen to be the show's queen. 


Millionth ’54 Car Due 


463,000 Autos, 94,000 Trucks Slated for March; 
Feb. Total Is 528,992 Units 


(Continued from Page 1) 


second line, which will boost its 
production by more than 20 per- 
cent. 

Also, Chevrolet, which assem- 
bled cars on a four-day basis 
most of last month, should re- 
turn to a five-day week soon. Its 
manufacturing plants already 
have resumed work on a five-day 
schedule. 

Production last week declined 
slightly to 112,138 cars and 22,369 
trucks, compared with 113,659 cars 
and 23,022 trucks in the preceding 
week, according to AUTOMOTIVE 
News estimates. 

+ - a 

N THE like 1953 week, output 

amounted to 128,876 cars and 
28,783 trucks. At that time plants 
were bringing up workers from 
the south, with Hudson one of the 
most active recruiters. 

Last week the situation was 
quite different. Hudson halted op- 
erations last Monday and will not 
reopen until tomorrow. 

Other firms responsible for last 
week’s decline were Chrysler di- 

vision, DeSoto, Dodge, Chevrolet 
and Ford division. 

The three Chrysler Corp. divi- 
sions were down Monday, Chevro- 
let worked fewer plants Friday 
while Ford division operated only 
three plants on Saturday, against 
eight in the preceding week. 

a . * 
THE “up” side of the ledger 
were Cadillac and Studebaker. 
Cadillac again scheduled Saturday 
work while Studebaker returned to 
a four-day week after being down 
for a week to check dealer stocks. 


Of last week’s car output, the 
Leece-Neville Rep 
CLEVELAND. — Gill Automotive 


Co., S. 167 Lincoln St., Spokane,, 


Wash., has been appointed central 
distributor for automotive electrical 
equipment manufactured by Leece- 
Neville Co., Cleveland. 


Big Three accounted for 96.3 per- 
cent, against 96 percent in the 
week earlier. Last week General 
Motors made 52.1 percent, against 
518 in the preceding week; Ford 
Motor turned out 33.4 percent, 
against 32.4 percent, and Chrys- 
ler Corp. slipped to 10.8 percent 
from 118 percent. 

NOTES: Trouble between the 
Flint AFL Building Trades Council 
and the Detroit AFL Teamsters 
Local 299 over the removal of Gov- 
ernment machinery from two 
Buick plants did not interrupt auto 
production, One of Chevrolet’s as- 
sembly plants that worked Friday 
was in Atlanta, where its manager 
said the increase in production re- 
flects improving market conditions. 


Court Dismisses 
Ohio Axle-Tax 


Suit of Truckers 


CINCINNATI, — A three-judge 
Federal Court has dismissed a suit 
by 31 truckers asking a temporary 
restraining order against Ohio’s 
new axle-tax law on grounds that 
it lacked jurisdiction. 


The operators had asked for a 
suspension of the tax, ranging from 
% to 2% cents a mile on vehicles 
having three or more axles, pend- 
ing a ruling on the law’s constitu- 
tionality. 

A majority of the court agreed 
with the Ohio attorney - general, 
who contended that the truckers 
had recourse through the Ohio 
Board of Tax Appeals and the State 
Supreme Court. 

Attorneys for the truckers claimed 
that the tax was unconstitutional, 
discriminatory and excessive. 

The attorneys indicated that if 
they lost out in appeals to the State 
Supreme Court and the Tax Board, 
the case would be taken to the 
U.S. Supreme Court. 





February as he did in the entire 
month of January. Another said 
his new-car turnover was up about 
20 percent, 

In Columbus, O., new-car sales 
in the first 15 days of February 
totaled 870, an increase of 41 per- 
cent over the same period of Janu- 
ary. 

* * * 


g ip University of Pittsburgh re- 
ported that new-car 
trations in the Pittsburgh area 
last week were well above the pre- 
ceding week. 

In Cleveland, however, sales 
were reported 10 to 25 
percent behind last year, but 
about 10 percent ahead of 1952. 

Going back a month, an increase 
of 15 percent for January over De- 
cember was reported for new cars 
in Richmond, Va. 

Sales in Atlanta during January 
were reported nearly double those 
of the previous month, The in- 
crease in Denver was reported to 
be nearly 20 percent. It was 31 per- 
cent in Philadelphia. 

In overall registration figures for 
new cars thus far available (28 
states for January), Ford holds a 
slim margin of 167 cars over Chev- 
rolet, 33,023 to 32,856, 

* * * 


CCORDING to the latest 

figures, Ford has 23.89 percent 
of the total market, compared with 
20.83 percent at the same point a 
year ago. Chevrolet has 23.77 per- 
cent, compared with 17.39 a year. 
ago. 

And while the total market is 
down 15.16 percent, Ford and 
Chevrolet have increased their 
total share 5.78 percent, 

Official registration figures show 
that the going gets progressively 

tougher for the independents, The 
Big Three, in registrations so far 
compiled for 1954, claims 92.66 per- 
cent of the market. At the same 
point of 1953, the Big Three had 
sold only 87.79 percent of the 
market, 
* * eo 

7s picture continued rosy last 

week at wholesale auto 
auctions. Operators reported firm 
bidding and good offerings, with a 
strong market. All favorable indi- 
cations, however, were not enough 
to keep the overall average price 
of wholesale used cars from de- 
clining $9 to $880, the figure shown 
by Automotive News’ index, 

Much of the $9 loss was caused 
by sharp drops in the price of 
late-model units. The price of 
used ’54s fell $41 to $2,148, and 
the price of ’53s was down $18 to 
$1,583. 

Other losses were: '47s, down $5 
to $222; ’49s, down $3 to $422, and 
’5ls, down $2 to $772. 

For the second straight week, 
the price of ’50s remained un- 
changed at $569. 

Modest gains were registered by 
’48s, which climbed $2 to $273 and 
52s, which rose a dollar to $1,053. 

= 2 . 


As A RESULT of adjustments 
during February, ’47s, ’50s and 
’5ls boast a higher average price 
than they did at the end of Janu- 


ry. 

Market analysts pointed out, 
however, how the price level 
compares unfavorably with last 
year, In 1953, current models 
held above $2,150 until mid- 
August, In 1954, the price of 
current models has already fallen 
below that figure. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in pa- 
renthesis): '54 to '53, $565 ($588); 
53 to '52, $530 ($549); 52 to ’51, 
$281 ($278); ’51 to ’50, $203 ($205); 
"50 to ’49, $147 ($144); °49 to °48, 
$149 ($154), and '48 to ’47, $51 ($44). 





Auto Stocks 

Feb. Feb. _ 1953-64 
24 17 Low 
Chrysler 57% 57% 96% 656% 
GM 62% 61% 69% 58% 
Hudson 9% 9% VW 9% 
Kaiser 2% 2% 5% 2% 

Nash 1 155% 2% Wb 
Packard 3% 3% 6% 38% 
Stude. 18% 19% 48% 18% 
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Hailed as ‘Bombshell’ in Industry ee 


~ Nash Combines Heat and Cooling 


cooling unit. About 30 percent of 
the volume of air entering the 
cooler is fresh air from the outside. 
The air then passes through 
the cooling unit and is forced by 
two high-capacity blowers to the 
two outlets located on the instru- 








cold drafts. The cooling is distrib- 
uted evenly throughout the pas- 
senger compartment for both front 
and back seat comfort, he said. 


Canadian Car Loadings Up 

OTTAWA. — Last year’s freight- 
car loadings on railways across 
Canada advanced to 83,930 cars of 
automobiles, trucks and parts as of 
Dec. 14, compared with 76,821 cars 
in corresponding period of 1952, 
the Canadian Government reports. 


The heating system is operated 
by moving the knob to the right. 
The desired temperature is thermo- 
statically maintained at all times. 
The heating system utilizes 100 per- 
cent fresh air. 

According to Doss, the Nash sys- 
tem eliminates “back-of-the-neck” 


(Continued from Page 2) 
frigeration field, participated in 
development of the new unit. 

An outstanding feature is the 
single knob control for operating 
both the cooling and heating 
units, Doss said, 

The system incorporates an elec- 
tric clutch that disconnects the 

compressor when it is not in oper- 
ation. Major components include a 
compressor, condenser, receiver, 
evaporator and means of refriger- 
ant flow control. 
* * * 


a cooling system is turned on 
by pushing the knob to the far 
left position, and then rotating it 
counter-clockwise to the “high” or 
“low” position. 

This starts the operating of the 
cooling cycle and actuates the two 
blowers which discharge cool air 
into the passenger compartment. 
Two large deflectors over the dis- 
charge louvers on the cowl are 


raised to the full open position, and 
the fresh-air intake is open. 

In operation, fresh air enters the 
intake, passes over a baffle to re- 
move rain water, then is directed 
through a filter which removes dust 
and pollen. Air from within the car 
is drawn in from below the instru- 
ment panel and is inter-mixed with 
the new air as it passes into the 


DeSoto Dealers 


Huddle with 
Factory Chiefs 


DETROIT.—The annual DeSoto- 
Plymouth national factory-dealer 
conference was held here last week. 

Twenty delegates elected at dis- 
trict and regional factory-dealer 
meetings represented the 3,000 
DeSoto-Plymouth dealers in two 
days of discussions and exchanges 
of views with top management 
officials. 

Delegates were: 

At Large — B. H. Roberts, St. at e 
Louis, and E. J. Arnstine, Syracuse; ee 


CLASSIFIED wa Es AD aaa 4B 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine ; 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 


Add One Dollar ($1) per insertion for use of a box number, in care 


ore forwarded to the advertiser, 


and address at regular rates 
unopened, the same 
IN ADVANCE 


of Automotive News. Replies to Box Number ads: 


day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS 


OF PUBLICATION DATE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





HELP WANTED 


AUTO PARTS, High paying 
permanent position for experienced trav- 
eling salesmen. Salary, commission and 5 
bonus, Opportunities for advancement to | 


, HELP WANTED 

CLT I Aero ho alee ts 
Ee Oe iC 

SALES MANAGER with years of new and 

used car selling experiefice, proven clos- 

ing ability and management ability to 





Atlanta Region—Wilson T. Kirksey, 
Birmingham, Ala.; Boston—Edward 
L. Wolfe, Allston, Mass.; Charlotte, 
N. C.—William S. Baker, Greenville, 
S.C.; Chicago — Ray L, Schappe, 
Madison, Wis.; Cincinnati—Thomas 
O’Brien, Indianapolis. 
Dallas—George R. Ranes, Dallas; 
Detroit — H. L. Wagner, Battle 
Creek, Mich.; Kansas City—W. L. 
Stone, Muskogee, Okla.; Los An- 
geles — Allan R, Crocket, Fresno, 
Calif.; Memphis — Glenn E. Huff, 
Shreveport, La.; Minneapolis—Ber- 
nard J. Jones, Minneapolis; New 


AUTOMOTIVE NEWS 
HELP WANTED 





THE STUDEBAKER CORPORATION has 
a few openings for business manage- 
ment representatives in field. Prefer men 
with factory or dealer experience and 
business or accounting education. Will 
train men with suitable background. Good 
starting salary and excellent opportunity. 


train, supervise and stimulate a present 
sales force of 7 men. 250 car Mercury 
exclusive county dealership in rapidly 
expanding suburban territory, 20 miles 
from center city Philadelphia—45 miles 
from New Jersey shore resorts—ideal 
living conditions. Prefer man 30 to 40, 
married, good background and refer- 
ences. Lifetime opportunity to an indus- 
trious, ambitious young man under a 
definite agreement providing salary and 
bonus on overall net earnings of business 
plus an opportunity to acquire stock in 
the corporation upon proving ability. 
Dealer, 40 years’ automotive experience, 
accustomed to leadership, wishes to be- 
come semi-active. Firm now doing 1% 
million annual sales. New, modern build- 
ing, fine location, business amply fi- 
nanced. All replies held in strictest con- 


district managerships. Earn $500 to $800 
a month at start. Well known manu- 
facturer and national distributor, Over 
5,000 fast selling repair parts and special 
kits for all makes of cars. Established 
accounts. Protected territories open now 
due to expansion and promotions, Pay 
while training in field. Car required. 
Write fully. Box 3056, Cleveland 17, 
Ohio. 


FULLY EXPERIENCED used, new and 
rebuilt parts man. Must be thoroughly 
familiar with auto wrecking field. Job 
includes buying, selling, merchandising 
and in general to act assistant to owner. 
If qualified, contact at once. A. A. 
Auto Wreckers, New Raleigh Rd., Dur- 
ham, N. C. 


Cooling System— 

The Nash All-Weather Eye cooling sys- 
tem is turned on by setting a knob and 
actuating two blowers which send cool 
air into the car interior. 


York—Nelson K. Mintz, Great Kills, 
N. Y. 

Omaha—W. N. Cramblit jr., Ot- 
tumwa, Ia.; Philadelphia — J. W. 
Roddy, Wilkes-Barre, Pa.; Pitts- 
burgh — J. Edward Enany, Union- 
town, Pa.; St. Louis—Frank Purs- 
ley, Jefferson City, Mo.; Seattle— 
James Barnes, Longview, Wash.; 
Syracuse — Raymond H. Simmons, 
Rochester, N. Y. 


fidence. Write full history, references, 
photo if possible. Box 3529, c/o Auto- 
motive News, Detroit 26. 


All replies confidential. Write, giving full 
details of background and experience to 
the Personnel Division, South Bend, In- 
diana. 


POSITION WANTED 


age this assification for 


ying readers, Posit 





WANTED — NEW CAR sales manager. 
(One of the ‘Big Three’’ in Miami, 
Florida.) Good salary and profit-sharing 
plan. Ideal surroundings with a consid- 
erate employer and cooperative associ- 
ates. Leadership, capable handling of 
salesmen and volume experience essential. 
If you have experience and good back- 
ground, write stating qualifications and 
send photo. Our personnel know about 
this ad. Everything you write will be 
held in strictest confidence. All we want 
are the facts. Box 3532, c/o Automotive 
News, Detroit 26. 


SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, INC. 





POSITION WANTED 


ACCOUNTANT AND OFFICE MANAGER. 
College graduate. 12 years’ experience— 
General Motors or Chrysler accounting 
system. Large operation experience, 
married, protestant, age 43, references, 
complete resume of experience upon re- 
quest. Midwest or eastern part of coun- 
try. Box 3543, c/o Automotive News, 
Detroit 26. 





Minnesota U. Sets May 8 
As Truck Owner Day 


MINNEAPOLIS.—A meeting for 
truck owners and top management 


has been scheduled for May 8 at SERVICE MANAGER. 


12 years’ experi- 


ence Cadillac, Oldsmobile, Buick, Chev- 


GENERAL MANAGER 


the University of Minnesota’s rolet. Seven 
‘ years Chrysler factory serv- 
Center for Continuation Study.| Room 1021, 7 W. Madison, Chicago 2, W.|] fOr Largest Chevrolet ice representative. College education. 
Now with one of largest GM dealerships 


Dealer in East... 


Principal speaker will be Prof. 
\ SS Amos E. Neyhart, director of the 
Institute of Public Safety of 


in U.S. Past record will prove can 
establish good customer relationship — 
manage all departments. Desire locating 








TRUCK SALES MANAGER. Large Ford 





dealership in southern location needs ex- * in Flori : 
Heating Unit — Pennsylvania State University. L perienced truck sales manager capable Must have volume experience and aan = and iy —, Bex 3544, c/o 
Nash's All-Weather Eye heating system The session follows the center’s| of organizing and supervising truck sales be able to run entire dealership. , 
is turned on by dialing a knob. The de-| first one-week course for mainte-| ‘force to sell minimum of 30 units per AUTOMOTIVE PARTS AND accessories 


Excellent opportunity in Auto In- 
dustry. Give full particular, refer- 
ence, salary, photo if possible. 
Replies held in strict confidence. 


Box 3528, c/o Automotive News, Detroit 26 


month. Experience need not be in Ford 
line, Salary and profit sharing plan. 
Earnings should exceed $12,000 per year. 
Give full details as to experience, sales 
volume handled, references, marital sta- 
tus, earnings, etc. Reply x 3531, c/o 
Automotive News, Detroit 26. 


merchandising manager. Qualified by 
background, interest, and talent. Avail- 
able for vehicle or ‘parts manufacturer. 
Please inquire. Box 3495, c/o Automotive 
News, Detroit 26. 


nance supervisors of truck and bus 
fleets, conducted in February. 


Text of Curtice Letter 


GM Chief Warns Dealers on Bootlegging; Sees 
Goodwill of Industry at Stake . 


(Continued from Page 43) 


) dealers with the necessary stock 
| for display and sales purposes. 
Even now some models in short 
supply because of limited pro- 
duction are being “bootlegged.” 
Under these _ circumstances, 
there can be only one reason for 
this practice—the selfish desire 


sired temperature is thermostatically main- 
tained. 





MANAGER. Specializing in sales and ac- 
counting. Seventeen years experience with 









Florida dealers. Chester Edwards, 618 
McRorie, Lakeland, Filia. 


HELP WANTED 





SALES MANAGER. ‘‘Big Three’’ volume 
dealer in fast growing Delaware Valley 
offers great opportunity to aggressive 
sales manager. This is a big job for a 
man on his way to the top! We want a 
married man, 25 to 40, who is energetic, 
resourceful and ambitious for big earn- 
ings. Most of all, we want proven ability 
to organize, train and stimulate a good 
sales force. Liberal salary while learning 
our operation, then liberal guarantee 
with an open road to highest earnings. 
The sky’s the limit! Submit confidential 
resume with experience, past earnings, 
references and reason for considering 
change. Include photo if possible. Inter- 
views will be scheduled promptly. Box 
3541, c/o Automotive News, Detroit 26. 


Automobile Manufacturer Sales Executive i 


Hf you have proved your ability to administer all phases of 
volume, retail automobile sales, you may enjoy seizing the 
opportunities this factory position offers. We need a man who 


as well as his obligation to develop 
the sale of new motor vehicles in 
that area. 

I appeal to all General Motors 
dealers to review their operations 
in the light of all of the consider- 
ations outlined above and to co- 
operate with General Motors in 


is from 35 to 45 years old, who is an American citizen, and 
who is intellectually and emotionally mature. Please! You must 
have had post-World-War-ll volume, retail automobile sales 














on the part of some dealers for | Preserving the most valued 
| & quick nominal profit at the ex- franchise in the industry. SALES MANAGER FOR large Chrysler management; and the more concentrated prewar automobile ‘ 
pense of the customer, the be thoroughly experienced, capable of sales experience, the better. 
| public, the dealer organization Top T ks training, developing and directing a hard 
\ and the manufacturer. Un- P ruc hitting sales force. We will pay well for * : 
... yg lol New-truck registrations in 27 qualified man. Write stating background Box 3547, c/o Automotive News, Detroit 26 
‘ortunately this ;. u 
practice in the industry—but in — for wae a Automotive News, Detroit 26. big 
H i was indulged in ‘os. ake Os. 
i ceeteenatny and to a ae aes 1—8,390 Chevrolet 9,753— 1 SERVICE MANAGER for Chevrolet deal- 
i t. 2—1,327 Ford 7,359— 2 ership in large Florida city. Young, en- 
| “For our part, we will continue| S—2481 International 3228-4 | Wing v0'wort to bung ‘sevice volun NATIONAL SERVICE MANAGER 
i : 4—2, — o tw - | 
) to review the performance of 5—2,044 Gmc. oo 5 month. Box 3530, ¢/0 ‘Automotive News, ; 
F. General Motors dealers in carrying 6— 464 Willys ’ : Detroit 26. Automobile manufacturer seeks applications from qualified personnel with j 
f out their obligations under the 2 ses te ae 3 previous regional or National service management experience. ! 
General = Sets a te mag s— 318 oo a 9 6 COMPLETE PROTECTION GIVEN Ability to supervise large factory staff and work in the field with zones 
. Whe bootleg e 9— 260 tudebak: a 9 AUTOMOTIVE NEWS' READERS and dealers required. Principle responsibilities include customer relations, 
z cause ee vee is a > 10— 124 Mack ndT 185—11 Automotive News ei not divulge the eee pee Programs, service training, technical service and claims 
reasona 11 87 — 1 10 name of any class advertiser using a justment. 
dealer who indulges in such a 12 50 Autocar = 2 ae sane. eosey see one Our present organization knows of this vacancy and any interest will be 
i practice may not be fulfilling his 215 Mise. 357 number ads, we sug welcomed. 
ceseteel ae oan Total All comme direct ye . See This position offers a challenge and opportunity which a promotionally and 
F ly coor : e _— oa ities - sell- 24,841 re. 264 customer relations minded man will welcome. 
i ustome: ‘gani- Salary is commensurate with the key responsibility involved. 


| zation adequate to take care of 
| the sales potential of the area de- 
| seribed in his selling agreement, 





For further details, see page 
, today’s issue. 








Forward resume to Box 3549, c/o Automotive News, Detroit 26 





oe ~~. 


| 
| 











POSITION WANTED 


Looking For a General 
Manager or General Sales 
Manager? 


I'm looking for a dealer who's looking 
for a man who can spark his operation 
in all phases. I'll provide crack, result- 
getting merchandising plans for all 
departments with top results in parts 
and shop sales that keep service ab- 
sorption high and factory visits low. 
1 can train and direct your sales force 
for maximum penetration and dollars. 
I'm 


presently employed as general 
manager of 1,000-car Ford dealership 
with “family” difficulties. Graduate of 
Ford Merchandising School, eight years 
of automobile management, best refer- 
ences. Want salary commensurate with 


size and incentive. Would welcome 
“buy-out” of earnings but would ac- 
cept straight management. Anywhere 
in U.S. if deal is right! 
Box 3546, c/o Automotive News, 
Detroit 26 





GENERAL MANAGER. Qualified to as- 
sume full responsibility all phases. Pres- 
ently employed general manager (2 years 
—sales) and assistant general manager 
(3 years). Own used car deal, 2 years. 
Can furnish excellent references both 
present and former employers and fac- 
tory. Young (33), married, family man. 
Prefer Ford - Lincoln - Mercury but will 
consider all replies. Southern or west 
location desired. Your deal must be 
challenging with real potential. Absentee 
management or option to buy part would 
suffice. Modest salary plus bonus or 
what have you? I can and will produce, 
not afraid of work or long hours. I can 
do the job. All replies will be answered. 
If deal warrants, I'll come to you for 
personal interview. Box 3533, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER or sales manager. 
Now employed with midwest Ford dealer. 
18 years experience in the automobile 
business. Have trained 40-60 salesmen. 
Ford or Chevrolet opportunity preferred. 
Would assist Ford dealership in Ford 
development plan. Have been general 
manager for large Buick company. Lo- 
cation definitely open. Box 3525, c/o 
Automotive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. Fe- 
male with seventeen years’ experience 
with General Motors dealer desires posi- 
tion in metropolitan Milwaukee, Minne- 
apolis or surrounding areas. Box 3534, 
c/o Automotive News, Detroit 26. 


BUSINESS MANAGER—Experienced Hull- 
Dobbs largest operation with thorough 
knowledge busiress management super- 
vision, budget analysis, finance control 
and auditing. Settling permanently Los 
Angeles, Calif. vicinity. Excellent refer- 
ences, age 36. Write Gene Schiavone, 
10425 Plainview Ave., Tujunga, Calif. 


WANT A YOUNG MAN to share the load 
and do a top job? Under 35, 5 years 
manufacturer, 3% years retail manage- 
ment experience. Top record and refer- 
ences. Capable handling dealership, 
sales or assisting. Southern GM or Ford 
deal—small town only. Box 3457, c/o 
Automotive News, Detroit 26. 


AUTOMOTIVE ACCOUNTANT—Thorough 
knowledge of automotive accounting, de- 
sires position as office manager. GM 
dealer preferred. Box 3535, c/o Auto- 
motive News, Detroit 26. 


FORD PARTS MANAGER position wanted. 
Several years’ experience. Midwest pre- 
ferred. Can go anywhere. Box 3542, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK and 
GMC — South central section (east). 
Buyer can make $7,000 day deal closed. 
Will discount that much from cost of 
parts and equipment. Will keep receiv- 
ables and used cars. Located in county 
seat of 22,000 with trading area of 70,- 
000. Buyer is free to rent own building 
or building and adjoining used car lot is 
available. Write Box 3540, c/o Automo- 
tive News, Detroit 26. 


DHALERSHIP AVAILABLE handling 
Dodge-Plymouth. Located in north east- 
ern Ohio industrial city of over 50,000. 
Only parts and equipment need be 
purchased. Building can be leased reason- 
ably. This is a well established business. 
Will deal only with principals. Box 3475, 
c/o Automotive News, Detroit 26. 


DENVER, COLORADO dealership handling 
one of ‘‘Big Three.’’ Same location over 
25 years. Excellent modern facilities. 
Sales well over $1,000,000 in 1953. Sell 
at book value. With or without real 
estate. Consider working partner. Owner 
has other interests. Box 3510, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE — One of the 
‘“‘Big Three’’ in a prosperous northern 
Ohio city. No buildings to purchase, only 
operating equipment and parts. Principals 
only. No brokers. Box 3476, c/o Auto- 
motive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP 
handling Chevrolet and Oldsmobile in 
central Nebraska. New cars sold in 1953 
totaled 150 units. No blue sky. Will sell 
for flat price or inventory. Will take 
approximately $25,000 cash to handle. 
Will carry balance. Must have factory 
approval, Box 3472, c/o Automotive 
News, Detroit 26. 


FOR SALE—DEALERSHIP handling 


Dodge-Plymouth, located in suburb near 
Chicago, 300 car deal. $1,250,000 gross 
in 1953. No real estate, no used cars to 
buy, very low rent. All replies confiden- 
tial. Box 3481, c/o Automotive News, 
Detroit 26. 


HANDLING GM 
175 UNITS 
MIDWEST 


Fixed assets at book value and inventory. 
Good lease on excellent facilities. 
Moneymaker—A real good deal. 

Box 3548, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE. Dealership 


handling DeSoto and Plymouth in Lake- 
land, Florida, selling 150 units per year. 
Parts, shop equipment, office furniture 
and signs at inventory. No used cars or 
account receivables. Good lease, a beau- 
tiful location. Write or wire Ralph Hor- 
ton, 244 North Florida Ave., Lakeland, 
Fila. Phone Mutual 5-1611. 


DEALERSHIP AVAILABLE handling 


Chrysler - Plymouth, central Indiana — 
most friendly community 14,000. Agency 
about 100 new units. Modern building, 
equipment, parts and service; paved used 
car lot attached, no extras. $22,500. 
Downtown location with long lease, Box 
3538, c/o Automotive News, Detroit 26. 


ESTABLISHED DEALERSHIP handling 


Chrysler-Plymouth in small east Texas 
town. Heart of good trade area, $15,000 
cash. Real estate optional. Box 3539, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED — GENERAL MOTORS, FORD 


or Chrysler dealership on east coast of 
Florida, Will purchase property or lease. 
Already o.k’d by factory. All replies 
confidential. Box 3480, c/o Automotive 
News, Detroit 76. 


FORD AGENCY—Noith Jersey area. 300 


to 600 cars. Now is the time to sell. 
Factory approval assured. Box 3526, c/o 
Automotive News, Detroit 26. 


WANTED — CHEVROLET, Pontiac, Ford 


or Mercury dealership in Connecticut 
only. All replies strictly confidential. Box 
3536. c/o Automotive News, Detroit 26. 


GM AGENCY—NORTH Jersey only. Have 


factory approval. No brokers. All replies 
strictly confidential. Box 3508, c/o Auto- 
motive News, Detroit 26. 





GM 


GM OR FORD DEALERSHIP 


34 Norwood Drive 


@ Buy Right 


AGENCY, preferably Cadillac, mini- 
mum 35 cars, Partnership considered. 
Age 30. Near New York. All replies 
confidential. Box 3537, c/o Automotive 
News, Detroit 26. 

within 75 
miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. Watkins 
4-6754. 


DEALER SERVICES 


Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCT ION 


Results Guerentocd 
20 Years Experience 
Complete Sales Service 


* 
Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 
ASSOCIATES 


“Nation Wide Sales Service" 
Phone FO 5-5832 or WI 3-8104 


P.O. Box 7061 
Okiahoma City 12, Okla. 





ABILITY 


EXPERIENCE 


Are absolutely necessary to move 
your surplus cars at top prices. 


For Your Retail Auction 
Employ A Firm That Has Both 


HUGH JAMES 


Auto Auctioneers 


Decatur, Illinois 


2-8212 2-3412 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 
@ Sell Right 


Parts — Accessories — a 


inventory will save you money 
DON'T GUESS — BE SURE 


Call or write for service details. 


AUTOMOTIVE INVENTORY 
SERVICE CO. 


10040 Freeland, Detroit 27 Mich., WE 3-6445 








NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 


Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. Ac- 
curate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 





TALBOT’S INVENTORY SERVICE, 124 
8. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 


BUSINESS OPPORTUNITIES 


COLORADO, AUTOMOTIVE SERVICE, 
completely equipped, distributorship — 
several lines. Building included. Ex- 
cellent business. Fine territory. Contact 
L. C. Nowlan, Realtor, P. O. Box 562, 
Grand Junction, Colo. Ph. 213. 


PARTS FOR SALE 
=seees se 


ae FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


BUSINESS OPPORTUNITIES 


FOR SALE—UNITED Motors-AutoLite— 
combined service and distributor setup 
serving 100,000 population in northeast 
Detroit, Modern 40’x86’ building and 
Cape Cod type home in same block. 
Grossed better than $60,000 in 1953. 
Write to Box 3545, c/o Automotive 
News, Detroit 26. 


CARS FOR SALE 


MUST LIQUIDATE 


1—1954 Cadillac Sedan 






















© Buick 
1—1954 Pontiac Cust. 8 Sedan ® Cadillac 
2—1954 Buicks—Super Sedans ® Oldsmobile 
4—1954 Chevrolets ® Pontiac 

® Chevrolet 


2—1954 Plymouths 
2—1954 Fords 


Also a large selection of late model used 
cars at wholesale or less. 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


Contact 
H. H. THOMAS Coamra’ tba vasa? 
Room 315 Chicago 5, Illinois WAbash 2-1030 







Federal & Title Trust Bidg. 
Beaver Falls, Penn. 
Phone 979 


SURPLUS INVENTORY 
ALL NEW MATERIAL 


1. TEN FISHER BODY TURRET TOPS 
$28.50 ea. 


Cadillac Part No. 4573066 
Used on 1950-5! 4569 Buick 4-Door; 6169 
Cadillac 4-Door; 3669 Oldsmobile 4-Door. 


2. FIVE FISHER BODY TURRET TOPS 
$20.50 ea. 


Cadillac Part No. 4609386 
Used on 1950-51-52-53 4537 Buick Tudor; 
3637 Oldsmobile 2-Door; 6267 Cadillac 2- 





















ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 








Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 









1950-1951 Door; 6137 Cadillac 2-Door. 
Plymouths — Fords — Chevrolets 3. DELCO GENERATORS WITH PULLEY, 
1 to 500 LESS VOLTAGE REGULATOR 





Nineteen 12-Volt, Part No. 1102005—$19.00 
ea. Cadillac 1953 Series 
1102781—$12.00 ea. 


Six 6-Volt, Part No. 
Cadillac 1952 Series 
Twenty 6-Volt, Part No. 1102770—$18.00 ea. 
Cadillac 1949-50-51-52 Series. 

4. FIFTY-FIVE FAN BELTS—$1.00 ea. 

Part No. 1455114 
Cadillac 1949-50-51-52 Series 

The Hess & Eisenhardt Company 

ROSSMOYNE, OHIO 
PHONE: Sycamore 8888 






MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 






















SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
























GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
© Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Nateral Bridge 
St. Louis 7, Mo. 
LU. 4860 








DEALERS SAY 
Our greatest dollar valves are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 

12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 





NASH PARTS AND ACCESSORIES— 
£5,400. Dealer’s cost. Make an offer. 
Write Box 229, Watertown, N. Y. 


AUSTIN-BANTAM PARTS. Hage-Master, 
Laurel, Miss. 


PARTS WANTED 


WANTED—MOTOR PARTS for 1951 Stan- 
dard Vanguard. Kee Auto Sales, 1203 
South Main St., Roswell, N. M. 


TRUCKS FOR SALE 


FOR IMMEDIATE SALE, 1952 Chevrolet 
6403, 2-ton, 2-speed, 20,000 miles, mo- 
bile parts ‘truck body, 
structure, dock height rear doors, 
door with access steps. Excellent chassis, 
radio, heater, premium rubber, clearance 
lights. Ready for the road. Write, 
collect. Hereford, Box 291, 
Kansas. 








AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


Emporia, 













———_ AUTO AUCTION 


overs ‘Tawveday noon 
and 


We 
Located on U. S. Route II, 3% miles south 
of Syracuse suburbs, 2'/2 miles north 
junction of Routes 20 and I! (Greyhound 
bus service). 
Auctioneers: Telford Chambers and A. V. 
Zogg, Jr. — Irving C. Mondore, Owner 


titles 





CARS WANTED 


CASH FOR NEW 1954 Oldsmobiles and 
Cadillacs to take care of heavy oil in- 
dustry demands. We transport. Don 
ang Olds - Cadillac Co., Eastland, 
‘exas, 


PARTS FOR SALE 





FORD PARTS 
Fast and Slow Moving 
Passenger and Truck Parts 
Write or Telephone 
Al Rowe, Parts Manager 
Midtown Motors, inc. 
Bigelow Bivd. at Tunnel St. 
Pittsburgh 19, Pa. GRant 1-7250 


Car Dealer () 


Jobber [1 insurance [] 


co eee 





wire | Box 113, Tamiami Station 


. 
. 
. 
. 

me me ee ee ee ee ee ee 


ne eerie inci site Si i Src ae eeireleccitenpes teat epeereeteigtee nn el teeth dni inl eben aaa encase a 


TRUCKS FOR SALE 


WRECKER—HEAVY DUTY 10 ton winch 
mounted on 1%-ton Chevrolet. Sharpest 
in town — §$2,250. Lew’s, 4726 Salem 
Ave., Dayton, Ohio. Phone OR 5339. 


ANTIQUE CARS FOR SALE 
1922 OLDSMOBILE “4” cylinder touring— 


new top, tires and tubes and paint. 1924 
Oldsmobile ‘‘6’’ cylinder touring—good 
tires, top and paint. 1920 Chevrolet tour- 
ing—new paint, top and tires, 1928 
Plymouth 2-door No, 306. 1920 Oakland 
sedan (2,000 miles) new tires and tubes 
and paint. 1928 Hupmobile ‘‘8’’ sport 
coupe—body, tires and paint—perfect. 
1920 Ford ‘'T’’ sedan—new tires, tubes, 
Faint and top. Wayne R. Weaver, Main 
St. at Fourth Ave., Clarion, Penn. 


MISCELLANEOUS 


SAVE MONEY ON business cards. 1,000 
simulated engraved (raised printing) 
cards (1 color)—$3.50; (2 color)—$4.50. 
Emblem cut inserted 50 cents extra per 
1,000. Postpaid. Samples free. Business 
Specialties, 1422 Rosemont, Chicago, II. 

AUTO SAFETY BELTS. All colors. Made 
in accordance with CAA Technical stan- 
dards. Order C-22. $9.95 list. Dealer in- 
quiry invited, City Lincoln-Mercury Co., 
oan aR Arroyo Parkway, Pasadena 1, 
Calif. 


WANTED TO BUY—Must be cheap. Good 








condition. No, 460 Holmes wrecker rig. 
complete, Preferably without truck. 
Write TnT Motors, Box 187, Fort Wal- 


ton Beach, Fila. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia, 


PROVEN BEST 


By Actual Test 
Our New Model 


TOW BARS 


Meet 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





If you pay more than 17c per Ib.* 
for Wiping Cloths... 


IT’S TIME FOR A CHANGE!! 


Want the best wiping cloth money can buy 
for any repair shop or motor pool? At a 
price per pound or - yard that is low for 
anything comparable 

Then change to GREASE CHAMP. og 
more wiping . better wiping . 
dollars. Seventeen Cents Per Pound is ‘the 
price of this uniform, cotton, mesh type wip- 
ing cloth 

Supply yourself with GREASE CHAMP today 
to effectively clean machine parts, work sur- 
faces, work areas, and hands. Every pound 
has extra pickup .. . extra absorbency . . . 
extra nice, large, easy-to-use pieces. 


Order a trial 200 ibs. now. It is your best 


12-foot Lindsey | Maintenance buy. Your Satisfaction Is Guar- 
side | anteed. 


Safeguard Company, inc. 
Miami, Florida 


*F.O.B. HOLYOKE, MASS. 








| 
! 
| 
| 
| 
1 
| 
! 
| 
| 
! 
| 
| 
| 
| 
! 
| 
| 
| 
| 
! 
| 
| 
! 
! 
| 
| 
| 
| 
| 
! 
| 
— 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [] 
for which check is attached [] or send bill [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [) 


Manufacturer [) 


Financial [) Supplier 1 


3-1-54 


1 pay eee = oe 


Ler ee 
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ReN mam ama 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors... 


The INTERNATIONAL Truck Dealer takes 
the sales hurdles in stride because he 
has the right truck for every hauling 
job. He offers the world’s most complete 
truck line, from 14-ton pickups to 90,000 
lbs. GVW off-highway models. He offers 
the right power, with a wide choice of 
gasoline, LPG or diesel engines. 


He leads other dealers, too, in the long- 
respected INTERNATIONAL reputation for 
quality. Because he sells quality, he has 
more satisfied customers. Their loyalty 
safeguards his profits for years to come. 


Franchises are available in a few choice 
locations. If you want to be on a winning 
team, and you can qualify, phone your 
nearest INTERNATIONAL District office, or © 
write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue - Chicago 1, Illinois 


Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


Standard of the Highway — 








